HARDWARE 





for more full-profit sales 
to your fastest growing market, 
make a mass-display of SPfEDLINE 









@ Modernizes the retailing 
of garden tools 


because they are 
natched and balanced — 


THE UNION FORK & HOE COMPANY - Columbus 15, Ohio 





‘Nat always tries to be in tune 


With all your fastener needs 
And when it comes to packaging * 
Most folks agree: ‘Nat’ leads ! 





** National's” snappy black and red packages 
are tops in the fastener field from an 
appearance and merchandising standpoint 
Colorful, color-coded labels .. . easy to 

read, easy to identify ... help you find the 
kind of fastener you want in a hurry. 


Other “National” products include: HODELL CHAINS * CHESTER HOISTS 


THE NATIONAL SCREW & MFG. COMPANY ’ Vatioln [ 
Cleveland 4, Ohio coo” 


Pacific Coast: National Screw & Mig. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 











HARDWARE % K Publishing ¢ 
weston $1.00 per year 
‘ 


- a + at oft - Da. =. O tgie. under eA f Maret 
Volume 121 Number 2 








The 
Good-Looking 
Roofing is 
Galvanized Steel 





Appearance packs a wallop when it comes to selling 
sheet roofing. The attractive spangles on galvanized 
steel roofing, for instance, are often the deciding factor 
to the customer. He has had experience with many 
different galvanized-steel products, and he knows 

that a roof of this material will dress up his buildings 


Bethlehem’s Stormproof roofing sheets are 

uniformly coated on both sides with Prime Western 
zinc to protect them against corrosion and to 

give them the sparkling appearance that customers like. 
Under this coating is a base of strong, durable 

steel, either plain or copper bearing. 

Stormproof holds snug!y and gives the best of protection 
against rain, sun, wind, or snow. With its looks, its 
service, and its low cost, Stormproof is always in demand 


Bethlehem Steel Company, Bethlehem, Pa. 
On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 

Export Distributor: Bethlehem Steel Export Corporation 





ete) STORMPROOF COVERS THE SOUTH 
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the greatest 


naine Ii 
alllose 


NONges 


AGAIN BRINGS YOU 
A GREAT SPRING PROMOTION 


OUTSTANDING QUALITY Fo 


“WATER BREATHING ACTION” NATIONAL ADVERTISING 


[; 


mous O-CEL-O quality hos long 


been recognized by housewives 
hey know O-CEL-O's are super 


A new feature of every O-CEL-O 
sponge. All O-CEL-O advertising 
this spring will ploy-up this new 


Again O-CEL-O will sell house 
wives all over the nation on the 


using O-CEL-O 


advantages of 


sponges every day. large full 
color ads in leading womens 
magazines, radio, TV, Sunday 
Supplements, newspapers, al! will 
presell your customers 


action, will tell your customers 
why O-CEL-O sponges clean so 
much more efficiently than ordi 
nary methods. For you this means 


ers go forther. This recognized 
added sales higher profits 


tough yet gentile to the skin 
They know how money-soving 
| O-CEL-O's make soaps and cleans 


quality sells sponges for you 


$0 - 
IT'S UP 
| TO YOU 


STOCK « FEATURE - DISPLAY 
O-CEL-O SPONGES 
Your customers clean up 


| ANOTHER “PACE SETTING’ | 
FREE SPONGE DEAL- | 


it's as simple as this: You buy 11 sponges, you get one free. No 
tricks, no hidden conditions. You con buy any sizes you wont you 
con buy assorted colors of notural. You select your needs and for 
every 11 sponges you buy, you get one free. It means 45% PROFIT 
on regular retail list price 
HERE ARE THE FACTS FOR DEALERS 
REGULAR YOU PAY FOR YOU SELL $ 
DOZ. PRICE 11 SPONGES I2 ATLIST PROFIT 
$1.44 $1.32 $2.40 $1.08 
2.52 2.31 4.20 1.89 
5.04 4.62 8.40 3.78 i 
720 660 12.00 5.40 with O-CEL-O Sponges 
YOU CAN'T BEAT THIS DEAL — Why shouldn't you? 


Ask Your Supplier for Details Deo! for Limited Time Only o 


: 
PROFIT 
45% 
45% 
45% 
45% 


YEAR ROUND USES PROMOTED 
O-CEL-O is leading the way in 


Size 
1C of ICN 
2C or 2CN 
3C or ICN 
4CN 


making cellulose sponges a year 
round profit item by advertising 
and promoting the doily uses of 
sponges, such os, dishwashing, 
bathing and kitchen cleaning 
O-CEL-O sponges are high profit 
items every day of the year. 
eo A A A A A AT TT 


momma NN et a 
ee ) OW ae 1226 Niagara St., Buffalo, N.Y. _ 
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Some Frank Information About 
Building Store Fixtures Yourself! 


Lid 
Con I build my own store display counters 
and fixtures?” 


This question periodically comes up in the minds of 
some hardware dealers who are planning moderniza- 
tion. The answer is “yes’’ you can, but whether you 
should or not is an entirely different story. 


Many retailers are under the impression that the 
cost of ready made fixtures is high. Without investiga- 
tion they assume factory-built units are priced out of 
reach. Actually in the case of Streater built fixtures 
this is not true. But let’s dig into facts for the real 
picture. Take a specific example. Say that you are 
interested in building a paint case, one of the easiest 
units to build yourself. First, determine the lumber 
necessary for such a cabinet. 


PAINT CASE 





This is what you'll need: 


3—2x4-8 No. 1 Select Fir 

1—2x6-8 Clear Soft Maple 

30 If. 1x2 Hard Maple Nosing 

32 If. 1x1 Hard Maple 

1—1x4-16 Clear Soft Maple 

1—1x6-8 Clear Soft Maple or Pine 

6 Fir Panels %-48x96 AA Exterior, Resin Sealed 
3 Gum Panels Y4-36x96 Good 1 Side 
72 ft. Metal Shelf Standard KV No. 255 
120 Shelf Clips KV No. 256 

8 ft. Weldtex Plywood V4x6” 


To check lumber cost we asked one hardware dealer to 
obtain costs from his or any lumber dealer he desired 
on the above requirements. He contacted a number of 
lumber dealers and the lowest price on material for 
this paint case was $127. This was for lumber only 
and DID NOT include nails, glue or screws. 
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Don’t take our word for it, check these lumber costs 
in your own community. Your state association sells 
this Streater unit ready for painting at only $134. This 
price also includes half of the freight charges and the 
guidance of experienced association store engineers. 
Now, is it worth spending two days building this case 
yourself to save $7? Because many items are not 
handled by local lumber yards, in building home made 
fixtures, it is often necessary to substitute soft pine or 
fir in place of hard maple and to substitute lower grades 
of plywood for water proof resin sealed fir and hard- 
wood plywoods. 

This is just one example to show that whether you 
build it yourself or buy from Streater, the cost is 
practically the same. The same, that is, unless you 
place a value on your time. 


Now why are these prices so low? Here is why. Your 
hardware associations throughout the country are 
pooling their fixture requirements enabling Streater 
Industries to give you these advantages. 


1. Streater Industries buys fine resin treated fir 
plywood in large quantities and in special 
sizes that eliminate cutting waste. These ex- 
traordinary savings more than offset the labor 
cost of building the fixtures. 


2. Streater has the finest skilled craftsmen, all 
specialists in making hardware store fixtures. 


. Volume production permits the use of special- 
ly designed jigs and machines, making the 
labor costs only a fraction of what they would 
be with ordinary hand methods. 


Equally important is the fact that association engineers 
are in the field constantly testing new designs, evaluat- 
ing new merchandising methods and how it effects 
fixture display utility. 

Maybe building your own fixtures will be fun and 
give you a certain pride, but think how much more 
valuable this same time can be used in developing new 
promotion plans, new merchandising methods, waiting 
on customers (or just goin’ fishin’.) 


If you’re planning to modernize your entire store 
or merely add an island display, contact your retail 
hardware association. An engineer will come to your 
store and give you unbiased advice. He will help you 
determine whether it- will be better to use Streater- 
built unfinished fixtures or whether your greatest 
savings will be realized by using the finished fixtures 
complete with the association merchandising service. 
Only members of state hardware associations are en- 
titled to these savings. 


Streater INDUSTRIES, INC. 


SPRING PARK, MINNESOTA 


Ww 








Show PFLUEGER 
REELS and BAITS fe 


for Better Business 


Pfiveger 
SUPREME 
Reel 


$35.00 


Pflueger Reels and Baits can keep any 
fishing tackle department active. 
Your profits are protected not only 
with Prlueger Quality but by the popularity 
of Pflueger Tackle among fishermen 
Pflueger everywhere. The wide line of Pflueger Reels 
SKILKAST and Baits best meets every customer 
~~~ desire from youth to any age. Your 
investment in Pflueger Tackle can make 
money for you. Pflueger national 
advertising never takes a vacation. 
Ask your jobber 
The Enterprise Manufacturing Company 
Akron, Ohio 
87 yeors moking fine Fishing Techie 


Pfiveger “ad y 
PAL-O-MINE y, 
~S 


_ Pfiveger Luminous 
MEDALIST ’ TANDEM SPINNER 
Fly Rod Reel One of Pfiveger's 
$9.00 to $13.50 most successful Boits 


EGER 


pronounced Flew-ger) 


NA 2. + 8 TAC eae 
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SALES-LEADING 
Medel 50/50 
18” Cut 
Briggs & Stratton 
and Clinton 
1.1 H.P. Engine 


$94.951 


All Prices 
tF.0.B. Richmond 
Plus Tex 


20” Cut 
1.6 to 2 HP. 
Clinton 


Engine 
$127.951 


ONE OF MANY REASONS WHY 
DAVIS IS DIFFERENT AND BETTER 


DAVIS Exclusive—The Flex-A-Matic Clutch... A throttle-controlled Advertising 
V-belt automatic transmission—with full safety release—that elimi- 
nates the need for a separate clutch control lever . . . and makes 
Davis Models 50/50 and 52 the easiest to operate, safest power 
mowers built. 

DAVIS Exclusive— Rubber Mulching Roller... Holds cuttings in 
Rotary Model 51 until thoroughly shredded . . . then spreads them 
evenly over lawn. No unsightly windrows. 

DAVIS Exclusive —Non-Clogging Guard . : ; Rotary Mulching 
Model 51 also has the exclusive drive shaft guard that cuts stems, 
weeds and heavy grasses that clog ordinary rotary mowers. 


DAVIS Exclusive — Self-Aligning Sleeve .. . Precision automotive 
roller bearings with Davis self-aligning sleeve gives up to nine times 
the capacity of ordinary cup and cone ball bearings. 

DAVIS Exclusive—Patented Unit Box... Affords greater protection, 
simpler stocking and easier handling . . . a detter package for a 
precision product. 

DAVIS Exclusive —Today’s Lowest Prices . ; . You be the judge. 
Just compare . . . model for model, hand or power—exclusive fea- 
tures pon yo NS features resulting from half a century of quality- 
controlled Davis manufacturing. Compare carefully and you'll 
agree — Davis is today’s lowest priced quality mower line. See 
your Jobber or write: 


G. W. DAVIS CORPORATION 


Richmond, indicdha, U.S.A. + Established 1902 











Barrett DUBLECOTE MULTI-SHINGLES 





they're handsome — they 





Size Heediep 
"2s 2 





will boost your r00 





ow DARREL] DUBLECOTE 


My 


From basic materials to finished product —top quality all the way 


It’s no wonder that Barrett pusLecore ® 
MULTI-SHINGLES* are leaders wherever 
they’re sold. 

They're tough, sturdy three-tab strip 
shingles, reinforced with a second layer 
of asphalt and a second layer of mineral 
granules which extend from the lower 
edge of the butt to about 149” above 
the cutouts. This double thick construc- 
tion provides extra strength and pro- 
tection where the wear is hardest, adds 
insulation and means better appear- 
ance, too, because it produces a solid 
effect with heavy shadows below the 
butts. 

Only the finest materials are used in 











re sturdy 
Approx. Weight Shingles Bundles 
Per Square Per Squere Per Squere 
210 ibs. 80 3 








the Barrett pUBLECOTE MULTI-SHINGLES. 
The high rag-content felt is made in 
Barrett's own felt mills. The top quality 
asphalt with which it is coated contains 
a mineral stabilizer to insure maximum 
life. The mineral granules, in a variety 
of pleasing colors, are fire-proof, pro- 
tect the asphalt against deterioration 
and provide lasting beauty. 

Manufacturing processes are rigidly 
controlled and to assure uniform quality 
the shingles are regularly tested in the 
“‘Weather-Ometer” where they are sub- 
jected to extremes of heat, cold, light 
and rain that are far more severe than 
actual climatic conditions 





Color range is rainbow - wide— 
solids, blends, pastels, grains 


Barrett colors have been selected 


to meet every customer require- 
ment. They're strong on sales 
appeal. 

Plain Finish: Blue Black, Deep 
Green, Deep Red, Blue Blend, 
Slate Blend, Green Blend, Red 
Blend, Brown Blend, Two-Tone 


Green, Deep Brown, White. 


Weathergrain Finish: Greengrain, 
Redgrain, Slategrain, Bluegrain, 
Browngrain, Paste] Bluegrain, Pas- 
tel Redgrain, Pastel Greengrain 
Sample boards and natural color 
photographs available. 
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MULIT-SHINGLES 


sales 0 new highs! 






“The greatest name in roofing” 


| 
\ 


An unmatched reputation works all the time for you 


In the Barrett reputation, every Barrett 
roofing carries with it an asset unmatched 
by any other roofing manufacturer. 
Year after year in important cities 
Barrett Roofs are selected to protect 
America’s greatest buildings—buildings 
like the Empire State, RCA and United 
Nations Secretariat in New York, the Na- 


Washington and the Atomic Bomb Plant 
at Oak Ridge. 

Barrett “know how” 
strong selling argument 


in roohings 1s a 
that inspires 


customer confidence in Barrett products. 
It's always good sense to tie in your 
business with 
roofing.” 


“the greatest name in 





tional Archives and Lincoln Memorial in 












Hard-selling national advertisements 
talk Barrett* roofs to 9,947,937 top prospects 


Big, full-page color advertisements in The Saturday Evening Post 
and Better Homes and Gardens tell a powerful, convincing story of 
Barrett quality to home-owners. Another campaign in Successful 
Farming and Progressive Farmer blankets the big rural market for 
Barrett building products. 

Nearly 10,000,000 top drawer prospects are 
pre-sold by Barrett advertising in two big mar- 
kets for Barrett puBLECOTE MULTI-SHINGLES* 

Advertising reprints and blow-ups are avail 
able to you so that you can tie in with Barrett 
national advertising. 





Barrett sales promotion — turns 
prospects into cash customers 


wont It is a recognized fact that Barrett 
: sales promotion material is second to 
none in the field. Store, window and 
job signs, direct mail campaigns, local 
newspaper advertisements, window 
displays, full color product literature, 
selling manuals—these are just some 
of the selling helps that are available 
to build Barrett building material 
sales. Your Barrett representative will 
gladly show you this material. 
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* Veteran 


Enjoys Steady 


Sales Increase 
despite 
mounting 


competition! 


... Attributes continuing success 


to product quality and cooperation 


Who knows better the selling merits of a paint line than 


a dealer who has sold it for many years—through good 
times and bad- 


out? There are many such Lowe Brothers Dealers. 


and reports steady climb in sales through- 


. Here are some interesting facts about one of them, 
This dealer's sales records show that his business has 
each year since lining up with 


rapidly 


grown steadily 


Lowe Brothers. Significantly, two competitors opened 
stores in his immediate area during the past ten years— 
yet, his steady yearly increase in sales has continued! 

To what does he credit this continuing success? First 

to the basic high quality of Lowe Brothers Paints. Sec- 
ond—to the many extra L. B. product features and mer- 
chandising aids that build quick acceptance and lasting 
preference. These include aggressive factory support- 
close cooperation and valuable help in advertising and 


point-of-sale promotion. 


*T his Lowe Brothers Dealer's name on request. 









TISING 
CONSISTENT ADVERTISING 





4 
CONSUMER APPEA 


Yes—all boiled down, you have the same story once 
more. It's a customer-winning (and holding) combination 
of unsurpassed product quality, distinctive packaging, 
great consumer appeal and continuous factory coopera- 
tion—(constant, consistent, coordinated advertising sup- 
port) that builds sound, growing, profitable businesses 
for Lowe Brothers Dealers everywhere! Just ask any of 


them, new or old! 


The Lowe Brothers Company + Dayton 2, Ohio 


Lowe Brothers 


PAINTS x VARNISHES 
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} ‘Screen and 
Fag A -_ 
a — 
| ‘Screen door 
| 4 
te + HARDWARE 
~ s T 
i Carr I 
> + DOOR SET Mo. 1174 ® 
4 imi + = Consistrof: 1 poir full surface, tou profitable, 
loose pin, adjustable spring 
hunges, door -_— 
hook ond eye. 
Spring busines, 
eaoem —_ 
aM Customers will soon be asking for 
; screen hangers, spring hinges, and 
rT screen door latches. Small items, but 
on easy to sell. What's more, they lead 
Aes case to profitable sales of related mer- 
Ty BRACE Ne. 210 chandise — tools, paint, and many 
Holds door tghtty . 
dosed fix-up items. 
Ne. 29 r : 
Seeares comers, solsfe ate You can fill any customer require- 
Ht ment when you stock Stanley Screen 
+++' poor ouanos and Screen Door Hordware. Here 
+ tte. 0798 ore just a few of the populor items 
Se in this complete line. And now is the 
s — pase time to order from your Wholesaler, 
3 HANGER mae 4 FULL SURFACE HINGES «= +-++- 
+ 44 5 oman 
wim servon tt ty, .\ 0/7 + THE STANLEY WORKS 
= = To —~ r NEW BRITAIN, CONNECTICUT 
9 a) ‘ | He , — r 
ibe be 4 
a 
ee es [STANLEY ] 
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Reg. U.S. Pat. Off. 
HARDWARE + TOOLS + ELECTRIC TOOLS + STEEL STRAPPING + STEEL 
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952 HB Catalogs 





Louisville 


GRAND SLAM 


Address request for your 


free copies to Dept. SH 
HILLERICH & BRADSBY CO., INC. 
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NO. X46F—A NEW [UF KIN RULE 


... same construction features and high quality 


as famous x46... plus flat reading 





MEASURES 3 WAYS 
1. FLAT READING 


Numbering begins on inside face at exten- 













sion end of rule so that rule, even 
when partly open, lies flat 


against the work: 







2. INSIDE READING 


Ideal for taking inside measurements of doors, 
windows and other openings by means of the grad- 


vated brass extension slide in end of rule. 


3. OUTSIDE READING 


Numbering begins on outside face 













at extension end of rule for regular measuring. 





(UF KIN X46F like its famous companion No. X46 has self-locking spring joints and patented 

lock joints to eliminate end play, assure accuracy; brass strike plates to prevent 
weor. Select hardwood sections are extra thick, durable. Rules are graduated on both edges, both sides to 
consecutive inches and sixteenths and have large, easy-to-read gothic numerals. 


The X46F is Pre-sold for you! Order the X46F from your jobber at once. Profit from the big supporting 
advertising program that will blanket the nation with ads reaching more than 40,000,000 reader-prospects 
in This Week Magazine, American Weekly, Independent Newspapers, and other Consumer Publications. These 
ads will be hard at work—"pre-selling” the new X-46F for YOU! 


SELL [UFEKIN "RED END "—rHE WORLD'S MOST POPULAR RULES 


THE LUFKIN RULE CO., SAGINAW, MICHIGAN * 132-138 Lafayette Street, New York City * Barrie, Ontario 


156 
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SHOVELS ARE 
REALLY LIGHT 
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“Surprising how many 

people aresold the minute they 
know it's a Yale padlock.” 
Seys: Ray Were 








Vale Super Pin-Taumbier Padiock — 830. Solid 
bronze case with hardened steel shackle plated 
with chromium. Five pin-tumblers. Locks at 
heel and toe with practically unlimited key 
changes. 





‘Seems like every kid wants 
one of these Yale Ziplocks!” 





Yale Multi-Purpose Ziplock — 222. Rustless case 
finished in red enamel. Bright steel shackle. Five 
disc-tumblers with up to 200 key changes. Ex- 
cellent for duffel bags, camp gear, bicycles, etc. 


Yale is a registered trade mark 
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YALE 


wo RIGHT DOWN THE LINE! 






BEST SELLERS 







“I've never seen a brand 
name that makes people say 
‘Sold’ as fast as Yale!" 
Seys: William A. Retz 
Ratz Bros. Hardwore 
St. Lovis, Mo. 









vMeiTees 


pa 
<4 


we 
= 
Pa 
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Yale Five Pin-Tumbier N — 042. Grey finished 
cast iron case with brass bolt. Extra turn of knob or 
key deadlocks latchbolt so it can not be pried back. 
Key changes practically unlimited. 


“I'm a one word salesman 
and YALE is the word!" 
Says: Russel Trowbridge 
Mgr. Hardwore Dept. 
Bunting Hardware Co. 
Konsas City, Mo. 







Yale Compact Door Closer — Series 90. Rotary piston 
rmits trim beauty; gives powerful, firm operation. 
extra durable, this closer also holds doors wide o 
or elightly ajar for ventilation. In many sizes, Is 
and finishes. 


YALE & TOWNE 





The Yale & Towne Mfy. Co., Stamford, Conn. 
(In Canada: St. Catharines, Ontario.) 














to get a grip 
on bigger business! 


Feature a complete department of RB&W 
bolts, nuts, rivets and screws in your store. 

They're great hardware staples, quality 
items that make satisfied customers who 







keep coming back to your store . . . build 
traffic for everything you sell. 

RB&W fasteners are top sellers in their 
own right, as hardware sales figures prove. 
And they're one of the few profitable, fast- 
turnover items that you can stock in quan- 
tity without worrying about style changes 
or damage. Thus, you keep time-consuming 





re-ordering to a minimum. 

You keep handling to a minimum, too... 
thanks to RB&W’s unique “upside-down” 
package that prevents spilling. This attrac- 
tive red and green package stands out on 
your shelves .. . clearly labelled to show in a 
jiffy the type and size you want. 

For fasteners that move fast, order the 
complete RB&W quality line today. 

107 Years Making Strong 
The Things That Make America Strong 





RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N.¥., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales 
offices at: Philadelphia, Detroit, Chicago, Dallas, Ookland. Sales agents at: Portland, Seattle 


Available at leading Wholesale Hardware Distributors from Coast to Coast 
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When farmers want oood fence, 


they choose UcS*S AMERICAN! = 
Na! 









we have 
aie ‘veo’ on out far” 


_¢. M. Pippi 
Georgi@ 





@ Opinions like these—based on experience 





and proved on the farm—have made U-S‘S 
American Fence the favorite of the South 
The good reputation of American Fence with 
your customers explains why the demand for 
this top quality farm fence continues to grow 
year alter year 

Keep in touch with your supplier or your 
nearest T.C.1. office for the American Fence 
you need. We are doing our best to satisfy 
the extraordinary demand for this popular 


farm tence 


YOU SHOULD ALSO HAVE 
A STOCK OF THESE SOUTHERN FAVORITES 


AMERICAN 
BARBED WIRE: 


High tensile strength; sharp, 
regularly-spaced tightly-fixed 
barbs: heavily galvanized to re- 
eet rust. 


WEX-CEL 
POULTRY NETTING 
Straight and true as a steel yard- 


stick. Stretches tightly without 
bagging. Galvanized for long lite 





ONE SOURCE OF SUPPLY FOR ALL YOUR STEEL PRODUCTS 


U°S°S AMERICAN FENCE 
U’S’S TENNESEAL V-Drain ROOFING 


TENNESSEE COAL & IRON DIVISION, UNITED STATES STEEL COMPANY, GENERAL OFFICES: FAIRFIELD, ALABAMA 
DISTRICT OFFICES: CHARLOTTE - FAIRFIELD © HOUSTON - JACKSONVILLE - MEMPHIS - WEW ORLEANS ~ TULSA 
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They should be ...for their sales-suggestion value 
in reminding customers that they need chain 
has been proved in hundreds of hardware stores. 

Here are two neat, compact ways to stock 
and display high quality Hodell Chain. Place 
the “Chainvender” (left) in a prominent spot 
on your sales floor. You can well afford to do 
it, because the rack requires less than 2 square 
feet of floor space. Get the attractive Household 
Chain Assortment (above) out in front on 
your counter. 

Ask your jobber about these assortments, or 
write us direct for information. You'll find 
im these “silent salesmen” will make a lot of extra 
iw chain sales for you... without drawing a cent 


CM of extra pay. 


ad 7 


Lt ae 

. * 
The Hodell “Chainvender”™ is sturdily constructed of 
welded steel—is available with 6 different fast-selling chain 
assortments. Occupies only 2 square feet of floor space. 


Proof Coil chain in Little Drums, sold separately, adds 


‘ier ‘4, Sie and *, inch sizes to make up a complete, com- 
ema Sewes the Bede 


Hodell Chain Company, Cleveland 3, Ohio 
Div. of National Screw & Mfg. Co. 









Qe ee me oe. 
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The None Better Tool Stage com- 
plete with 3 Sets...Noe. 600 — 
%* Drive; No. 0611 —%”" Drive; 
No. 6023 — 4" Drive. 


These NONE BETTER sales aids call for 
top billing with you. Put them to work and 
you'll appreciate the dramatic sales tempo 
they develop. Each of the Tool Boards is a 
star performer and now, for your counter, 
there’s the new NONE BETTER 3-in-1 
Tool Set Display that forms a big feature 
presentation. 

Stage your Tools . . . show them off right 
out in front and they'll tap out real music 
on your cash register. 


THE NEW BRITAIN MACHINE CO. 
New Britein, Conn. 
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INDIVIDUAL 
TOOL BOARDS 








This modern showmanship costs you noth- 
ing .. . you only lose if you don’t use it. The 
Boards are FREE . . . you only pay for the 
Tools. The 3-in-1 Set Display is FREE also! 
... you only pay for the Sets. 

Now's the time to start a long and success- 
ful engagement in YOUR store with 
NONE BETTER TOOLS. Ask for the 
details. 

















IT’S HERE! 


X-tra Sales ! 
X-tra Dollars ! 


X-tra Profits ! 


NOW EVERY SMALL-HOME 
OWNER IN YOUR AREA IS A 
POTENTIAL TRACTOR 
CUSTOMER ! 


Powerful one-horsepower en- 
gine © Lightweight—only 80 
Ibs. ¢ Easy to handle ¢ Con 
venient clutch and throttle 
controls ot fingertips ¢ Simple, 
pin hitch for attachments 


Here's the tractor that small-home owners in your sales 
area have been waiting for! It’s the new Planet Jr. All-Purpose- 
Home Owners’ Tractor ... 80 pounds of power to handle the 
“‘muscle”’ jobs for your customers. It weeds and cultivates their 
gardens, grades their driveways, plows the snow from their 
walks, mows their lawns. In addition it’s a portable power 
unit for garden spraying, spraying paint. Home owners have 
been waiting for a tractor like this... and its low retail price 


will mean quick sales... fast profits for you! 
FERTILIZING AND 


Write today for illustrated folder and LAWN SEEDING 
complete information! 


S.L. ALLEN & CO., Inc. 


3421 N. Sth Street Philadelphia 40, Pa. 
Finest in the Field 


PULLING A TRAILER CART 
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BIGGEST 
NAME IN 
PLUMBING 
RUBBER 
PRODUCTS 


Security BLACK 
SOLID BASIN, BATH 
LAUNDRY TUS STOPPERS 


Solid bose section for long, 
nonswelling wage! 12 to 
hendy telescope box 





Ne. 34 CRUTCH 
TIP ASSORTMENT 

34 crutch tips, 48 tock bumpers, 
21 suction cups — oll in assorted 
sizes, ond 58 additional sizes 
end types of popular bumpers 

















Made Right! Priced Right! Packaged Right! 


YOUR COMPLETE PLUMBING 
«Cber RUBBER DEPARTMENT 
426 N. Wood Street, Chicogo 22, Hilinois 


Tank Balls *« Faucet Washers + Force Cups « Hose Washers + Basin Stoppers « Repair Assortments 
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CARL A. MILLER, -x:siocn 


THE MATIONMNAL RETAIL HARDWARE ASSOCIATION 


- Jool Bar 


IN HIS KENDALLVILLE, INDIANA STORE 


HE WRITES US: 


"Our TOOL BAR increases the sale of Tools for 
our Store; brings us business formerly going 
to other channels. We are pleased with it." 








ON EVERY WORIH Tool REGARDLESS OF BRAND 
(Symbol is our Trade-mark registered U. S. Pat. Off.) 


ASK OUR WHOLESALE DISTRIBUTORS 


The Peck, Stow & Wilcox Company since 1785 Southington, Connecticut, U.S.A. 


THE HARDWARE RETAILERS’ PROFIT-MAKING TOOL SOURCE 
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YOUR BEST CUSTOMERS 






will read about 
Pennsylvania Power Mowers Figur 
















Post, Better Homes, American Home, 
Pathfinder, Sunset, Flower Grower 


@ Popular magazines with twelve million circulation will carry 
more than 50 million selling messages on Pennsylvania 
Lawn Mower during the first half of 1952. % 


Many of your own customers will _- 
be reminded that Pennsylvania is the = i t / 
quality mower—the best mower —h . 
to buy for the years to come. 
These ads will tell them to 
look for the store that carries 
Pennsylvania mowers. 





‘ 
‘ 





PENNSYLVANIA 

POWER MOWER 

18” cut, 21” cut 

a 

Check with your 
wholesaler today for the 
supply is limited 

by allocation. 





THE PLM LINE INCLUDES: 


PENNA-LAWN 
16” cut 















y 


GREAT AMERICAN 
15” cut, 
17” cut, 19” cut 








ren NSYLVANIA 


QUALITY LAWN M wees 5 e7?y acco 
NSYLVAWNIA AWN MOWER N > 
PENNSYLVANIA, JR. METEOR (ALUMINUM) ) AMERICAN HAIN A way 
10” wheels— 17" on 5 blades— 16” cut, 19” cut Sriegepeor? N 
C aah 7 biedes—16” cut 
16” cut, 18” cut 













PENNSYLVANIA 
TRIMMER 

AND 
EDGER 
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| TODAY'S BIGGEST SHOTGUN VALUE | 


MOSSBERG 3-SHOT 
oe=======D M REPEATERS WITH 








| 
+ 
_ C-LECT-CHOKE* | 
Any choke desired — | 
« instantly — by a twist | 
\d of the fingers. Settings 
are positive and vis- 
a val, like a micrometer. 
as 7 
e ~~ 


ORDER FROM YOUR 
DISTRIBUTOR TODAY 










20 go. Model 185K, 
with C-LECT-CHOKE* 
$25 ($30 95 West of Rockies 


and 190 with C-LECT- 16 ga. Mode! 190, | 
CHOKE", available FREE with C-LECT-CHOKE* 
for your use. $315 1532.95 West of Rockie 






Ask us for mat sheet show- 
ing mats featuring the 185K 






THERE 1S NO FINER AUTOMATIC CHOKE AT ANY PRICE! 






















Gun and choke are sold as a unit, expertly { 
engineered and perfectly coordinated. 


A value you'll be proud to offer your customers! 
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. : 24702 ST. JOHN ST., NEW HAVEN 5, CONN. | 
—— 3 " = _ —__, 
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The best full gauge hard 


drawn steel wire you can buy 
Beautiful white satin finish 
Electrolytic Zine weather pro 


tection. Perfect, un forre mesh 





WATCH! YOUR SALES BALLOON... 


with this top-f ight’screening! : 











High-flying sales ahead with our exclusive Multi-Strand 
insect screening ...the flattest, finest you can buy! 
And of course, you've the convenience of finding 
all your screening needs in our complete high quality-line. 
And you get expertly woven, uniform mesh every time. 
No better screening made. 


NEW YORK WIRE CLOTH COMPANY 


63 PARK STREET, NEW CANAAN, CONNECTICUT 
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Model 200 
Lantern 


Ra hi 


Backed by the Greatest 
Advertising Program 


in Coleman History! 
74 million sales messages 
in LIFE, the POST, and 
leading outdoor maga- 
zines are pre-selling Cole- 
man Camp Stoves and 
Lanterns bor you. This, 


plus FREE point-of-sale 
displays, gives you the 
most powerful advertis- 
ing in Coleman history. 
Ask your Coleman repre- 
sentative for details. 





They Go Together... 


Sell ‘em Together 


for Emergency Use = for Outings 


They're a perfect match . . . these 
famous Coleman Pals... an ideal 
combination that produces two sales and two profits when shown 
and demonstrated together. Every customer that buys either 
a Coleman Lantern or a Coleman Camp Stove is a natural 


prospect for the other. 


DOUBLE SALES APPEAL— Unsurpassed for emergency use; for 
light, heat and cooking in any disaster or power failure. Most 
popular outing pals for hunting, fishing, picnics, vacations. 

Coleman Model 200 Lantern— Most popular all-purpose 
outdoor light on the market. Compact; sturdily built for longer 
service. 8 to 10 hours lighting service from one filling. Flood- 
lights 100-ft. area. 

Coleman Camp Stove-— Fastest selling stove of its kind. 
Streamlined with round corners. Lights instantly. Cooks like 
a city gas range. Folds up and carries like a suitcase. 

Display "em together . .. demonstrate ‘em together... and 
you'll sell ‘em together! 







; es a—e* 


sia. 4 


Le 
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BEST SELLER inom Se 


You will like Reynolds Aluminum 


SULT Roofing and Accessories because 


they give you a good profit yet are priced 
right for volume sales. Reynolds prod- 
ucts are easy to sell. Backed by powerful 
National Advertising, they are in great 
demand and have the quality to make 
and keep satisfied customers. 


Your customers will like Reynolds 
Lifetime Aluminum Roofing because it 
gives them a permanent, weather-tight 
roof — one that needs no painting or 
maintenance. It makes homes and build- 








CORRUGATED ROOFING AND SIDING 
5-V CRIMP ROOFING 

GUTTERS AND DOWNSPOUTS 

ROOF FIXTURES 

NAILS 


ings cooler in summer—warmer in win- 
ter. Used on Farm Buildings, Reynolds 
Aluminum Roofing keeps animals more 
comfortable—increases productivity. 


The bonus that goes with all SSirco 
Distributed Products, SSirco Warehouse 
Service, gives you Overnight Delivery 
and Drive-in Pickup. This allows you 
lower inventory investments, smaller 
storage facilities. Write today for details 
about SSirco’s complete line of Reynolds 
Aluminum Roofing and other Nationally 
Advertised SSirco Distributed Products. 


YOUR NEARBY SSIRCO WAREHOUSE IS YOUR STOCK ROOM 


SOUTHERN STATES 
IRON ROOFING COMPANY 











REPUBLIC UPSON SEMI-FINISHED 
AND COLD-PUNCHED NUTS 


Wrenches fit Republic Upson Nuts squarely, snugly. 
There's less chance for slipping, less chance for deformation 
and rounding-off of nut corners. 


Accurate, clean threads speed-up assembly, 
assure full thread area to grip uniformly and tightly. 


More than 20,000 types, sizes, and shapes of 
Republic Upson Nuts and Bolts let you provide 
your product with the long-lasting advantages 
of these top-quality fasteners. 
REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 


CLEVELAND 13, OHIO «© GADSDEN, ALABAMA 
Export Dept.: Chrysler Building, New York 17, N.Y. 
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BEST of the MEW for '52/ 
from WY CI) of course 


ORDER FROM YOUR JOBBER NOW! 

























Great NEW Heddon TADpouty 
packs a SALES wallop, teo! 


This is it—the new Heddon TADpolly—the boit that's 
going to be the sensation of the year! Already field- 
tested more than a yeor, you can recommend it os pure 
dyvamite on bos, musky, pike, walleye, lorge trout 

t's the action that dows it—a lively, darting wiggle 
within @ wiggle that drives fish crazy! And only 
TADpolly's got it! 

A floating-diving lure, travels just under the surface 
on normal retrieve, 5 to 6 feet down on fast retrieve. 
Comes in 12 terrific fish-fooling colors. Weighs ¥% ounce 
with two No. 2 treble hooks, and costs like o dream. 
Populorly priced at $1.35. 


Becked by the biggest advertising compeign in owr history! 
7 


Heddeon's Finest—America's Finest SOLID GLASS ROD 
NEW “NO. 1" DELUXE PAL sPpoox 





EW PAL SPOOK 
Veull be proud to soll in new Heddon rede  / ot MOttiMme WEW—Special for Spinning! 


of the rod moker’s . ft hes the true 
an Scheele Heddon TIMY TRIO 






Heddon action and power — built in as only Heddon 
knows how to do it. Flowless gloss tip mode by 

















Heddon's exclusive process. Grodvoted Corboloy ’ f esi Now — offer terrific spinning ver- 
guides plated with 24k gold, mounted on sik = >: a this rod! sions of three famous Heddon boits. i 
bose wind and hand wound in gold silk with ¢ / go leg New Weight ea. 1/5 oz.—Price ea. $1.25 = 
block trim. Slotted ferrule aligns tip, prevents ° . > 
leres— yet hondies TINY RUNT (Sinking) —Some greot fish y 
ee eee hondie onodized in soft lighter ond heovier getting action os famous River Runt ° 
ell. Clear T % un on F 
gold chuck type forward grip locks ond * mag ubenon aed Guse Gan & eles Ue A 
deta ip we ene-cight® tua. Yew chrome spinning guides TINY LUCKY 13 (Flecting-Diving) _ 
couldn't ask for more. Your jobber hos / wound in silver gray silk. Nowy chugger on surfoce—erratic swim SE” 
Danced ap cow. 12-in. detachable cork snenacte ss e 








handle with adjustable B-in-] Kit for Tighe Soles 
tepered ree! bonds of pol- 
ished aluminum fits all reels 
An excelient Heddon valve. 


Actions: Exe Light Medium Heovy 
Lengths: 4, 4%, 5, 5% ©. PRICE, $25.00. | 









NEW—fer "dropoff" fishing! 
“ond oT 31730 Heddon SAMT SPINNER 


Sents heod down — fast — spinning alll the way Permits fishing 
right next to steep “dropofts.” Six colors—weight 4 o1.— 
price each, $1.25. 





SPOOK models 
9S te $22.50. 


it 
SE 








NEW Deluxe Tubvier Giess Costing Rod 

NEW Deluxe 2-p<. Tubular Gless Fly Red 

NEW Deivne 3-pc Tubvier Gloss Fly Rod 

NEW Selid Gloss Seltwoter Rods 

NEW Baby Dewagiec, Beby Lucky 13, and Widget belts 







And ber—America's all-time favorite 


RIVER RUNTS 
Stil the notion s 1g selling baits. -~ im 
$1.35 end $1. 

















Lverythigg’s Yader Control / 


CHAS 








Large or small, light or heavy—you sell them al] 
when you handle the McKay line. ‘‘There’s a 
McKay Chain for every use” . . . from hoist, block 
and sling chains to dog, log and tie-out chains. 
Stock McKay . . . it’s the complete chain line! 


THE McKay company 


Since 188) 442 McKAY BUILDING + PITTSBURGH 22, PA. 
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The SalesRak 


Complete with dispioy and dis- 
pensing rock os shown. Com- 
plete unit contains 16 spools 
(6 x4", 6% %", 4x"). The 
“" and %" sizes ore con- 
nected is units of 3 x 100° 
spools. The 4" size is con- 
nected in units of 2 « 100° 
spools. Rack holds 3 x 4", 
3 x %", and 2 x V4" spools at 
one time. See your jobber for 
prices. 


The HandyPak 
Contains |3 attractively pock- 
aged individual coils, in 50’ 
and 100’ lengths. Provides ini- 
tial stock for the retailer 
who has a steady but 
small demand, and 
wants to build volume 
in “impulse-bvying™ 
merchandise. Designed 
to fill the universal de- 
mand for rope for 


The SalesMaker 


Disploys, measures, and cuts 
rope in any six sizes up to 1" 
diameter. Designed for re- 
toilers whose volume justifies 
inventory in full or half coils. 
Rope may be fed from base- 
ment, overhead, shelves, or 
floor. Nearly 4,000 retailers 
testify to increased rope sales 
of 25 to 100% with this unit. 
Cost: $17.50 net. (Counter 
modek $12.50 net.) 


é 


| * 


Pp 
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Terrific response from the 
Hardware Trade acclaims this 
new addition to the Bernz 
family of torches. It's truly 
sensational! 


IERNT: 


THROW-AWAY 
FUEL CYLINDER 


. +. lasts up to 15 hours 
of burning time. Simple 


| 
ii 


Hl =. NO FILLING + NO SPILLING 
= © NO PUMPING * NO PRIMING 

































Inter-changeable 
burners and burn- 
er accessories 
adaptable to 





to replace. BERNZ-O-MATIC 
Retail price of refill fuel cylinder pro- 
cylinders ....1.95 vide convenience 


only and efficiency for 


$ re’ okey = wndreds of uses! 


RETAIL 
Individually packed in "'sales- 
¥) catching” counterdisplay carton. 
icc APPROVED 
Less then 3 pounds LIGH! 4 
(fully leaded) only 10° long 














and 2%" in diameter 


Place your 
order NOW 


hlwags Reliable” 


New Ne. 55 Cateleg 


now reedy. 


280 LYELL AVE.. ROCHESTER 6, N.Y 
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CASH IN ON THIS 
INTRODUCTORY 
SPECIAL... 


OFFER GOOD 


FOR LIMITED AN IDEAL GIFT ITEM FOR FAST SALES... 
TIME ONLY _ 1. Two nationally-advertised products that belong together. Expert 
. fishermen call this combination ‘The perfect bass bait.” 
2. Bright, attractive packaging that says “quality”...displays beauti : 
fully . . . gift-wraps neatly. ! 


3. Special low price that brings quick sales ...a recognized bargain! 


Johnson’s COMBINATION package includes No. 2 Johnson's Silver 
s Minnow Weedless Spoon and jar of white Johnson's Bass Strip Pork Rind 











)) Ask Your Jobber, or Write Direct... 





is LOUIS JOHNSON COMPANY « 1547-T Deerfield Rd., Highland Park, tl. 
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Swarr FULL COLOR Ads during MARCH, APRIL, MAY, JUNE 
and JULY in these Leading Consumer Magazines will pack 
Swar Garden Hose Buyers into Your Store! 





ALL THESE 


BIG HARD-HITTING Swear ADS 
will tell your 

local customers 

to buy their 

Swan Garden Hose 





SWAN RUBBER COMPANY 
BUCYRUS, OHIO 


World's Largest Manufacturer of Garden Hose 
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YOL 
are the 


ie 


You are the tops! That is how Myers 
feels about Myers dealers. And to help 
you stay on top, Mr. Dealer, Myers sup- 
ports you with a complete program of 
national advertising, sales promotion and 
dealer aids, month after month, year 
after year. It is the most outstanding 
program ever offered by a manufac: 
turer of water systems and water 
softeners. That is why a Myers dealer- 
ship is the most valued and sought- 
after in the industry. Your Myers repre- 
sentative has the full story — ask him 


ee Ot Oe 
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King Hardware 
SEE YOUR KING 


Company HARDWARE SALESMAN 


suggests FOR FULL LINE OF 
GENERAL ELECTRIC FANS 


KING HARDWARE COMPANY 


490 Marietta Street 
ATLANTA, GEORGIA 
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fo the HARDWARE 
WHOLESALERS’ SALESMEN 


. «+ @ Vital Link in the chain of 
NATION-WIDE DISTRIBUTION 


The nation needs tools—gocd tools! Millions buy them from 
hardware stores. But the hardware stores don't make them. 
.. . So—how do they get them? 

They order them from hardware wholesalers’ salesmen— 
specialists who KNOW what's wanted—and how to supply 
it!. .. That these specialists depend upon ATKINS for a sure 
source of sure supply is important, but not too important. 

The really important fact is that ATKINS recognizes the 
vital part these wholesalers’ salesmen play —sees to it that they 
get what is wanted, when it's wanted—that ATKINS appreci- 
ates their importance, works with them—CONGRATULATES 
them on the worth-while DOING of a worth-while job! 

It's one of the hand-in-hand operations that make 
American commerce the envy of all the world! 


ee So 


E. C. ATKINS AND COMPANY 





402 South IMinois Street. indi polis 9%, indi 
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Control at the Source 
Means a Finer Rope 


The grade of Manila fibre each Filipino produces depends largely on his 
thoroughness in stripping the pulp from the freshly cut Abaca stalks. 


Immediately after stripping, the fibre is hung to dry in the sun. Its 
quality is ruined if it is not dried at once, or if it gets wet while drying. 
Carelessness in cither of these operations—stripping and drying—can 
seriously impair the strength of a rope you may someday use. 


In order to obtain fibre of the finest quality we have our own organ- 
ization in the Philippines (Columbian Rope Company of Philippines, 
Inc.,) which comprises our own expert buyers as well as four grading 
and baling stations. This organization in the Philippines also supplies 
Manila fibre to other manufacturers throughout the world. 


COLUMBIAN ROPE COMPANY, 440-70 GENESEE STREET 
AUBURN “The Cordage City”, N. Y. 





Abece, from which Manila fibre 
is obtained, is a species of bo- 
nano pliant native to the Philip- 
pines. The overage plant beors 
in two yeors ond must be hor- 
vested before biossoming since 
the amount of good fibre 
diminishes after flowers appear 





After the plent is cut down, na- 
tives peel off the loyers of fibre 
in much the same way you strip 
a stalk of celery. Uniess stripped 
within two doys, the fibre be- 
comes weok ond discolored 





The origin of rope moking is lost 
in antiquity. No one people (not 
even the Russions) con cloim to 
hove invented rope. The Egyp- 
tions, Greeks, Persians, Romans, 
and loter the North American 
indians, Peruvians ond Nootka 
indiens of Vancouver Islond, all 
knew thow to moke satisfactory 
rope and cord. 





Here's how to identify Columbian 
Pure Manila Rope. On oll sizes of 
54" diameter and larger, you'll 
find the distinctive red, white 
ond blue surfoce morkers. In one 
of the strands there is a red, 
white and blue paper tape which 
is your guorantee of the finest 
manila rope 
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| with a pedigree, 


/ 
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\ . ee 
sellable Hunting & Fishing 


Your Customers look for 


and value this label. 


te 


2? 





Hlunting and Fishing clothing and equipment represent 
purchases your customers expect to last for years. This 
demands quality. comfort and useability. This merehan- 
dise needs brand recognition to sell. You have these 
factors when selling RED HEAD, the Jine that most hunters 
and fishermen Anow will give 


faction. The RED HEAD label is your assurance of a sale! 


among brand names 


your assurance of completely 
F 


| 
| 
| clothing and equipment. 
| 
| 


Duek... 


is First. This is id 


a 


— 


them full value and satis- 


-RED HEAD BRAND COMPANY 
4300 W. Belmont Ave. - 


Chicago 41, Illinois 

























Ae sey 5 
BOKER TREES)“ BRAND eet Mi 
MOVES AHEAD TZ 


Now the entire TREE BRAND line 
is going into the Sat. Eve. Post! 


@ A year round schedule of sparkling, 
hard-hitting ads will boost this 
famous line to new sales records. 

That means more sales for You! 


@ Be ready with ample stocks of all 
BOKER Tree Brand Cutlery. Keep 
it well displayed! Store traffic will 
be more and more conscious of 


BOKER Tree Brand value. 


@ Tie in with this advertising. Dealer 
helps are available through your 
jobber or direct!y through us. Get 
the full benefit of this sales stimu- 
lating advertising to the POST 
millions. 


ROKER 


Tree Gg Bravo 


tin KUTLERY cue 





The ads shown are two of 
many which will confirm 
BOKER Tree Brand as 
the household name for 
Fine Cutlery. Sell this fa- 
mous line and you'll profit! 
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FOR POWER MOWERS 
YOU CAN REALLY SELL 


ROTARY POWER MOWERS 


TRADE MARK 


Yew IN GOOD LOOKS 


Notice the modern tear-drop design of the 
16” models, the smooth lines of the self- 
propelled 20", and the rugged simplicity of 
the 32” twin blade “professional” model. 


Yew w SAFETY 


Guarded in front and rear and on both 
sides. 16” models also feature new “finger- 
flick” front guard that flips up when 
working on thick growth or heavy weeds. 


Yew IN PERFORMANCE 


Scientifically designed to distribute cuttings 
evenly over lawn, with floating handle to 
increase maneuverability. Wheels are posi- 
tioned to prevent scalping and give close 
trim at both front and sides. New one- 
piece friction-free, tempered steel blade 
with double-lift action gives exceptional 
performance in maintaining a well groomed 
lawn, and is reversible for double blade life. 


COMPETITIVELY PRICED 


Tle wonder Renmar Rotary Power Mowers 
are being used in every state tn the nation! 


WRITE FOR NAME OF YOUR 
NEAREST DISTRIBUTOR 


KENMAR MFG. CO., Incorporated 


50 NORTH FIFTH, KANSAS CITY 18, KANSAS, U.S.A 
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| CANT WAIT ANOTHER MINUTE, PAL. IVE JUST 
GOT TO SEE THAT REMINGTON 722 CHAMBERED 
FOR THE 222 REMINGTON CARTRIDGE ! 
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Handy Catt 


YOUR CHOICE OF 





MANILA OR SISAL | 











ro Bey rp, 


Boost Rope Sales This 
Modern Way 


It's Handy Coils for extra sales—impulse sales! They're packed 
in a display box to sell rope right from your counter. They 
boost smal! rope volume—boost large rope volume. And Handy 
Coils cut your selling costs. You sell more—mate more! 
Handy Coils are mill fresh—come to you in factory-sealed 
boxes. The 100 ft. coils are connected and each box contains 
approximately 15 Ibs. of rope. Both 
Manile and Sisal ropes are the very best 
quality made from the finest fibres obtain- 
able. Four populer sizes—'/4"—5/16"— 
%"—'/". Rope sales climb to worth 
while volume when you lead off with 
Handy Coils. 





. AND HANDY TWINES, TOO! 


Eight popular “American Brand” Jute Twines are packed in Handy 
Boxes. They have the same sales advantages a1 Handy Coils. You'll 
sell lots more twine with Handy Boxes. Use this coupon te get 
complete information and delivery schedules 


Neble cad West Sts. Brooklye 22, N. Y 


Please send complete information about 


l 

| 

| Handy Coils Manila Sisal Hendy Jute Twines 

| Name 

i Company 

| Address 

i ity Zone Sate J 


American Manufacturing Company, Brooklyn 22, XY. 


Roepe + Twine + Ockum + Packing + Corpet end Electrica! Yorns 
Brench Foctory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4. MO 
SALES OFFICES: BOSTON + CHICAGO + HOUSTON 
NEW ORLEANS + PHILADELPHIA + SAN PRANCISCO 


8 





a NII SS EE TORS A 


A ED A Ce 











ed 













Below: RC-38 33” high. 19%" 
x 42” top. A deluxe grill at a price 
that moves it fast. Polished tubulor 
legs. Royaltex finish. Also RC-37 
same os RC-38 but with left firebox 
removed and sauce pons added. 


Extra Accessories con be added at 
extra cost such as motor driven spit 
ond upright firebox shown in insert. 
Accessories packaged seporately. 








Te retail profitably from *4° t0*44”° 


with accessories Yb ide 


Hi. is the new Royal Chef line 
of Barbecue Grills, now in volume 
production. Better order now to get 
yours in time for Spring Selling. 


Also NEW ! 


SPACE 1119-A 


MERCHANDISE MART 
Chicago, Illinois 


Permanent display of Royal Chef Grills, 
Gas Space Heaters, vented and unvented 
Vented Wall Heaters, Gas Logs, Range 
Conversion Burners, Fireplace Furnishings 
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Made by the manufacturers of the 
famous Royal Gas Heaters, Royal 
Fireplace Furnishings, famous for 
QUALITY and VALUE since 1891. 
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RC-27 31” high. 19" « 34” top. A 
roll away model with exceptional 
styling and features—plus the right 
price for volume selling 











© 
© 
RC-26 31” high. 19" «x 34 sae 


Collapsible tubular legs 
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.) 
RC-22 30” high. 16 


x 30 top. 
Collapsible tubular legs 














RC-14 14” x 16” fire box. Collaps 
ible tubular legs. For picnics, comping 
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Washington News 


+ «+ « « « Orders, Regulations, Priorities 





New Limitations Placed on 
Consumer Durables Output 


WHILE LARGER SUPPLIES of steel 
and aluminum may be available 
later in the year as the result of 
rapidly expanding production, re- 
duced allotments of basic metals 
to manufacturers in the second 
quarter of 1952, beginning April 
1, will force a slash in production 
of consumer durables to 45 per- 
cent of the pre-Korean levels. 

The lowering of metal allot- 
ments followed an earlier warning 
by Defense Mobilization Director, 
Charles E. Wilson, that the “pinch” 
on civilian goods would begin in 
earnest in April. In his quarterly 
report to the President, Mr. Wilson 
said: 

“In the allocation of materials, 
our policy has been, and will con- 
tinue to be, to allocate to the 
Armed Forces and the atomic 
energy commission their full need 
for materials after their estimates 
have been thoroughly reviewed. 
This means that the availability to 
the civilian economy as a whole 
will be less.” 

Under the new production limi- 
tations, announced by Manly 
Fleischmann, defense production 
administrator, ontput of such 
household items as television sets, 
radios, refrigerators, electric iron- 
ers and other appliances will be 
cut to 45 percent of the pre- 
Korean levels. This will be 10 per- 
cent below present permitted pro- 
duction rates. 

Meanwhile, construction of new 
houses is to be curtailed from the 
present annual rate of 850,000 to a 
rate of 660,000 a year. 

Sharply hit also, automobile 
production is to be reduced at 
least 7 percent below the present 
rate. The DPA will allow manu- 
facturers only enough copper and 
aluminum to produce 800,000 and 
only enough steel to produce 
900,000 units in the second quar- 
ter. If these materials can be 


stretched, manufacturers are au- 
thorized to produce 930,000 units. 
For the first quarter of the year 
manufacturers were allotted e- 
nough materials for 930,000 with 
permission to stretch the materials 
to manufacture 1,000,000. 


° 


Prierity Basis Given 
Installation Materials 


THe NPA HAS amended CMP 
Regulations 5 and 7 to permit 
manufacturers and repairmen to 
use priority ratings for obtaining 
materials for installation of indus- 
trial equipment and household ap- 
pliances and to bring other pro- 
visions of both regulations up to 
date. 

The amendment to CMP Regu- 
lation 7 defines installers of do- 
mestic appliances (such as tele- 
vision sets, refrigerators, stoves 


Change in TV Warranties 


SUBSTITUTION BY television set 
manufacturers of a compulsory, 
longer warranty at an additional 
charge, in place of the base period, 
90-day warranty would constitute 
a tie-in sale in violation of Section 
18 of the General Ceiling Price 
Regulation, OPS has announced in 
Interpretation 45, GCPR. 

OPS points out that the drop- 
ping of the former 90-day war- 
ranty does not justify the pro- 
posed compulsory, longer war- 
ranty at an additional charge 
sought by some manufacturers. 

The desire of some other manu- 
facturers to increase the duration 
of a base period compulsory war- 
ranty and make an additional 
charge for such service would al- 
so result in a tie-in sale and be a 
violation of OPS regulations. 
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and washing machines) as repair- 
men, thereby granting them the 
right to obtain materials needed 
for installation work on a priority 
basis. 

The amendment permits the 
owner of more than one sales, 
service or repair establishment to 
treat these as separate entities un- 
der the regulation. Its definition 
of installation includes the reloca- 
tion of appliances in existing 
buildings. Listed also are materials 
which may not be acquired by DO- 
RE ratings. 

The amendment to CMP Regu- 
lation 5 permits manufacturers to 
obtain materials needed for in- 
stallation of equipment in existing 
buildings on a priority basis in the 
same way they were permitted to 
obtain minor capital additions. It 
establishes separate minimum 
quarterly quotas for MRO supplies 
and raises to $1,000 the limit which 
a manufacturer may spend for 
each capital addition when he 
uses the MRO symbol to obtain 
materials. 

The amendment also removes 
from the list of products for which 

(Continued on page 64) 


Prohibited by OPS... . 


OPS officials stated that the 
proposal of some manufacturers to 
increase their base period com- 
pulsory warranty charge, and re- 
duce the price of the television set 
by like amount would also con- 
stitute a violation of ceiling price 
regulations. 

Under regulations a seller may 
not require a tie-in sale and may 
not increase his ceiling prices 
This, however, does not prohibit 
any seller from offering something 
in addition to that which he of- 
fered during the base period and 
from making an appropriate and 
reasonable charge for the item 
determined under the applicable 
ceiling price regulation, provided 
that the purchaser has a full op- 
tion to take or leave the additional 
item. 
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DIXISTEEL 


LEAD HEAD NAILS* 


* Made under patent number 2077784 














Here is the ideal roofing nail to sell. It builds customer satisfaction; 
builds profits for you. 

The head is encased in lead, which spreads and seals the hole 
prevents leaks and rust. 

Dixisteel Lead Head Roofing Nails are made by a patented process. 
More than 6,000 pounds of pressure is applied to compress the lead 
over and under the head as well as down the shank. 

They can’t be over-driven. Their heads will not fly off as a result of 
contraction or expansion of the roofing during weather changes or 


high winds. 





The nail that never 
loses its head! 


Complete head is encased 


Available bright or hot-dip galvanized in seven lengths: 1, 14, 


114, 154, 2, 244, and 2'% inches. All are No. 10 gauge. 






Order a supply from your wholesaler or jobber. 





in lead which seals the 






hole prevents leaks and 
rust. Won't fly off! 









@ Free samples on request! 







ATLANTIC STEEL COMPANY + ATLANTA, GEORGIA 
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This gun display at the Lion 
Hardware Co. contains 44 
guns. Company has a total 
of 75 guns on hand or an in- 
ventory of more than $5,000. 
As an inducement tc sales 
company accepts old guns in 
trade. In hunting year 
firm sells over 200 guns 


By Baren Creager 





FEBRUARY 
1952 





RLLL 


pill} 


$350.000 volume from this enlarged 
Sporting Goods Department 


HERE WAS AN almost sensational 

acceleration in the sale of 
sporting goods and guns after the 
Lion Hardware Co. of Abilene, 
Texas, expanded the department 
to double its previous size. 

Although this increase was gen- 
eral throughout the department, it 
was most marked in the sdle of 
guns and ammunition. Apparent 
explanation was the fact that a 
sporting goods department doubled 
in size permitted a substantial in- 


crease in stock, display and selec- 
tion. 

It was application of a simple 
formula. Increase facilities for 
handling any particular line of 
merchandise and—within reason- 
able bounds—sales increase in 
proportion. The formula has never 
failed to produce results in the 26 
years of hardware experience of 
the active owners, Gilbert and 
John Pechacek and a sister, Mrs 
Lillian Pitts, whose husband was 
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one of the company’s founders. 

sporting goods 
department now occupies 5 per- 
cent, or one-twentieth, of the total 


The expanded 


John and Gilbert Pechacek. 
above, expanded sporting 
goods department and now 
turn stock five times yearly. 
Island display. left. also 
holds sporting goods ani 
related items. Accessory 
lines have helped build de- 
partment’s $50,000 volume 
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The sporting goods department 
has a preferred position at the 
extreme front of the store. Dis- 
plays occupy a space 25 by 20 
feet or a total of 500 square 
feet. The inventory which 
averages $10.000 contains a 
broad range of quality mer- 
chandise, usually shown in 
mass displays. In the first year 
after the expansion of the de- 
partment total sporting goods 
volume was $50,000. For 195! 
the owners expected this vol- 
ume to reach 10 percent of the 
store's estimated $700,000 gross 
volume 





retail sales floor 
space, but in its first 
year produced in ex- 
cess of $50,000 in 
gross sales 

At the time these 
facts were assembled, 
it was expected that 
sporting goods sales 
would account for 
nearly 10 percent of 
storewide gross, 
which promised to 
approach the $700,- 
000 mark. This per- 
formance is achieved 
with more than five 
turnovers of sporting 
goods stock, which 
averages a constant 
inventory of $10,000 

‘We actually get 
better than five turn 


overs in spcrting 
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goods,” explained Gilbert Pech- 
acek, “but we try to average no 
less than five. This turnover is en- 
tirely from retail sales here on the 
floor, too, without benefit of the 
sale of uniforms, equipment and 
general athletic goods to schools 
and other quantity buyers. We 
have never gone after that busi- 
ness because competition is so 
keen and that activity requires 
much work by specialty sales- 
men.” 

Substantial increases in sport- 
ing goods sales were noted in 
September of 1950 and at that time 
there were favorable and unfavor- 
able influences 

In that month the Lion Hard- 
ware Co. occupied a new building, 
with a retail sales floor 100 by 100 
feet for a total of 10,000 square 
feet. Of this a space 25 by 20 for 
a total of 500 square feet was as- 
signed to sporting goods. 

However, sporting goods got 
preferred location, at the extreme 
front of the store, visible through 
an expanse of plate glass and 
easily accessible, being near one of 
two main entrances. In the former 
location, which had been occupied 
and expanded steadily since 1924, 
sporting goods had about 250 
square feet of space, with old fix- 
tures, and in a section of the store 
that did not lend itself to dramatic 
display 

The old location is in the heart 
of the Abilene shopping district, 
with parking space at a premium 
Now, parking space is abundant, 
but the new location is several 
blocks removed from the shopping 
center and its traffic 

On occasion of the formal open- 


(Continued on page 64) 
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This special annual sale helps 


romote Fishing Tackle! 


N ANNUAL sporting goods sale 

has enabled Charles P. Davis, 
Davis Hardware, Austin, Texas, 
to realize qa substantial volume in 
fishing tackle—not only at the 
time of the sale, but throughout 
the entire year 

“Up until 1949, we had neve! 
been able to touch the fishing 
tackle potential,” Davis pointed 
out. “In the first three days of the 
first sale, we sold more sporting 
goods than the store had sold in a 
year. And these sales included 800 
reels, baits by the thousands, and 
hundreds of rods 

“Fishing tackle and 
goods volume has been consistent- 
ly good throughout the year ever 
since,” he explained. “I am of the 
opinion that it takes jolts like 
these sales to awaken the public 
and stir sportsmen to action!” 

In order to stage these special 
annual sales, Davis scours the 
market for good “buys.” 

“One good idea is to check with 
jobbers to see what items they 
have on hand that can’t be moved 
at regular prices,” he said. “When 
they can clean their warehouse of 
dead items, they are eager to do 


sporting 


so. Not that there is anything 
wrong with the merchandise—it 
just wasn't moving for them 
Davis purchased 250 dozens of 
baits from one wholesaler. What 
was wrong with them? “Nothing,’ 
Davis said. “They were all new 
lures in their original boxes. The 
wholesaler just wasn't able to 
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Display for rods, left, was 
made by Davis. Though «4 
little high for short peo- 
ple. Davis feels the loca- 
tion of the displays makes 
rods visible throughout 
the store. Below: turn- 
table covered with wire 
mesh makes excellent 
display for baits 


By C. Thomas 


move them, so they were dead 
merchandise on his hands.” 

One of the chief reasons why 
wholesalers are unable to move 


particular items is because of 
locality and demand, Davis ex- 
plained. “A local fisherman makes 
a good catch with a certain lure 
He spreads the news around until 
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it gets to the newspaper that bass 
are striking on a_ silver-scale 
black-stripped, red-eyed bait. The 
following day, we'll sell several 
dozen such lures. Meanwhile, this 
same lure might not be selling at 
all in some other locality. There- 
fore, the wholesaler is willing to 
move the dead merchandise as 
quickly as possible.” 

When Davis began his campaign 
to promote fishing tackle, he gave 
much consideration to the proper 
display of this line. Finally he 
converted a turntable into a dis- 
play unit, which proved so suc- 
cessful that he converted several 
others. He cut circles of approxi- 
mately 15 inches in plywood and 
used dowls two feet long to hold 
them apart. Then 2 x 2 hardware 
mesh was stretched .around the 
frame. Hooks on the baits hold the 
baits to the mesh, which is large 
enough to offer convenience in 
either hooking or unhooking baits 
These displays are ideally suited 
for their purpose and have helped 
attract local sportsmen, Davis 
pointed out 

Before he started staging the an- 
nual sales, Davis would buy a 
hundred pounds of trout lines in 
season, and would have enough to 
carry over into the next season 
Now he buys three hundred 
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pounds at a time, and has to re- 
order during the season 

For many years sports were 
for the few who could afford them 
as a luxury,” Davis said. “Today 
there are literally thousands of 
week-end sportsmen and few- 
times-a-season sportsmen. We are 
not thinking of the few, but of the 
masses. Our sales are geared to 
them and their needs—and at 
prices that they can afford to pay.” 


A fishing enthusiast himself, 
Davis understands the whims of 
fishermen and treats them ac- 
cordingly. “A hardware dealer 
should know from experience that 
the customer cannot always afford 
to buy just what he would prefer 

so he will take a second best 
because it fits his pocketbook,” he 
explained. 

Also, he pointed out, it is evi- 
dent that many sportsmen do not 
think of play and work at the 
same time, so that few sporting 
goods customers turn to patronize 
other departments. It would be 
poor salesmanship to suggest, for 


example, a power lawn mower to. 


a customer who is interested in a 
fishing rod, he said. He is going 
fishing to escape work, and his 
mind is on his forthcoming pleas- 
ure. “Many of our customers re- 
turn later for these higher-priced 
items.” 


o 


Medel Railread System 
Increases Sterc Volume 


nog has a hobby wrought 
ts/such a marked change in the 
appearance of a store or brought 
such a sharp increase in traffic and 
sales volume as the model railroad 
system used by R. G. Bizet, who, 
with his mother and brother J. E., 
operates the Standars Hardware & 
Furniture store in Cedar Grove, 
La 

Occupying a major part of the 
front of the store, the model rail- 
road is completely automatic, with 
trains running in both directions 
over double tracks, lights flashing 
and whistles blowing. This is the 

(Continued on page 78) 
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-——— Prospects for supplies of 


SPORTING GOODS 


A survey of manufacturers 











ITH A FURTHER cut in manu- 

facturers’ allotments of crit- 
ical materials scheduled for the 
second quarter of 1952, production 
of numerous hardware products 
including sporting goods may be 
severely limited in the months a- 
head. 

At this time, most sporting goods 
items are in adequate supply with 
wholesale and retail inventories 
being in good shape. Some manu- 
facturers feel, however, that these 
inventories, once diminished, will 
be difficult to replace. For those 
products manufactured pri- 
marily from metals face restricted 
production as the materials squeeze 
is further applied. 

Expansion of steel and alumi- 
num production facilities would in- 
dicate a more favorable supply in 
the later months of 1952. But un- 
til the metals situation definitely 
eases, manufacturers, many of 
whom are operating on a month- 
to-month basis, face some reduc- 
tion in output. 

To sound out this situation, 
SOUTHERN HARDWARE asked a 
number of leading manufacturers 
of sporting goods to comment on 
the prospect for supplies during 
1952. Their replies follow: 


x«* * 


IT LOOKS TO ALL of us here that 
we will obtain in carbon steel, 
stainless steel, copper base alloys 
and aluminum somewhat less than 
half of the metals we will need for 
our normal production. This means 
that except where we are able to 
substitute plastics and non-con- 
trolled metals, our production will 
be just about one-half of what it 
was in 1951. It is quite obvious 
then that the merchandise we 
manufacture will be in very short 
supply during the balance of 1952. 


I refer principally to fishing 
rods, fishing reels, and lures. We 
will be in a little better shape on 
fishing lines although there are 
many difficulties in the way of ob- 
taining nylon from our present 
sources. We hope to be able to fill 
our orders for fishing lines and 
expect to be able to do so. How- 
ever, we do know that in rods, 
reeis and lures there are going to 
be tremendous shortages very soon 
now.—R. H. nt, Hor- 
rocks-Ibbotson Co., Utica, N. Y. 


x«*«* * 


IN THE METAL division, shortages 
are here. Plus the fact that we are 
restricted as to quantity we also 
have the problem of procurement 
to contend with. This makes it 
very difficult to complete final as- 
semblies on schedule. This season 
we expect to produce about 65 
percent of the units produced the 
previous year. Stocks of completed 
units will be depleted by March 1 
and from then on it will be neces- 
sary to make shipments out of as- 
sembly. That will bring about some 
delays and in all probability 
necessitate back ordering. We are 
speaking primarily of reels in the 
metal goods field. 

As for rods, it is a different story 





In response to a request from 
SOUTHERN HARDWARE, «a 
number of leading manufactur- 
ers of sporting goods here give 
their views on the outlook for 
supplies in their respective 
fields during 1952. Because of 
the uncertainties of the situa- 
tion several other manufactur- 
ers who were invited to give 
their views preferred not to 
make a statement for publica- 
tion at this time. 
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Glass is plentiful and with few 
exceptions rod findings are still in 
good supply. In our opinion there 
will be sufficient rods available. 
In view of the fact that restric- 
tions will still be with us during 
the next year or more we can only 
hope for improvements. Should 
the defense production schedule 
reach its peak by June we may 
find conditions worse. There is a 
feeling out here that it will not 
improve until late in 1952. 
We as manufacturers must have 
facts in order to make workable 
plans, but facts are hard to come 
by . . . Regardless of all obstacles 
we will be in there pitching and 
making rods and reels. There will 
always be some Langley products 
available —Elmore L, Finch, The 
Langley Corp., San Diego, Cal. 


x«* * 


USING AS WE DO a variety of 
materials to manufacture an ex- 
tremely diversified line of products 
our apprehension of a year ago 
proved unfounded. The sporting 
goods industry is a large con- 
sumer of leather-cowhide, horse- 
hide and sheepskin, but the sup- 
ply has been adequate. The same 
holds for the various yarns — 
worsteds, cotton, durene, etc., with 
the exception of nylon. Fabrics 
for our clothing department are 
available as are materials for lin- 


ings, felts, kapok and yarn for 
baseballs 

In the Golf Division we do not 
anticipate any actual shortages 


during 1952 insofar as our oper- 
ation is concerned. This is due 
principally to anticipation. Forg- 
ings are the most critical and I 
assume that other factories are op- 
erating much the same as we are 
on a hand-to-mouth basis. Steel 
shafts are not critical, but event- 
ually could be. Aluminum and 


29a ae 


te ene 














brass are in short supply, but the 
golf industry is not a large user 
of these particular metals. Gener- 
ally, it is our opinion that we will 
be able to operate in our golf and 
tennis divisions throughout 1952 
without any serious interruptions. 
In summary it is the writer's 
opinion that there will be no short- 
ages in the athletic goods, golf or 
tennis fields during 1952.—R. W. 
Scallan, President, The Draper- 
Maynard Co., Cincinnati, Ohio, 


«~*«* «* 


WE, LIKE MOST other companies 
in the industry, are having more 
and more trouble obtaining cer- 
tain materials. We hope to deliver 
approximately 60 percent of the 
merchandise we delivered in 1951 
There is a possibility that we may 
do better than that; however, I 
hesitate to predict a better per- 
centage. This indicates that L & S 
lures will probably be on the 
scarce side during the 1952 sea- 
son.—H. A, LeMaster, President, 
L & S Bait Co., Clearwater, Fla. 


x«* * 


IT HAS ALWAYS been our policy 
not to cross bridges before we 
come to them. At the present writ- 
ing, however, it certainly does look 
as though there is a bridge right 
around the next turn in the road. 
Up to this time, we have not been 
too greatly alarmed as to what ex- 
tent shortages would affect our 
production, but now that picture 
has changed. 

We were astounded at the way 
our allotments for aluminum and 
brass were cut back for this year, 
and while we have fair supplies 
of these materials on hand to last 
us for the next two months, after 
that, the picture does not look too 
rosy. We feel that most wholesal- 
ers’ and retailers’ stocks are in 
pretty fair shape at the present 
writing, but once these are dimin- 
ished by retail sales, there may be 
some difficulty encountered in re- 
placing them.—L. S. Caine, Vice 
President and Director of Sales, 
James Heddon’s Sons, Dowagiac. 
Mich. 


x~*«* * 


WE ARE MANUFACTURERS of base- 
ball bats and golf clubs and on 
these two products I have no hes- 
itancy in stating that the supply 
will be more than ample for trade 
requirements. From what I can 
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gather in the industry (generally) 
there is going to be plenty of 
everything with the understand- 
ing, of course, that there would 
be no radical departure from pres- 
ent manufacturing conditions. — 
Carl J. Benkert, Hillerich & Brads- 
by Co., Louisville, Ky. 


x«~* * 


IN VIEW OF THE present day 
shortages which exist in numerous 
raw materials from which our 
products are normally built 
it is a foregone conclusion that 
quite a few items, and particular- 
ly those built from critical] materi- 
als, will be in rather short supply 
throughout the remainder of spring 
and early summer 

The same situation can continue 
right on through the entire 1952 
season unless present restrictions 
ease sufficiently to permit greater 
production. Regarding such items 
of fishing tackle built from raw 
materials upon which there are no 
restrictions, these items should be 
in most cases, available fairly 
promptly and to the extent of 
needed requirements. — W. S. 
Pflueger, Vice President, Sales, 
The Enterprise Manufacturing Co., 
Akron, Ohio. 
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FROM THE consumer's standpoint 
there should be a plentiful supply 
of rods and reels through the sum- 
mer months of 1952. Special sales 
will start to disappear by Fall, 
and come Christmas he may have 
to do a little looking around be- 
fore he locates just what he wants 
or he may have to settle for a sub- 
stitute. 

The consumer has no immediate 
problem because the dealer over- 
bought following the Korean out- 
break ... he bought anything and 
everything he could put his hands 
on, and the factories worked over- 
time to see that he got al] that he 
could afford and more 

At the retail level as the name 
brand merchandise disappears, the 
dealer is re-ordering cautiously, 
preferring to move the off-brand 
rods and reels first. What brand 
name tackle he is buying, the 
wholesaler is able to supply. Hence, 
the dealer hasn't as yet run into 
any serious trouble. He will start 
having trouble by late Summer on 
filling reel orders, but isn't likely 
to have any trouble on rods be- 
fore next Christmas. 

As for the wholesaler, he, like 
the dealer, started off 1952 with 


substantial inventories of both rods 
and reels. Name brand rods are 
coming through completely, if 
somewhat slowly on some models, 
on his stock orders. Reels are not 
easy to obtain, all manufacturers 
having been forced to reduce the 
number of models being offered 
and to allocate even those that 
are shipped. Still they are coming 
through and probably will con- 
tinue in sufficient quantity to sat- 
isfy the Summer demand for this 
equipment. 

On the manufacturing front, the 
much-talked-about shortage is 
very real indeed. 

Certain substitutions of plastics 
and fiber glass have helped the 
rod manufacturers to piece out 
available metal. But there is no 
satisfactory substitute for the three 
basic metals used in reels. By and 
large, rods and reels are complete- 
ly at the mercy of the National 
Production Authority. 

The Fishing Tackle Industry has 
been under direct allocation since 
September 1951. Allocations have 
shrunken every quarter since then 
At this writing it would appear 
that our industry will receive for 
its second quarter of 1952 only 
46% of the steel, 3142% of the 
aluminum, and 30% of the copper 
or brass it used during an average 
quarter of the base period, January 
1 through June 30, 1950 — un- 
fortunately, a subnormal period 
for the industry. 

The time lapse between receipt 
of metal allocation and the com- 
pleted rod or reel is some 7 to 9 
months which helps to explain why 
the wholesaler only now is begin- 
ning to run into supply trouble, 
and why it will be Fall before the 
dealer sees handwriting on the 
wall.—Paul J. Johnson, Secretary 
& Treasurer, Ocean City Manufac- 
turing Co., Philadelphia, Pa. 
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I THINK WE HAVE enough ferrules 
and reel seats made up for rods 
for the year. Also, enough bamboo 
and glass 

Nylon line still is going to be 
short. This applies to both bait 
casting and fly casting line. 

There is not so much of a prob- 
lem on lures and baits. Our stocks 
are pretty good 

Reels are in a tough spot. That 
is where the most metal is used. I 
think we have a lot more orders 
here right now for reels than we 
will ever be able to fill this year.— 
H. P. Gibson, Vice President, South 
Bend Bait Co., South Bend, Ind. 
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This customer came in to 

talk shop and while re- 

clining in one of the com- 

fortable 

sporting goods depart- 

ment, learns the merits of 
a new reel 


By C. Thomas 


Customers are their 


chairs in the 





Best Sporting Goods Salesmen 


| Pyaree your sporting goods cus- 
tomer alone to browse and 
examine items in the sporting 
goods department. He'll sell him- 
self—and probably another sport- 
ing goods prospect as well 

That's the policy of Frank Kincl 
owner of Kincl Hardware of Tay- 
lor, Texas. And since he began 
letting his customers sell each 
other on the merits of their per 
sonal choices, instead of having 
sales personnel offer suggestions 
or help, he has seen store traffic 
and dollar volume increase by 50 
percent 


The sporting goods department 
is located on the mezzanine floor 
in a room with a club-house at- 
mosphere. The lighting is not gar 
rish, but it offers ample light for 
easy, comfortable vision. Here 
regular sporting goods customers 
gather to talk sports and swap ex- 
periences 

“We found this type arrange- 
ment more conducive to buying,’ 
Kincl said. “With the department 
set off by itself, customers don't 
get the impression that they must 
be waited on immediately and 
rushed off. Sporting goods are in 
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no sense of the word impulse 
items. And a salesman who tries to 
be too helpful or too eager can 
ruin more sales than he’s worth!” 
Neither Kincl nor his salesmen 
rush to a customer and inquire, 
“May I help you, please? 
“We let them brows« 
Kincl explained. “If 


around 
they are 


strangers, they won't be for long 
One of our regular customers will 
engage them in conversation, learn 
their names, and probably intro- 
duce them to me.” 

If the new customer lingers for 
awhile, he will notice that cus- 
tomers, rather than sales people 
sell each other various items. Sales 


to quote prices 
item, and 


people are handy 
accept money for an 
wrap the purchase 

“Sure our customers are our 
best salesmen Kincl said. “One 
has a favorite gun, say. He will try 
to sell everyone who will listen to 
him on that particular gun. And 
upon slightest provocation, he will 
take the gun from the display and 
do a real selling job without being 
aware of it.” 


Left, one customer sells an- 

other when they can handle 

and examine guns easily. Own- 

ers point out that guns are not 

fragile and fingerprints can be 
wiped off 
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Frank Kincl, owner of the store, adjusts a lamp for a customer while 
other customers coach the procedure from the sidelines 


This is true with fishing tackle 
ilso 

But how about handling the 
merchandise? While many dealers 
keep valuable merchandise in a 
closed case, usually locked, Kincl 
thinks otherwise I've seen gun 

plays with a bold sign reading 
Please Don't Handlk fut we have 

t ell, not merely to di 
pia Of course gun that are 
handled must be wiped off to re 
e finge print but in no 

‘ e of the word can guns be 
assified a fragile Nine cus 
tomers out of 10 will buy a gu 
where they are made to feel free 
ind welcome and permitted to ex 
amine the merchandise they in 
tend to buy 

When new merchandise arrive 
there are ufficient regular cus 
tomers on hand to test and com 
ment on it-—and perhaps start an 
argument pro and con concerning 
its merits and virtues. “It is this 
freedom that encourages our cus 
tomers to ask us to order special 
items for them,” Kincl explained 
Every sporting goods buyer has 
mail order catalogs at home, and 
if he can't find good service at his 


local goods department 


he will order hi 


sporting 


needs elsewhere 


Well-stocked with various lines 
of merchandise, Kincl Hardware 
continues to use its “stand-off 
selling technique for sporting 
goods. “We can't sell sporting 
goods in the same manner we sell 
other types of merchandise,” Kincl 
explained. “Oh, we will sell a box 
of shells or a new bait just as we 
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Ladders Need Premotion 
for Maximum Sales Velume 
ONSIDERING ladders as an item 


‘ 
fe commonplace that they re- 
quire no promotion whatsoever to 
sell is a serious mistake which 
costs many hardware dealers much 
additional profit per year, accord- 
ing to Coleman Peer, owner of 
Peer’s Hardware Co., Springfield 
Mo 

This store the Mid- 
west's leading ladder volume year 
after the result of care- 
fully-applied promotion which 
takes advantage of all possible 
markets. Sales volume during the 
past two years was so large that 


sells one of 


veal 


as 


several prominent ladder manu- 
facturers sent representatives to 
the Peer store to ascertain first- 


hand what was being done. 

The secret of increasing sales of 
ordinary ladders lies in making a 
practical survey of the market and 
utilizing what promotional ad- 
vantages are in the 
hardware store to capitalize upon 
each, Pee “Ladders are not 
item will sell on style, 
seasonal change even on & cut- 

Instead, they an 
item, which most 
only a few times 
thes 
otherwise engaged 
work. There 
merchandising to the hom 
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(Continued on page 78) 
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As southern hardware dealers view 
GOVERNMENT CONTROLS 


A Reader Survey 


"gO A LARGE majority of southern 

hardware retailers, the gov- 
ernment’s program of emergency 
controls is unnecessary at this 
time and in the opinion of most 
dealers, those regulations which 
are in effect have failed, as yet. 
to attain the stated objectives. 

These opinions were expressed in 
answer to a survey conducted re- 
cently by Southern Hardware 
among a large number of dealers 
in the 16 southern and south- 
western states Dealers were asked 
to comment specifically on the 
need, effectiveness and “work- 
ability” of price controls 

Many dealers complained of be- 
ing overwhelmed by the mass of 
regulations issued and objected to 
them as “too confusing” for small 
merchants to interpret and place 
into effect. Others felt there is no 
justification for price controls be- 
cause, in many instances, mer- 
chandise, in order to be moved, 
must be priced below the allow- 
able price ceilings. Some believe 


that price controls in their present 
unworkable 


form are entirely 

several expressing the opinion 
that controls should be applied 
only in an “emergency” and then 


only at the manufacturing level, 
with wholesalers and retailers be- 
ing allowed to apply a “reason- 
able” markup on merchandise. 

In his reply one dealer effec- 
tively summarized the arguments 
of those protesting government 
controls. “In our opinion,” he said 
“present controls on prices, as well 
as wages, are ambiguous, un- 
workable, unfair and not even 
understandable.” 

Though few in number, several 
dealers did favor price controls at 
a time when shortages of goods 
may develop. In their view, con- 
trolled prices, assuming shortages 
do develop as predicted, would 
check further inflationary in- 
creases 

Following are some typical com- 
ments from a number of dealers 
participating in the survey 





“Price controls are needed. If 
business doesn’t apply them vol- 
untarily then, unfortunately, the 
government must. 

“We are only a small business, 
yet we have been offered already 
by an out-of-state wholesaler, 
more than the retail price for all 
of our better pure bristle paint 
brushes. 

“Price controls have not been 
particularly effective in our 
opinion. We have had several in- 
stances of slightly changed models, 
new models and reduced con- 
tents in glassed liquids and paint 
—all increasing the cost but just 
skimming under the requirements 
of the law. 

“We have found price controls 
simple to operate. We are small 
enough to be exempt from most 
reports and can, on over 90% of 
our items, simply apply our usual 





In Suppert of Controls .... 


markup. However, the prices we 
pay at wholesale keep changing 
so rapidly that we get the general 
impression that very little control 
exists. 

“It is our belief that controls are 
working for us because we are 
trying to make them work. We are 
having our greatest difficulty try- 
ing to work under the controls on 
materials. Recently a big con- 
tractor let us have a few kegs of 
nails so that we could take care 
of small retail demands. This con- 
tractor had gotten the nails from 
our normal distributor. 

“In general it is our belief that 
controls, whether on prices or on 
materials, will not be effective 
until and unless national and local 
leaders—labor, political, indus- 
trial, and defense—assume a 
much better moral and coopera- 
tive attitude.”—Roanoke, Virginia 
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Protests Centrols .. . 


“We do not feel that ary sort 
of price controls are necessary 


at this time, since almost all 
merchandise in the hardware 
line still is competitive. We 


still are selling many items be 
low the ceiling prices allowed 
by OPS 

“To read, interpret and put 
into workable operation the 
many regulations requires much 
more time and bookkeeping 
than the average business can 
afford. Simple, workable price 
controls are almost an impossi- 
bility in a hardware store that 
carries a fairly complete line of 
hardware items 

“Price ‘gouging’ is done for 
the most part by persons other 
than legitimate retailers who 
would not have any considera 
tion for regulations anyway.’ 

Paducah, Texas 











Alabama 
Selma—“The writer does not 
think government controls are 


necessary at this time in the hard- 
ware business. They probably are 
necessary in some other lines; In 
our business we are having a lot 
of trouble getting as much for our 
wares as OPS permits.” 

Guntersville—“In my opinion 
price controls are needed during a 
state of war or emergency. How- 
ever. they should be simplified as 
much as possible so that the small, 
independent merchant who may 
not be able to employ a secretary 
may interpret them.” 

York—*“The controls program is 
the most wasteful, useless and 
most expensive mess we have ever 
had crammed down our throats, 
and the quicker we get rid of it so 
much the better.” 

East Tallassee—‘“Controls are 
not workable for small dealers. No 
item is quoted at the same price 
at any one time by wholesalers 
Controls would be workable only 
if a percentage markup is allowed 
on merchandise.” 

Winfield—“Controls are unnec- 
essary, unwanted, ineffective, un- 


nae 




















workable, a waste of money, un- 
American, worthless, and should 
never have been started! Eliminate 
and save all that unnecessary ex- 
pense.” 

Oxford—*“Price controls are all 
right if they are enforced and not 
played with like the government 
is doing now. We believe prices 
can be controlled through the 
manufacturer, Most retail] mer- 
chants will not raise their prices 
unless the manufacturer raises the 
price first.” 


Arkansas 


Hot Springs—‘Price controls 
are unnecessary if our politicians 
would let supply and demand con- 
trol prices. Most price control sys- 
tems are too complicated for the 
average place of business and too 
expensive. Labor is the largest 
item in the cost of merchandise 
and as long as the politicians are 
catering to labor, prices are con- 
tinuing to increase. The sad part 
is: ‘What can we do about it?’ 
Our government encourages infla- 
tion.” 


Florida 
St. Augustine—‘“I think price 
controls have been a complete 


failure. They are too complicated 
for the average merchant. Like 
most government agencies (OPS) 
is too expensive to operate.” 


Georgia 
Tennille—“Price controls § are 
not needed in this section. In the 
hardware business no one gets a 


regular profit. If and when con- 
trols are needed they should be 


applied at the manufacturing 
level.” 
Rome—‘“In times of emergency 


there probably is a need for gov- 
ernment control over prices and 
wages, although we_ seriously 
doubt their need at the present 
time. At least they should be in 
the simplest form possible so that 
the average business man could 
understand them and not have to 
employ high priced lawyers to 
interpret them. In our opinion 
present controls on prices, as well 
as Wages, are ambiguous, unwork- 
able, unfair and not even under- 
standable.” 

West Point—‘“I believe all price 
controls should be between the 
manufacturer and wholesaler, a 
fixed margin to be added by the 
retailer. Fair trade prices are a 
step in the right direction.” 
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Kentucky 


New Albany—‘“Price controls 
are too confusing. It is almost im- 
possible for a small merchant with 
limited help to keep up with all 
the regulations which have been 
issued.” 

Louisville — “Price controls 
won't work, Supply and demand 
and competition wil] take care of 
the situation.” 


Leuisiana 


Monroe — “Controls may be 
needed in a real emergency, but in 
our opinion too many advances in 
both prices and wages are being 
allowed. Controls won't work if 
this is permitted. The small dealer 
has a hard time just keeping up 
with all the regulations to say 
nothing of trying to interpret and 
apply them correctly.” 

Crowley—“Unless they are sim- 
plified they can’t be made to 
work. Dealers just can’t keep up 
with all che changes.” 


Maryland 


Denton—“I do not feel that 
price controls are needed. As long 
as they are to be a political foot- 
ball—passed in any direction 
where there is sufficient pressure 
—controls are worthless. If our 
government had been truly in- 
terested in keeping prices down it 
should not have permitted in- 
creases in wages and in taxes.” 

Princess Anne—‘“I think that 
the government should keep hands 
off. Let supply and demand take 
care of it.” 


Mississippi 


Starkville—“Price controls are 
impractical for the small dealer. It 
is practically impossible for me to 
keep up with the multitudinous 
regulations. I don’t know whether 
I am complying or not. I am just 
guessing at it. The continuation of 
Regulation W under the present 
interpretation is simple enough 
and helps the dealer get a fair 
down payment. I believe it all 
right to continue this credit con- 
trol. Merchandise is _ plentiful 
enough, and competition is effec- 
tive enough to take care of price 
controls with us.” 

Picayune—“We do not think 
that price controls are needed nor 
are they effective. The less the 
government tries to control prices, 
the better off America is, The 
American people will put forth 
every effort to stabilize prices 
without the government dictating 


to them.” 
Nerth Carolina 


Durham—“We do not believe 
that controls are needed. They are 
too hard to interpret and take 
more time than the small dealer 
can give to them and still keep up 
his business.” 

Sanford—“In an emergency 
controls might be needed, but they 
would have to be more simple and 


understandable than they are 
now.” 

Oklahoma 
Collinville—“We do not think 


that controls are needed. They are 
not effective under present regu- 
lations which are confusing be- 
cause of many different interpre- 
tations.” 


Seuth Carolina 


Naval Base—“Controls are not 
needed and are not effective. They 
are too confusing.” 


Tennessee 


Liberty—“I do not and have 
never believed in controls, for the 
reason that they do not control 
Controls only create violations of 
the law and furnish needless jobs. 
Let supply and demand and com- 
petition handle this situation.” 


Texas 


San Saba—‘“I think that price 
controls are necessary in an emer- 
gency. At this time price controls 
appear to me to be more effective 
than in World War II. I do not 
know just why unless we have 
more consumer goods now than 
at that time. What controls we 
have are losing their effectiveness 
each time an article is permitted 
to advance in price, and there has 
been quite a lot of that. I believe 
that for the hardware business 
price controls should be applied at 
the source of manufacture and 
passed down through the whole- 
saler to the retailer.” 

New Braunfels—‘“Price controls 
are a necessity but should be at 
the manufacturing level. This in 
turn will eliminate a lot of red 
tape now involved in the enforce- 
ment and policing of the present 
system of price controls.” 

San Antonio—“Price Controls 
are not needed and are not effec- 
tive for small business. It is my 
opinion that they were established 
to put more people on the federal 
payroll, not to help anyone in 

(Continued on page 70) 
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A well-stocked gun depart- 
ment boosts sales of accessory 
equipment such as ammuni- 
tion, cleaning materials and 
hunting clothes. Ilere, a store 
salesman helps a customer in- 
to a sports jacket. Below: Nel- 
son awkins. co-manager of 
the store, demonstrates the ac- 
tion of a rifle to a customer. 
Over the past five years, sales 
of sporting goods have in- 
creased 20 percent 
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e 
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PLANNED MERCHANDISING 


--- Wins those sports enthusiasts 


By B. 

WELL-PLANNED merchandis- 
ing program has _ enabled 
Hawkins Hardware Co. of Har- 
risonburg, Va., to produce a 


Miller 


steady, annual sales gain of 20 per- 
cent in hunting and fishing sup- 
plies—and another 20 percent gain 
is anticipated for the current year 
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Perhaps the most important 
element in merchandising hunting 
and fishing supplies is to have 
what the customer wants when he 
wants it,” said Nelson Hawkins, 
co-manager of the firm, whose 
$10,000 inventory of supplies for 
hunting and fishing enthusiasts in 
this town of 12,000 supports his 
belief 

“And I would say that 
knowing your complete lines and 
how they are used under all cir- 
cumstances gives the customer the 
feeling that you know something 
about the sport and are not mis- 
leading him in purchases. If you 
have the same enthusiasms, that’s 
fine. But appreciate his enthusi- 
asm and know what you are sell- 
ing him 

“We keep abreast of the type 
guns and fishing items needed in 
our territory; and so we know 
what to suggest prospective 
customer.” 

To Hawkins, keeping abreast of 


second 


to a 


these sports has meant reading 
popular and business magazines 
and journals in the field, and 


singling out significant articles for 
his sporting goods sales people to 
(Continued on page 72) 
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Much land in the South has 
been reconditioned and planted 
to improved grasses. Farmers 
have fenced in this land so that 
only their cattle can graze on 
the improved pasture. This 
wide-spread improvement of 
southern pasture land 
more sales of fencing 





Soil conservation: 


SELLING 


q): FARM TOURS throughout the 
Southeast today, the front seat 
next to the driver has become the 
least popular place to ride. The 
reason, of course, is that folks 
have learned that the man in this 
position is expected to open the 
gates 

A few years ago, gates were not 
so common. But the spread of con- 
servation farming has changed a 
lot of things. And gates have be- 
come one of the symbols of a new 
agriculture that has emerged on 
the old row-cropped lands of the 
Southeast 

Maybe hardware dealers are not 
particularly interested in the seat- 
ing arrangement on farm tours— 
though along with other business 
men they are attending these 
events in increasing numbers. But 
they are interested in the revolu- 
tionary changes that are taking 
place on thousands of farms. They 
realize that in this new agricul- 
ture, gates of opportunity are 
opening up green fields of business 
activity in which hardware dealers 
have a very definite stake 

Getting away from the figura- 
tive language and down to the 
material facts, more gates of 
course mean more fences. And 
that’s right down the hardware 
dealer’s alley. But what are the 
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new opportunity for 


FARM FENCING 


The widespread improvement of pasture 


acreage in the 


Seutheast creates for 


hardware dealers a valuable market for 
sales of fencing and allied products 


By T. S. Buie 
Regional Director 
Soil Conservation Service 
Spartanburg. S. C. 


proportions of this change that is 
taking place on farms as a result 
of improved land use? What does 
it mean to the hardware dealer in 
terms of post hole diggers, wire 
stretchers, hinges, staples, and 
rods of fencing material? 

Well, let's take a look at one 
phase of the conservation program 
—improved pastures. Farmers in 
the more than 400 soil conserva- 
tion districts in the Southeast have 
already made plans for the im- 
provement of about 11 million 
acres of pasture. This is not just 
paper planning, either. Of the 11 
million acres planned, 8 million 
acres have already been improved. 

Actually, the job of planning 
and applying sound soil and water 
conservation programs on the land 
is going forward today at a faster 


rate than ever before. It has gained 
momentum every year since the 
first soil conservation districts 
were organized in 1937—15 years 
ago. Of the 11 million acres of im- 
proved pasture planned to date. 
1,873,000 acres, or 17 percent, was 
planned in 1950. And of the 8 
million acres of pasture that have 
been improved to date, 1,614,000 
acres, or 21 percent, was improved 
during this same period 

We have no record of the per- 
centage of this improved pasture 
that has been fenced since it was 
improved. But we do know that 
all the improved pasture is under 
fence. Farmers don’t spend $50 o1 
more to improve their pastures 
and then leave them unfenced 

In the coastal areas of some of 
the Southeastern States, unim- 
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Of the 11 million acres of pas- 
ture in the Southeast sched- 
uled for improvement, 8 mil- 
lion acres already have been 
improved. It would take 50,000 
miles of fence to enclose—more 
if these square areas were 
crossed fenced into average size 
pastures 


proved land was often left open 
so that it was free to anyone 
whose cattle might graze it. When 
this land was reconditioned and 
planted to improved grasses, it 
was fenced so that only the own- 
er’s cattle grazed the ‘mproved 
pasture. 

If we divided the 8 million acres 
of improved pasture into square- 
mile fields, it would take 50,000 
miles of fence to enclose them. To 
express it another way, the fenc- 
ing required to enclose these areas 
would easily reach around the 
world twice. If these square-mile 
areas were cross fenced into aver- 
age size pastures for the South- 
east, obviously, a great deal more 
fencing material would be re- 


quired 
But quantity is not the only 
item of importance. Quality is an 


important consideration too. Farm- 
ers cooperating with soil conser- 
vation districts are selecting their 
pasture areas on the basis of a 
land capability survey made, acre 
by acre, to determine the best use 
and treatment of all the land on 
the farm. Improved pasture 
established on the land best suited 
for this use 

The land use 
with 


developed 
local Soil 


plans 
assistance of the 





Conservation Service technician 
provide for adequate land prepara- 
tion, fertilizing, and seeding to 
adapted grasses and legumes, and 
tor proper fencing and cross fenc- 
ing for rotation grazing. These are 
first-class pastures and wher 
farmers develop that kind of pas 
ture, they generally figure it’s 
good enough for a first-class fences 

Not so many years ago, a pasture 
in the Southeast was generally an 
area of worn-out cropland with a 
couple of rusty strands of barb 
wire strung around it. About the 
only grazing it provided was what 
ever type of native grass could 
gain a foothold in the ever-present 
bitter weed with which it had t 
compete. But you don’t see that 
kind of fence around lush pasture 
of tall fescue or orchard grass and 
Ladino clover and other kinds of 
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improved pasture that are becom 
ing increasingly common through- 
out the Southeast today. 

Farmers who are carrying out 
complete farm soil and water con- 
servation plans that provide for 
using and treating all their land 
according to its capabilities, are 
making more money on all theu 
farming operations. A few years 
ago, the Soil Conservation Service 
tudied the effects of soil conserva- 
tion farming on crop yields, live- 


tock production, feed bought 
farm products sold, and gross in 
come. The studies were made on 


farms in 11 counties in 


411 sample 
l district in the 


conservation 
Southeast 
Two 
chosen in each county 
farms on 


farms were 
One group 


which soil 


groups o! 
included 265 


and water conservation practices 


had three ol 


carried on fot 
more years most of the con- 
servation practices had been ap- 
In the other group were 172 
water 


been 
and 


plied 
farms where the soil and 
conservation program was just be 
ing started 

Farmers in the group which had 
done the most conservation 
work had an average gross income 
of $6,760, as compared with 
$4,264 for the other group—an 
average conservation “bonus” of 

(Continued on page 72) 


soil 


Cement posts for this fence for 
a Bahia pasture in Alabama in- 
dicate the permanence of the 
new agriculture. Farmers usu- 
ally enclose such first class pas- 
tures with first class fence 
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Louis Compassi. Sr., shows 
used gun to customer. Store 
sells approximately 60 new 
and used ms annually and 
finds that department has 
created many new customers. 
Used fire-arms are repaired by 
a local gunsmith on a per-job 
basis. No credit sales of used 
guns are made. However, the 
store will sell used models on 
a lay-away plan 


Bagging New Customers with a 





USED GUN DEPARTMENT 


A USED GUN DEPARTMENT has 
been an effective means of 
luring local hunters to the hard- 
ware store operated by Louis 
Compassi and his son in Clarks- 
dale, Miss. In fact, the department 
has proved so popular that total 
sporting goods sales by this com- 
pany have increased substantially 
over the past several years 

Through the medium of the used 
gun section, now entering its fifth 
year of operation, the store sells 
more than 60 new and used guns 
annually, plus several hundred 
dollars’ worth of ammunition 
Sales of new and used guns are 
about equally divided, while a 
large majority of gun customers 
also purchase their ammunition at 
the store 

“We don't believe that our used 
gun department has hurt new gun 
sales,” said Louis Compassi, Jr., 
“because many of our used gun 
customers often purchase a new 
gun at the same time, and some of 
the people who sell us used guns 
accept credit on a new gun, add- 
ing the amount needed to cover 
the cost of the new one. And many 
persons who purchase a used gun 
could not afford a new one, any- 
way 
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By Stuart Covington 


“We purchase or swap an aver- 
age of 25 to 30 guns annually 
Some months we swap more guns 
than we buy or sell. When swap- 
ping, we usually trade one gun for 
another, used or new, but some- 
times we swap the customer some 
other product for his firearm. As 
long as a deal is fair to both the 
customer and the store, we don’t 
mind how we swap. In fact, we 
will buy any gun that will operate 
but we usually ask the owner to 
drop back later after we have had 
time to appraise the gun thorough- 
ly and determine whether any re- 
building is necessary. Used fire- 
arms are repaired by a local gun- 
smith whom the store hires on a 
per-job basis 

“The primary thing we check in 
used firearms is the condition of 
the barrel, the finish and the 
tightness of the gun. Occasionally 
we get ‘stuck’ on a gun, but not 
very often 

“And sometimes,’ Compassi 
continued, “we purchase a used 
gun because it is qa popular type 
even though it may not be in good 
condition. We believe we can sell 


it despite its defects. In such cases, 
we explain the faults of the gun 
to the customer who buys it, and 
he is permitted to return the gun 
after a trial, if it proves unsatis- 
factory. This last privilege is ex- 
tended to all purchasers of second- 


hand guns. So far, we have not 
had many returns.” 
Occasionally a customer will 


call for a particular type of gun 
that is no longer on the market. In 
such cases, the store makes every 
effort to locate that particular gun 
Other customers are contacted and 
friends of the dealers are queried 
as to the possible whereabouts of 
such a gun. If the correct firearm 
is located, the store buys it im- 
mediately, reconditions the gun, 
prices it reasonably, and calls the 
customer. The store has been able 
to render this service to customers 
on several occasions, and it has 
paid off in goodwill and increased 
sales. 

“Both new and used guns are 
price-tagged, so that customers 
can examine guns without inter- 
ruption,” Compassi said. “We 

(Continued on page 74) 
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product 


You Name it... 
AMERICAN Makes It 


@ This illustration gives you some 
idea of the variety of patterns and 
sizes in the AMERICAN CHAIN Line 
: : | the complete line from which 
you can offer your customers the 
particular welded or weldless chain, 
attachment or assembly best suited 
to their needs. 


Order popular types of AMERICAN 
chain and chain specialties, such as 
dog and kennel chains, cow ties, tie 
outs and halter chains, from your 
wholesaler. 


Buy AMERICAN Chain 


American 
AMERICAN CHAIN DIVISION Ch . 
AMERICAN CHAIN & CABLE ain 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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UNIOUE DISPLAY IDEAS 


--- create added volume for this store 


Queesneorme a streamlined 
"stage window” effect for old, 
cluttered-type store and window 
displays, has paid excellent divi- 
dends for Parker-Sledge Hardware 
Co., Montgomery, Ala 

George F. Bailey, owner of the 
store and designer of its display 
system, completely remodeled the 
downtown store 
1949, giving ita 


long-established, 
in December of 


“jewelry store atmosphere.” The 
unique display ideas are used 
throughout the store and are re 


flected in the store’s display win- 
dows 

“We believe that store windows 
are a quick representation of the 


store’s personality,” he said, “and 
that if the windows are over- 
crowded and it’s difficult to sort 


out individual items, the reaction 
on the part of the passerby is that 
the store interior will be the same 
Therefore, we have stressed sim- 
plicity in every aspect of window 
promotion, and we have attempted 
to make our windows tell the story 
of a clean, orderly hardware store 
with an unusual atmosphere 
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Store has display window on each side of the entrance. Each 

window is eight feet wide by eight feet deep and consists of 

platform elevated to knee level and covered with polished gray 
linoleum. Displays always consist of wide-spaced items 


The interior of the store is 
painted battleship gray. with plas- 
tic-surfaced fixtures wide-spaced 
over a gray-tiled floor, which per- 
mits plenty of visibility and traf- 
fic movement. Nothing in the store 


appears “on the floor,” since fix- 
tures of various sizes are provided 
for heavy equipment, wheeled 
goods and similar merchandise 
This same theme is carried out 
(Continued on page 76) 
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elps you 
Sell rules 


that custom 
go buy 


Stanley declers are backed by a 
powerful promotion team that helps 
them sell more rules. 

Sales making advertisements like 
this will be seen by millions of 
interested readers of The Saturday 
Evening Post and other leading 





consumer magazines. They pre-sell 
prospects right in your own com- 


munity .. . direct them to you — the For your window or counter, color- 


Stanley dealer —for real rule ful, sales-tested Stonley Rules dis- 


value. plays stock and sell rules at the 
same time. (New Stonley “Green 


End" Rule display illustrated }. 


And for your store promotion, 
there is a wide assortment of sales 
cids . . . Stanley Tool signs, metal ; 
plotes for your display boords, ; 
folders, newspoper mats and elec- : 
tros — all available from Stanley : 
os needed. 

Good rules for customers to go 
buy ore good rules for you to sell. 
Check your stock of famous Stanley 
"Zig-Zag", “Pull-Push” and Boxwood 
Rules now — and be set for the 
steady demand. Order through 
your jobber. 

STANLEY TOOLS 
NEW BRITAIN, CONNECTICUT 


THE TOOL BOX OF THE WORLD 





MARDWARE « 
SsTee 
Stenley Tool eds help you sell your best - oo | 
Prospects Month ofter month millions of tool 
end 





prosp reed Stanley Teo! 
eds eppeering in THE SATURDAY EVENING 
POST, BETTER HOMES AND GARDENS, 
POPULAR MECHANICS, POPULAR SCIENCE, 


MECHANIX ILLUSTRATED, HOME CRAFTSMAN 
° end POPULAR HOMECRAFT Reo. U.S. Pat. OF. 





HARDWARE ® TOOLS © ELECTRIC TOOLS © STEEL STRAPPING © STEEL 
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KESTER 
Meta MENDER 





IT SELLS for you 
IT SELLS again and again 


The original small package of Acid-Core Solder 
introduced 30 years ago! Often imitated but never equaled. 





The flux is of the Kester proven formula . . . correct 
diameter (1/8th inch) for best work. 
Remember, Kester is not a solder with Jess Tin 
so that it can be offered to you at a lower price. 


FREE: “Soldering Simplified” 16 page booklet on 


how to solder most anything. Write for your supply "4 
ESTER 


KESTER SOLDER COMPANY SOLDER 
4225 Wrightwood Ave., Chicago 39 


Nework 5, New Jersey @ Brantford, Canada 











WASHINGTON NEWS 





(Continued from page 45) 


the rating DO-MRO formerly 
could not be used: steel nails, wire 
and strapping used for packaging 


° 


Lawn Mower Industry fears 
Small Engine Shortage .. . 


NPA HAS BEEN asked by the 
Lawn Mower Industry Advisory 
Committee to assure that material 
allotments for small gas motors be 
consistent with allotments for pro- 
duction of power lawn mowers. 

Since the lawn mower industry 
uses about 70 percent of the total 
production of 1 and 1% horse- 
power gas engines, the industry 
fears that it will be unable to buy 
enough engines to match its own 
allotments for end-equipment. 

The committee was advised that 
engine manufacturers are free to 
use allotments to make any types 
or sizes of engines, after filling 
direct military orders. 


7 


Protest Prepesed Ban on 
Cepper, Aluminum Use. . 


NPA HAS BEEN advised by the 
Builders’ Hardware Industry Ad- 
visory Committee that a conserva- 
tion order prohibiting the use of 
copper or aluminum in certain 
builders hardware items is un- 
necessary at this time. 

Committee members stated that 
manufacturers are using all possi- 
ble conservation measures and re- 
quested that the industry be per- 
mitted to continue to use its own 
initiative in saving these materials. 

If a conservation order becomes 
necessary the committee recom- 
mended that a survey of the in- 
dustry be made to determine 
which items should be dropped 
from production. 


. 


Sporting Goods Department 


(Continued from page 48) 


ing, an Abilene newspaper pub- 
lished an entire section devoted to 
the new store, yet sporting goods 
received no more attention than 
any other department. And since 
sporting goods had not been pro- 
moted extensively in the old loca- 
tion, the Pechacek brothers con- 


64 SOUTHERN HARDWARE for FEBRUARY, 1952 











e' 


o? 


~ 





4 












The sky's the limit on sales and profits when you 
ierolitla-Miltmiciliclileule| Mitch melt shell lalomelmaleliitn | 
Regal Colors. Gorgeously different, fully washable 
and so easy to apply, Flatlux Regal Colors do all that's 
claimed for other-type wall paints and much, much 


more because they re made-with-oil. New, timely and 





truly majestic in quality and depth of tone, Flatlux 





Regal Colors can make this your biggest year in busi 


Ltt Memlalemeltimilel ailel mill) mae ele ca lt ii a-ha celta: 


ré 
Be fait 
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The Patterson-Sargent Company, 
1325 East 38th Street, 
Cleveland 14, Ohio 


I'd like to know more about the BPS Line and its profit advantages. 
NAME 


ADDRESS 


city 








WICKWIRE 


HARDWARE PRODUCTS 























They sell well... 
because they serve well 


Customer good-will and money-making 
repeat business are dependent on the 
reliability and durability of the products 
you sell. 

Wickwire’s popular and famous brands 
of hardware products — including Gold 
Strand Insect Screening and Clinton Hard- 
ware Cloth and Netting — have earned 
outstanding customer preference because of 
top quality and long-wearing, trouble-free 
service. They’re your assurance of lasting 
customer satisfaction that pays off in better 
and more profitable business for you. 

For additional information write our 
nearest sales office or consult your 
classified telephone directory. 





a 





Clinten Herdwere Cloth and Hex 
Mesh Netting are sold under brand 
name of CALWICO in the West 


Clinton Hex Mesh 
Netting ‘ 


THE COLORADO FUEL & IRON CORPORATION — Denver, Colerade 
THE CALIFORNIA WIRE CLOTH CORPORATION — Ooklend, Californie 
WICKWIRE SPENCER STEEL DIVISION — Atiente, Boston, Buffale, Chicago, 
Detroit, New York, Philadelphia 


WICKWIRE 
(FI 





HARDWARE PRODUCTS 





clude that expanded stocks «und 
displays are largely responsible 
for increased sales. 

“We decided to put more em- 
phasis on sporting goods,”’ Gilbert 
explains. “In the old store we 
merely had a little corner for 
these lines. We decided to move 
sporting goods up front. We 
doubled the inventory all through 
the line. And, of course, we 
doubled the display space.” 

John Pechacek, who buys sport- 
ing goods, referred to some of his 
records and found that seasonable 
sporting goods sales showed a 
thumping increase immediately 
after the opening with gun and 
ammunition sales up more than 
50 percent. That was the month 
of the dove season and there was 
some fear that the Korean war 
would reduce gun output. Still, 
John thinks the mass display of 
guns was responsible for most of 
the increase. 

“In September of 1950 we sold 
116 hunting guns in two weeks,” 
he relates. “Up to Christmas of 
that year we sold 200 guns of all 
types. This year we haven't done 
so well because of the drought. By 
December 1 we had sold only 100 
guns. There weren't marry doves 
or quail and the deer were poor. 
Even so we have 75 guns on hand 
at an average of probably $70 
each or a total of slightly more 
than a $5,000 gun inventory. That 
is a light inventory for us.” 

Gilbert pointed out that regard- 
less of hunting conditions, good 
lines of guns and good stocks are 
important to a sporting goods de- 
partment. 

“One doctor here in Abilene goes 
hunting only twice a year,” he 
commented, “but he has bought at 
least 50 guns from us over a 
period of years. He’s just a plain 
gun crank. He loves guns. 

“We have other customers who 
own 15 to 20 guns and are likely 
to be in the market any moment 
just to satisfy a whim. Then there 
are gun owners—and many of 
them—who are constantly trading 
guns. They just never seem to get 
the gun, shotgun or rifle, that 
exactly suits them. Of course, 
when you take guns in on trade, 
as we do, you have to know guns.” 

Experience of the Pechacek 
brothers in the new Lion Hard- 
ware store would seem to indicate 
that natural conditions adverse to 
sporting goods sales can be over- 
come with substantial stocks and 
mass displays. 

Fishermen of the Abilene terri- 
tory must rely on nature for there 
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—e-wicks 


FOUR BRIGHT SPOTS ON THE RANGE 


Here are four range wicks you can recommend wholeheartedly to any 
customer. R/M wicks are clean burning, long lasting. They're priced right 
to give you a generous profit. They're the pick of the wicks. 


KI N D L E | T E R/ M's stonderd quolity woven 
asbestos kindler. A sturdy long-lived wicking with wire core in 
both worp and filling 
yorn. Packoged 5'2 ft., 
6 ft., and 100 ft. to the 
box, in widths of 7s”, 
1", 144" and 148". 





WOVEN GLASS tie cme oF por 


fection in stove kindlers, assuring long life ond maximum stove 
performance. The only 
gloss wicking woven with 
oe wire core in every 
strond te protect the 
burning edge Pockoged 
5\> f., 6 f., end 100 
ft. to the box, in widths 
of 75", 1% 1%" and 


1%" 





QUIK FLAME 


The most efficient kin- 
dler ever developed for 
range burners. Patented 
open mesh construction | 
provides best possible 
results with distillote 
oils, The extra-heovy 
wire core yorn keeps 
the kindler upright in the 
burner channel. Gloss 
yarn at burning edge facilitates the removal of carbon deposits 
Packaged 6 ft. to the box, 78" and 158” wide 











The same Quik flame wicking that hes proved populer in con 
tinvous lengths is now available in crimped sets to fit all stonderd 


8” range burners. Pockaged in sets of 4 oversize (1 wide) wicks 





Factories: 
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RAYBESTOS-MANHATTAN, INC, 


ASBESTOS TEXTILE DIVISION « MANHEIM; PA. 


Manheim, Pa.; No. Charleston, S.C 


RAYBESTOS MANHATTAN INC. Manufacturers of Asbestos | exties + Packings - Mechanics! Rubber 
Products * Abrasive and Diamond Wheels 
Radiator Hose * Rubber Covered tquioment + Sintered Meta! Products + Bowling Balls 


Brake Linings + Brake Blocks + Clutch facings + Fen Belts 
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NEW COLORFUL DiIs.- 
PLAY makes sales on the 
spot! More merchandising 
helps available including 
folders, aoqegepes ads, 
mats, etc., to help you cash 
in with Keystone! 


U 


eystone 


FRAMELESS TENSION SCREENS 


4inum 


It's a MONEY-MAKER for you—this 
revolutionary new KEYSTONE Aluminum 
Frameless Tension Screen! Cash in on 
today’s great market—thousands of homes 
with double-hung windows need full 
length window screens. Keystone is the 
answer—a low cost, top-quality, new type 
of screen that appeals to your customers 

.. and sells fast! 

You sell the COMPLETE screen, 
available in standard and special sizes. 
The user gives you width and height 
measurements and he can install complete 
unit in a few minutes. Sells on sight with 
these advantages: adjustable sill bar for 
tight fit on uneven windows, five strand 
selvage, easily replaced screening, low first 
cost and low upkeep, neat appearance. 


Easy to Install 








Profits for You! 


KEYSTONE WIRE CLOTH CO 
Dept. B-12, Hanover, Penna 






Without obligation, send me complete de- 
tails, prices and discounts on NEW profit 
making Keystone Frameless Tension Screens 







Firm. . 







Atn. of 






Street 


LOW COST— 
LOW UPKEEP ! 





City 





are no large, artificially-created, 
stocked and developed lakes as in 
some sections. A drought, classed 
as such because precipitation has 
been sub-normal, has persisted 
over most of Texas for nearly two 
years. So fishing tackle sales last 
spring were not what they should 
have been 

Nevertheless, fishing tackle and 
other sporting goods moved out of 
Lion Hardware at a substantially 
increased rate. For the counterpart 
of the gun crank is, the Pechaceks 
say, the fisherman who takes 
regular inventory of his tackle and 
makes replacements or additions 
his fancy calls for, whether needed 
or not. He is goaded by whatever 
makes a fisherman that way. He 
is unable to resist a new, improved 
rod, reel or lure—when tempting- 
lv displayed 


Specialty Salesmen 


The Pechaceks believe that 
sporting goods selling is specialty 
selling, that at least one salesman 
addicted to both hunting and fish- 
ing, with a lively interest in all 
sports, should be on permanent 
duty in the department 

In the 26 years of Lion Hard- 
ware history, there have been 
three such men in the department 
Currently the store is looking for 
such a salesman, the last man hav- 
ing been lost at the end of the 1951 
hunting Gilbert indicates 
that such a man will soon be on the 
staff 

“A man who sells sporting goods 
must know his merchandise even 
better than other salesmen,” Gil- 
bert points out. “Furthermore, he 
must be genuinely enthusiastic as 
a hunter and fisherman and he 
must have broad and accurate 
knowledge of outdoor activities in 
general. In fact, he must be one of 
the clan and that means he must 
be able to tell tall stories about his 
exploits with the exaggeration all 
sportsmen indulge in 

There is something else he 
needs, too. That is more ability as 
a salesman than any other floor 
salesmen in a hardware store. For 
the sporting goods salesmen must 
in a great many instances, actually 
do a selling job that goes beyond 
a recitation of the merits of the 
merchandise. He must do a selling 
job because sporting goods are not 
among the necessities of life 
People can get along without 
sporting goods 

“That's why it is our policy to 
reward a sporting goods salesman 
in charge of his department. If, by 


season 
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PROF! 


Quality-Built CLARK Rotary Mowers 


Are Fully Guaranteed 
CASH IN Now on These 


Trouble-Free Mowers in 1952 








ROTARY MOWER 


 — a 


Nationally Advertised 


IN / .y 
House Beautiful »2 








Eight Big Features Boost Sales! 


1 New die-stamped one-piece stee! chassis with reinforcing ribs 
baked green crinkle finish paint with red wheels, greatly enhance the 
appearance of the Clark Rotary. A weight reduction of approxi 
mately 15 pounds is also achieved 


2 Light weight, powered by nationally famous Leuson, Clinton 
Red Seal Continental and Briggs & Stratton motors. These air-cooled 
2 HP 4-cycle engines provide an abundance of power for cutting 
high or low grass and weeds. Heavy duty models have 2'/2 and 
3 HP 4-cycle engines. 


3 specially designed heat-treated spring stee! blade cuts swath 
20 inches wide no after trimming necessary. Blade easily re- 


moved for sharpening. A single set screw locks the blade assembly 
in position for desired cutting height 


4 New spinner head assembly has bal! bearings sealed in grease 
at factory 


5 Four wheels with ball bearings, equipped with 10 « 2 semi 
pneumatic puncture-proof tires 


6 Safe operation. Blade fully protected on al! four sides. New 
swinging back-stop permits easier handling on rough terrain 


7 Long trouble-free service. No gadgets to get out of order. A 
real quality mower you can sell with confidence 


Our Southeastern sales record speaks for itself. Ask your jobber for Clark Rotary Mowers, or write... 


CLARK MANUFACTURING COMPANY 


Tel.: Atlanta, Ga. — CRescent 336! 
Clark rotary mowers are now available in Canada. 


CLARK MANUFACTURING COMPANY, 300 Melville Road, DECATUR, GEORGIA 
Please send descriptive folder and dealer franchise information on Clark Rotary Mowers. 


NAME . 
ADDRESS 
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CITY STATE 
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a PROFITABLE 


TO AN 
AGE OLD 
PROBLEM 


War not capitalize on the age old 
problem of sore, aching knees caused 
by inadequate protection in kneeling 
work? Judsen Knee Pads are a natural 
.. comfortable protection for ail knee 
workers . . . profitable sales for you! 


Order a dozen pair, display ‘em and 
a they'll sell themselves! 





Dealer's Cost 
$1.50 per pair 


Suggested 
Retail Price 


$2.50 per pair 
ASK YOUR JOBBER 
OR WRITE 


Mode by JUDSEN RUBBER WORK 
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For every 


APPROACH 





MOLDED RUBBER 


KNEE PADS 











“Down on the 
knees” Job! 





2 
§, INC., Chicago 24 









his diligence and enthusiasm, a 
sporting goods salesman raises and 
maintains the volume of his de- 
partment, he is entitled to an in- 
crease in income. 

“A customer may have acute 
need for a space heater and buy 
after the salesman repeats the 
manufacturer's claims But a 
prospect for a fly rod, for example 
doesn't have to have a fly rod. And 
before he buys he may come back 
six times just to handle one rod 
measuring it carefully by his 
finicky personal tastes 

“That's why sporting goods sell- 
ing is really specialty selling.” 


7 


As Dealers View 
Gevernment Controls 


(Continued from page 56) 


business I feel this is just another 
vote-getting scheme out of Wash- 
ington.” 

Waco — “Price controls as ap- 
plied to the hardware field are 
absolutely useless. It seems that 
from the top to the bottom, men 
in charge of price controls, etc.., 
lack the information needed to ad- 
minister the controls.” 

Runge—“Controls would not be 
needed if (the administration) 
would not create false shortages. I 
haven't seen anything that they 
control.” 

Sealy—“In my estimation price 
controls are just that much ‘bunk’ 
particularly as they apply to small 
appliances, hardware, etc. I feel 
that they are creating a lot of 
‘necktie’ jobs. We have cut all our 
merchandise considerably below 
ceilings and are selling much at 
cost and slightly above. We seldom 
get the full markup allowed.” 


Virginia 


Ruckersville — “Price controls 
are not needed at present; neither 
are they workable nor effective.” 

Roanoke—“If shortages appear 
this year inflationary prices would 
result if there were no controls 
Therefore, I am in favor of con- 
trols, assuming there is reason to 
expect shortages. We waited too 
late last time.” 


West Virginia 


Rainnelle—“I do not believe in 
any of the government controls or 
regulations. I still am of the 
opinion that unless there really is 
an emergency, people should not 
be regulated. It looks like social- 
ism.” 

Sutton—“In my opinion price 
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Old-Hi-Says — |Mr. Hardware Dealer - 
~~ {here's a brand new item 
to make money for you 





Tackle Sense 





means 
Tackle Dollars! 








FAMOUS TAYLOR-MADE 


Red Tip 
Your H-I man has the tackle sense that means extra 
profit for you. That's because his business is selling 
tackle—and nothing else. He's in a position to know 


what tackle will move for you...what items may not. Now, deslers con sell these popular tongs which heve been stenderdl 
He knows tackle merchandising and display... offers ao the famous LOGGERS DREAM for years. Vaerenghi 4 
. Proven and accepted by the lumber industr the best fong on the” 
you valuable sales tools that are proven volume-build- morket. Made of finest nickel dooms tigh tetdie steel “‘ergingndl 
ers. Best of all, he is one great source for all your MAIL COUPON TODAY. : 
tackle needs —the H-I line (29,000 items) is complete, Fr TAYLOR MACHINE WORKS Dept. B = as | 
with tackle for every fisherman and every kind of fishing. LOUISVILLE, MISSISSIPPI , 
‘ . ? sen me ie mn indi 
See your H-i man. Ask him about H-I's outstanding t {tlniemom ‘order—i0 pain.) Ship & oot Rall cer NOTE i 


25% discount with 2%. 0-day terms. Additional! 5% quantity dis 
count if dealer buys $3,000.00 worth of tong: within 12 month 


1952 national advertising ... let him show you how eas- 
period. All prices F. O. 8. Louleville, Miss 


ily you can tie in for best results. Ask for his help, as Quentity Sesntatien on 
a tackle specialist, in building your tackle business. Extre Smell Pole Tongs (1 Steck) $10.35 set 
- e < Small Tongs (14" Stock) 18" Opening $15.20 set 
Hell be glad to help-—and you'll be glad he did! Medium Tongs (1% Stock) 22 Opening $17.50 set 
‘ P . Large Tong (!')"' Stock) 28° Opening $34.35 set 
If you don't know your H-! man, write us for his name. Extra Large Tongs (1% Stock) 32 Opening $37.40 set 

No. © End Tongs with 16° Sling (')"" Wire 

Rope) $30.20 set 


(Add iSc per ft. for longer sling) 
(For %" wire rope add per foot) 
No. | End Tongs with 16° Sling (4% Wire 


ORROCKS 








Rope) $35 40 set 
(Add '8c per ft. for longer sling) 
For Swivel on All Tongs $420 ee 
Hooks for \," of % Wire Rope $490 e 
Openings Are Approximate and May Vary Slightly 

NAME 
UTICA, N.Y. rine 

° ADORESS ——s 

Manufacturers of the Largest Line of Fishing Tackle in the World aC naeartlC crOClUC rOCOClUC rCClUlUC CCU clUCU CU 
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Whether playing games or 
selling chisels the hardware 
dealer still chooses a time- 
tested winner rather than 
gamble on a substitute. 


“Shark” Brand Swedish 
Charcoal Steel Chisels, al- 
though often imitated, have 
never been equalled in 
workmanship, steel or per- 
formance. 


So why take chances with 
your customer’s goodwill ? 
Offer them “Shark” Brand 
Swedish Chisels, sold na- 
tionally for over half a 
century. You'll find they’re 
not only dealer’s choice, 
but customer’s choice 

as well. 

















WRITE FOR 
INFORMATION ON 
“SHARK” BRAND 
CHISELS 


ALL PATTERNS 
AND SIZES. 





ESKILSTUNA, SWEDEN 










fan2dvik faw a Jeo/ 47 WARREN STREET 


NEW YORK 7, N. Y. 


\ Division of Sandvik Steel, inc } 





controls are not needed as good, 
healthy competition takes care of 
that. To me they seem to be just 
one move towards communism 
They certainly make it more dif- 
ficult for smal] business to exist.” 


. 


Selling Farm Fencing 
(Continued from page 59) 


2,496. Farms with conservation 
plans nearly complete produced 
livestock with an average value of 
$3,134, as compared with $2,140 
for the other group, or an average 
increased income of nearly $1,000 
per farm on livestock alone 

In other words, the buying 
power of the conservation farmer 
increases as he applies his con- 
servation program on the land 
The kind of fence that was good 
enough for his old unimproved 
pasture, isn’t likely to be good 
enough for the pasture he is de- 
veloping under his conservation 
program. And the same thing ap- 
plies to all other farm items that 
hardware dealers have for sale. 

To get a better understanding of 
some of the changes that are tak- 
ing place on the farm land 
throughout the Southeast, maybe 
it might be helpful to take part in 
one of these farm tours occasion- 
ally. If you haven't been on one 
recently, you'll get a thrill out of 
seeing some of the things that are 
happening out on the land 

Even if you have to sit on the 
front seat next to the driver, 
there'll be some compensation in 
remembering that the gates you 
open are gates of opportunity— 
opportunity not only for farmers 
and business men, but for all the 
other folks in your community 
who in the final analysis are de- 
pendent on the productivity of the 
land 


+ 
Planned Merchandising 


(Continued from page 57) 


read. He has membership in sev- 
eral of the nine hunt clubs in his 
town, and he attends meetings 
regularly. Whatever information 
he acquires, particularly in new 
hunting and fishing supplies like- 
ly to be called for, he applies in 
the store 

Hawkins Hardware Co. makes it 
a point to participate in exhibits 
sponsored by local sports clubs 
and associations. For example, at 
the Rockingham Game and Fish 
Club, the store had displays of 
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MILLERS FALLS 
paenen! S 
~\ 4 


MAKERS PLANES 


a 






Wye))) 4 PATTERN 


No. 3304 PLANE DISPLAY UNIT 


For years, the No. 33 Block Plane has sold to professionals by the 
thousands as a standard shelf item. Now, in the new, colorful display 
package illustrated above, sales will multiply many times over. 

It’s a natural impulse-sale item, perfectly adapted to modern, self- 
service selling. Designed and introduced specifically for Hardware 
Week, this new package will be permanently available to build sales 
on the No. 33 for you. 

The No. 33 is sturdy and well built — with solid tool steel cutter — 
razor-sharp, honed and ready for use. It’s ideal for use in close 
quarters, for edging, shaping curved surfaces and many other plan- 
ing jobs. It has wide appeal for home owners, hobbyists, craftsmen, 
carpenters, modelmakers and patternmakers. 

er several of these new display units from your jobber. Take 
advantage of the heavy consumer advertising planned for Hardware 
Week and the powerful selling effect of this new display package 


No. 3304 Display Unit Weight Price por Unit 
complete with 4 No. 33 Planes Approx. 2 Ibs. 


$4.00 
SPECIAL PRICE FOR $320 
HAROWARE WEEK ONLY oe 





Another new 
Millers Falls 
Self-Selling 
Display Package 
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it's SOUTH BEND for Actio 


From trout to tuna South Bend rods 
sportier thrill-packed angling. It's 
ship, choice materials and designin} 
that goes into the building of every 
the difference. To be sure of gettin’ 
enjoyment that only quality can giv 
BEND when you buy 


\ 














ni 


oi 


inflve nes 


angle™ 


Goe Bates, Da. light Action Spinning Red. An 


ideal 7’ bamboo rod for pond, stream, lake w 


ith 1/8 


to 1/4 oz. lures. No. 569-— $25. No. 669 medium 
action $27.50. South Bend models $14.95 up. 


Doe Bates, Da Medium Action Salt Water Spin- 
ning Rod. XL” Hollow Glass Shaft. 70” tip, 38” burt 
No. 3869 — $39.50. No. 3769 lighter action — $37.50. 


Black-Oreno® Casting Line. Nylon 


Ib. tests $2 up, per 50 yards 


per 50 yard spool 

Excel-Oreno® Fly Lines. Double 

bug tapers, silk $11, Nylon 
$9.50. Level sizes, silk — $2.20 
Nylon — $1.95 up per 25 yards 


FREE so0x ON FISHING 


Over 100 pages of fishing tps 





instructions, fish pictures, new 

tackle. FREE! A post card gets it 
SOUTH BEND BAIT CO. 

900 High St., South Bend 23, ind. 


Dependable* Line. Nylon 24 to 108 
Ib. tests in green or tan $1.40 to $3.60 


LINES YOU CAN TRUST! 


KK 


to 40 Ib. rests $1.20 up, silk —9 to 24 


and 


up, 





SOUTH BEND 
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high-powered rifles, automatic 
shotguns, and target pistols 

However, having in stock the 
first item a customer asks for 
leads to tie-in sales in the same de- 
partment, Hawkins pointed out 
citing a 20 percent increase in 
hunting accessories sales volume 

If you have the rifle a man 
came in to buy, you have a good 
chance of selling him additional 
items,” he explained. “You can 
sell him ammunition, gun oil and 
gun grease, a rifle sling, or « high 
powered scope, a gun sheather and 
cleaning rod set, or some other 
item. Sometimes you can interest 
him in a pair of hunting pants o1 
cap.” 

Hunting clothes frequently are 
placed on special order, since 
styling is an individual matter and 
the customer may want a par- 
ticular kind of cut in a special 
garment 

“Anticipate the season sc that 
you are not caught short,” Haw- 
kins advised. “Know weeks before 
people apply for hunting and fish- 
ing licenses, so that if they make 
your department their second 
stop, you are a jump ahead of 
them on precisely what they will 
need.” 

Hawkins Hardware Co. adver- 
tises its large sporting goods in- 
ventory through newspaper and 
radio announcements. Pre-season- 
ally and seasonally, they are run 
daily in the newspaper, while 
radio announcements are used 
daily 

To supplement other promo- 
tions, one full window display is 
devoted to sporting goods 

The sporting goods department 
is a profitable venture for any 
dealer, and requires only a rela- 
tively small inventory, Hawkins 
believes. “Know your local needs 
and anticipate the season on all 
fronts,” he advised, for a success- 
ful hunting and fishing supplies 
department 


+ 


Used Gun Department 
(Continued from page 60) 


usually let them browse until they 
ask a question about one of the 
guns 

“We have found that 12-gauge 
shotguns are the best sellers 
among used guns, so we naturally 
try to buy as many of this gauge 
as possible. We have been unable 
to meet the demand for several 
years, however. Ordinarily, the 
customer will settle for another 
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Ked Taggs 
Merchandising 


recommend Cyclone Lawn Fence 
and Flower Bed Border together’ 


@ Spring's the season when home owners start 
thinking more about the outside appearance of 
their property. And it’s the season for you to put 
special emphasis on two Cyclone “Red Tag” Prod- 
ucts that are a natural combination—Lawn Fence 
and Flower Bed Border. 

Both these Cyclone products are made of strong, 
straight, galvanized wire. Picket spacing is uniform; 
horizontal cable crimps are deep. And they are both 
manufactured in woven and welded styles, allowing 
you to offer your customers perfectly-matched 
property protection. 

When a customer asks for one of these “Red 
Tag” products, be sure to call his attention to the 
other. And don’t forget to recommend related 
items, such as Cyclone Gates, Trellis and Catch-all 
Baskets, as well as your own line of tools, seeds and 
fertilizers. 

Be sure you are ready for spring business by or- 
dering Cyclone “Red Tag” Lawn Fence and Flower 
Bed Border from your jobber now. Steel allotments 


may limit supplies, so act now 


CYCLONE FENCE DEPT.. AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL COMPANY 
WAUKEGAN, ILLINOIS SALES OFFICES COAST TO COAST 
UWITED STATES STEEL EXPORT COMPANY, WEW YORK 


U-S*S CYCLONE 
“ped oq 
HARDWARE PRODUCTS 
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“For customers who want 
better-looking lawns — 


/ 
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type of gun if we don't have ex- 
actly what he wants 

“Most used gun sales are to 
farmers,” Compassi pointed out. 
“As a result of this, we are able 
to reach a number of farmers who 


so we do not realize as much 
pedestrian traffic as other local 
that's enclosed 
¢ ie 
TTT Sa 
‘ 

: used gun on the lay-away plan at 
or on | é Sa é any time of the year, permitting 
f the customer to take as long as he 
\ 


hardware men.” 

Farmers who come to the store 
to talk guns are good prospects for 
paints, tools, wire, nails, etc., and 
the store takes full advantage of 
this opportunity to build periodic 
window and counter displays fea- 
wishes to pay for it. But they will 
not sell the guns on credit. Having 
found that the gun customer, like 
the electric fan customer, some- 
times uses his purchase during the 
appropriate season and then lets 
the store repossess it, Compassi 


' 

t é S ira might not otherwise have visited 
us. Our store is not located in the 
heart of the business district, and 

§ rew 0 ive 
turing this type merchandise 
Compassi and son will sell a 
sells guns only for cash or on lay- 
away 





SP 


boost hand tool department 





profits with this Greenlee ms 
: high-quality tool Unique Display Ideas 
Here's the Spiral Screw Driver that immediately (Continued from page 62) 
takes the customer's cye. It's casy for him in the display windows, one of 
to see how well he's protected fingers can't which is located at either side of 


the all-glass entrance. As shown, 


get pine hed when working with this fine 
each window is eight feet deep by 








i tool. And since it is enclosed it stays dirt and 
grit free for long years of good service. A glance — feet — - a Ne : 
. ylatform elev: o knee-leve 
: at the Greener Enclosed Spring Return F ; ns me a a saticied 
; and covere rith plain, polis 
H Spiral Screw Driver also tells that it ts of high P P 
gray linoleum. The only props 
quality through and through. All parts are used are bright fluted aluminum 
made to stand up under hard use inside and “gates” set at the rear, which are 
; outside sleeves and nose of stainless steel, 2-foot high sections of “fencing” 


and which can be used to divide 
the windows into two sections to 
close up the back. Walls at the 
rear and side of the windows are 
of a plain, light pastel color, with 
no signs, no brackets, etc., allowed 
to interfere with their simplicity 
Window displays always consist 
only of a few widely-spaced items, 
each receiving individual atten- 
tion. Even when display hand 
tools, cabinet hardware, or similar 
merchandise is featured, Bailey 
never displays more than eight to 
12 such items. He insists on ap- 
proximately 20 inches of clear 
space between items, which are 
set checkerboard fashion on the 
gray linoleum floor. If signs are 
used, they are small 4 x 6 inch | 
white cardboard types, set in in- 


GREENLEE TOOL CO., 1822 HERBERT AVE., ROCKFORD, ILLINOIS | dividual brackets to give the price, 
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drive nuts of phosphor bronze, other parts of 
high strength aluminum and steel. Hard- 
Wear handle of attractive, durable green 
plastic Made in small and medium sizes 
individually packed with three sizes of 





bits in handsome package. Get complete 
details on this sales-maker now. 


= 
GREENLEE 





STOCKED BY LEADING WHOLESALERS 
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Peters “High Velocity” big-game car- 






When a veteran guide tells how to go after game— 
smart hunters listen! 

Bob Alexander, on the right, has been guiding 
hunters for many long years around Merrymeeting 
Bay, Brunswick, Maine. He knows where the game 
is and he knows the best ways to knock it down. 

Here's what Bob has been telling hunters about 
Peters ammunition—through the pages of the na- 
tion's leading outdoor magazines: 

“Whether it’s shells for duck shooting on Merry- 
meeting Bay or 22's for hunting small game, Peters 
is my choice. Right now I'm using Peters ‘High 
Velocity’ 22's. They deliver a smashing blow that 
knocks down small game and pests for keeps.” 

Hunters want the kind of power that makes Peters 
the choice of famous guides. There's no more pow- 
erful ammunition in the world than Peters “High 
Velocity.” That's why it pays to recommend it to 


all your customers. 








PETERS power-packed line 





Power-packed Peters “High Veloc- Hard-hitting Peters “High Velocity” 


tridges pack smashing power for hard- ity” shotgun shells bring down high, 22's are tops for small game and pests. 
to-stop game. Uniform bullet expansion, fast-flying game. “Rustless” non-corro- “Micro-Perfect” bullets «+ newest smoke- 
minimum disintegration on impact, max- sive priming for split-second ignition + less powder « special lubrication to pro- 
imum killing energy. “Rustless” non- “W ater-Tite” bodies « progressive-burn- tect rifling « “flat” trajectory + “Rustless” 
corrosive priming for fast ignition. ing smokeless powder + uniform shot non-corrosive priming for split-second 


size and shot count. 


PETERS packs t 


OU POND PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
Rustiess” is Reg. U. S. Pat. Off.“High Velocity” is a registered trademark of Peters Cartridge Division, Remington Arms Company, inc. 
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brand, or information about the 
merchandise shown. Neatness and 
orderliness in every aspect of 
window merchandising is the end- 
product of such thinking, and the 
result has been a much higher 
volume of sales, particularly in the 
“big ticket” classification, Bailey 
said, 

Typical of the merchandise 
which has benefitted most from 
these attractive “display frames” 
are expensive fireplace accessories 
in which the Parker-Sledge store 
has specialized since the remodel- 
ing program. Neat, individual dis- 
plays, consisting of one set of fire- 
place andirons, screen, firelogs, 
and similar items helped sell more 
than 100 complete sets in the 
period of only 30 days. 


Medel Railroad System 
(Continued from page 50) 


demonstrator for the store’s model 
railroad department, which be- 
gan several years ago as a hobby 
and now accounts for a sizable 
part of the store’s volume. 

The model layout rests on a 
table approximately 10 feet square, 


and is flanked on three sides by 
tables which display other items, 
yet which allow room to waik be- 
tween them and the trains. On the 
fourth, or rear, side, two gates 
serve to keep away the merely 
curious yet permit interested cus- 
tomers to enter. Shelves under- 
neath offer storage space for new 
units and spare parts. According to 
Bizet, the space occupied by this 
display carries at least four times 
the investment of any equal space 
in the store. 

“There’s plenty of turnover,” 
Bizet said. “But it’s not easy to say 
how often. There are parts and 
service sales every day, but, on 
the whole, model railroad selling 
is pretty much a seasonal proposi- 
tion. Fans do most of their rail- 
roading in the winter, and our 
sales volume is greatest during the 
Christmas season. Last Christmas 
it accounted for about 25 percent 
of our volume.” 

Bizet handles only one make 
of nationally-advertised trains, 
though he is often called upon to 
service other makes. It is the 
service angle which has, to a large 
extent, been responsible for the 
growth of this line 





... Buile right...to hold tight 
—their dependability has been 
a ized characteristic of 
CLARK FASTENERS for close 
to a Century. 


61d 
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Bizet can outfit a new railroad 
enthusiast or an old-time railroad 
fan with items running into 
hundreds of dollars right out of 
stock. But one thing he refuses to 
do: sell a layout similar to his 
demonstrator. “It's too compli- 
cated,”’ he explained. 


° 


Ladders Need Promotion 
(Continued from page 54) 


“Similarly, in selling to the 
farmer, we must realize that the 
farmer is interested primarily in 
what the ladder will cost him, 
how many jobs he can do with it, 
the durability with which it will 
withstand hard usage and outdoor 
weather, etc. Where the contract- 
painter, house-construction crew, 
etc., are concerned, the ladder 
must be presented on the basis of 
its value per dollar expended, with 
the same durability and safety 
factors which appeal to the home- 
owner. We must realize that most 
commercial users of ladders are 
readily capable of building their 
own, and that unless the Jadder 
has many special features which 
appeal to them over their own 
construction, there is little oppor- 
tunity to make the sale.” 

Peer’s Hardware Co. appeals to 
all types of ladder prospects with 
a mass display. Located near the 
cashier's elevated platform in the 
center of the store, the big display 
shows stepladders ranging from 
4-foot heights up to 10-foot models, 
laid out in a 25-foot row down the 
side of the store. Incorporated are 
exclusive stepladders which have 
been selected by the store to meet 
all the requirements of individual 
customers. Every ladder offers 
such features as non-rusting, per- 
manent reinforcements, studs, 
washers, and bolts, to keep them 
at maximum usefulness outdoors, 
where farmer or contractor is con- 
cerned. Models for home use offer 
a platform on which a can of paint, 
a bucket of water and scrub brush, 
etc., may be set. Similarly, two 
models are available with ex- 
tremely short-spaced steps, which 
appeal particularly to small wom- 
en. Exceptionally broad steps are 
available on other models. 

Peer’s Hardware Co. very sel- 
dom promotes ladders on the basis 
of cut-price or mark-down sales 
Instead, a reliable, well-known 
product has been chosen. 

Advertising creates prospects, 
but it is the mass display inside 
the store which has shown most 
efficiency 
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Complete Line 
of Rotary Mowers 


16-INCH ELECTRIC 
U.L. approved, 4s H.P. Delco motor 
Delco safety switch. Offset, solid-bar 
type, Swedish spring steel blade. Five 
cutting heights. Slip clutch, outboard 
bearing and other quality features 
Attractive yellow, baked enamel fin- 
ish with black trim 


16-INCH GASOLINE 

Easy starting, 1.2 H.P. Roto-Power 
engine. Ball bearing crankshaft, out- 
board bearing, slip clutch, automatic 
governor and on-off safety switch 
Offset, solid-bar type, Swedish spring 
steel blade. Five cutting heights. Yel- 
low and black 


18-INCH ELECTRIC 
All the features of 16-inch electric 
model, but cuts an 18-inch swath, so 
mows about ten percent faster. Same 
big, easy-rolling steel wheels with 6 
by 1.5 inch rubber tires to protect the 
finest lawn. Smart peacock blue fin 
ish with yellow trim 


18-INCH GASOLINE 


Full 1.5 H.P. Roto-Power engine with 

needle bearing connecting rod and 

all features of 16-inch gasoline model 

Cuts 18-inch swath, so mows faster : 
Same big, easy-rolling steel wheels t 
and 6 by 1.5 inch rubber tires. Pea- 

cock blue and yellow 


22-INCH TWIN CYLINDER 


3 H.P. twin cylinder Roto-Power gas- 
oline engine with ball bearing crank- 
shaft, slip clutch, outboard ing, 
hand throttle, on-off switch and other 
quality features. Oilite bearing, steel 
wheels; 8 by 1.75 inch tires. Red 
with gray trim 


Modern design, Light weight and 
mae’ : easy to handle. The best buy for 
See Your Distributor or Write Us both YOU and YOUR CUSTOMERS. 


SILVER KING, inc 
MONARK rN. @ 
CHICAGO 35, ILL 


Manufacturer of the Famous Monark Bicycles 
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Retail Trade to Continue 
on High Level During 1952 


As 1952 OPENED all indications 
were for another year of high- 
level business activity. With de- 
fense spending scheduled to reach 
a peak during the year and with 
employment continuing to rise, the 
nation’s retailers probably will 
have a steady demand for all prod- 
ucts 

However, soft lines may exper- 
ience a better year than durable 
products. Announced cut backs in 
production will mean less goods 
available for sale, with the result 
that sales of hardware, appliances 
and automobiles may dip slightly 
under 1951 levels. However, short- 
ages which have been predicted 
for months have as yet failed to 
materalize in any serious degree. 
And with the expansion of steel 
producing capacity there is a good 
chance that any drastic shortages 
in consumer durable products may 
be headed off. 

Meanwhile, inventories are in 
much better balance at retail than 
a few months ago, though whole- 
salers’ and manufacturers’ inven- 
tories of household appliances are 
heavy. But the definite rise in 
retail trade already noted prob- 
ably will remedy this situation 
Christmas trade in department 
stores, for example, set a record 
in 1951. 

Personal income of consumers, 
after taxes, was at a rate of 229 
per year in the last quarter of 
1951, and may reach 240 billion 
by the close of the new year, This 
combined with heavy savings 
points to a continuation of de- 
mand. It is estimated that spend- 
ing for personal consumption will 
hit 210 billion for the year, a five 
billion dollar increase over 1951. 

The price situation depends 
largely upon the outcome of the 
steel workers’ drive for increased 
wages. If wages are advanced — 
and it is generally believed that 


80 


some increase will be allowed — 
other unions will make similar de- 
mands with the result that prices 
will be forced upward. However, 
advances in prices and wages are 
expected to be limited 


High Goal Set for 
1952 Cotten Crop 


THE COTTON PRODUCTION goal for 
1952 as announced by the Depart- 
ment of Agriculture calls for 16 
million bales on a planted acreage 
of 28 million acres. 

The supply of cotton in the 
United States during the 1951-52 
marketing year is now estimated 
at 17.7 million running bales, 1.5 
million bales less than the estimate 
for October. 

The price of cotton increased 
sharply during the fall of 1951. On 
December 26, the average ten spot 
market price for Middling 15/16 
inch cotton was 42.02 cents per 
pound, This was 23 percent above 
the low of 34.10 cents for current 
marketing year, and about 1.25 





cents below the price on the same 
date of 1950. 

The average price received by 
by farmers rose from 33.73 cents 
in mid-September to 41.00 cents 
in mid-November, then declined 
to 40.34 cents, 118 percent of par- 
ity, in mid-December. 

a 


Consumer Credit Up 
im Last Quarter ... 


WITH LOWERED OUTPUT in auto- 
inobiles and appliances, consumer 
installment debt probably will de- 
cline during 1952. However, in- 
stallment debt at the end of Oc- 
tober, the latest month for which 
statistics are available, totaled 13,- 
167 million dollars, four million 
above September. Automobile sales 
credit registered the first decline 
since April — from 4,175 million in 
September to 4,129 million — but 
the decline was offset by an in- 
crease of 50 million in “other sale 
credit and loans.” 

A 156 million dollar increase in 
charge accounts to 3,844 million 
reflected the seasonal rise in re- 
tail sales noted in October, while 
other consumer credit was also up, 
from 2,499 million to 2,517 million. 
Total consumer credit outstanding 
at the end of October was 19,528 
million dollars. 

















in sales 1l mos. % change Stock-Sales 
% change 1951 in inventories Ratio 
Geographic Nov. 1951 from Nov. 1951 
Division from from 
Nov. Oct. 1l mos. Nov. Oct. | Nov. Nov. Oct. 
1950 1951 1950 1951 | °51 50 23251 
U. S. Total T 
Sales +3 — 8 +8 +16 — 3] 161 144 153 
Hardware: H | | 
South | | | 
Atlantic + 6 — 9 +9 +20 0 | 231 | 205 | 209 
East South | | 
Central + 7 — 8 +5 +23 + 2 | 252 | 220 227 
West South 
Central —1 — 6 +5 + 7 — 8] 236 220 238 
| | 














Wholesale Hardware Sales and Inventories 
(From U. S. Dept. of Commerce Monthly Report) 


SOUTHERN HARDWARE for FEBRUARY, 1952 








THE ECLIPSE LAWN MOWER CO. 
Diviston of Buffale-Eclipse Corporation 
4002 Railroed Street Prophetstown, Illinois 
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Aladdin Names Johnson 
Chairman of the Board 


Victor S. Johnson, Jr., president of 
Aladdin Industries, Inc., Nashville, 
Tenn., has been elected chairman of 
the board of directors and chairman 
of the executive committee Mr 
Johnson will assume these functions 
in addition to his duties as president 
of the company, which post he has 
held since the death of his father, the 
company's founder, in 1943 

With manufacturing plants and 
sales offices locatea in various cities, 
consolidation and streamlining of ad- 
ministrative functions and procedures 
had become an important problem, 
and, under Mr. Johnson's direction, 
a new and modern plan was con- 
structed in Nashville, Tenn. Gen- 
eral office personnel was moved from 
Chicago to Nashville in 1949 





Victor S. Johnson, Jr. 


The new plant houses not only the 
general office of the corporation, but 
manufacturers Aladdin’s many items 
The corporation also operates plants 
in Indiana, Canada, England, and 
Australia 


7 


Butler Mfg. Co. Observes 
Fiftieth Anniversary .. . 


A surprise announcement of a new 
general manager, the unveiling of 
new production facilities and office 
quarters, and payment of employees in 
$2 bills highlighted a three-day series 
of Open House tours by the Butler 
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John A. Morgan (left) and Oscar 

D. Nelson shortly after Morgan 

was named general manager of 
the firm 


Manufacturing Co., Kansas City, Mo., 
December 6-8 

Occasion was the observance of the 
50th Anniversary of the founding of 
the firm. Some 5,000 residents of 
Greater Kansas City and industrial 
leaders from various parts of the 
country were guests during the cele- 
bration 

Announcement of the appointment 
of John A. Morgan to the post of 
general manager was made by Presi- 
dent Oscar D. Nelson. Morgan's rise 
to a top management post spans a 
career of a little more than 12 years 
with the company. A graduate of 
Wichita University and the Harvard 
School of Business Administration, he 
joined Butler to work in sales and 
advertising. In 1942 he entered the 
Navy and served three and one-half 


years. 
In his new position, Morgan will 





make the policy decisions affecting 
all phases of the company’s opera- 
tions. At 36, he is one of the young- 
est men ever to attain the top ex- 
ecutive position of a leading national 
industrial firm 

Butler Manufacturing Co. was 
founded in Kansas City in 1901, as a 
partnership between Charles R. But- 
ler, his brother N. W. Butler, and 
E. E. Norquist 

As a means of bringing the 50th 
Anniversary to the attention of Kan- 
sas citizens, Butler employees were 
paid in $2 bills, and it is expected 
that the bills will circulate through 
the hands of a large number of Kan- 
sas Citians, demonstrating the wide- 
spread effect of the company pay- 
roll upon the community 


sf 


Stanley Tools Holds 
Annual Sales Conference 


The annual Stanley Tools sales con- 
ference was held December 17 
through 20, inclusive, at the home 
office in New Britain, Conn. About 
40 salesmen from the company’s 
territories in the United States, and 
sales representatives from Canada 
attended the four-day conference 

The program included opening ad- 
dresses by John C. Cairns, president, 
W. R. Morse, executive vice presi- 
dent, R. W. Chamberlain, vice presi- 
dent in charge of sales, and Hoyt C 
Pease, general manager of Stanley 
Tools 

Much of the conference was de- 
voted to posting the salesmen on new 
developments and additions to the 
line in the form of actual tool demon- 
strations 
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THIS LITTLE BOOK 
makes friends for you 


and GREEN SPOT 


Here's light, amusing reading your best customers 
will enjoy. Famous cartoonist and writer, don herold, and 
authorities on lawncare put it together as your Green 
Spot service to your customers. This spring meke 
sure every one of your customers gets a free copy. 


Now’s the time to get the complete 
Green Spot merchandising story 
from your wholesaler. Get the whole 
story on the most terrific sell-all win- 
dow display in the garden field to- 
day. No fixed assortment or mini- 
mum order required. 

This tested, 3-panel full-color dis- 
play makes your store the “Garden 
Headquarters” in your community. 


It’s an unselfish display, too, be- 
cause it pushes related garden items 
in addition to Green Spot merchan- 
dise. Why, in numerous cases, dealers 
like yourself who tried it out re- 





See your wholesaler or write Merchandise Division, Scevill M ) pony, 


Gre veen Spot ME cers roi! 


Saiaidas'* eds 


ported related garden sales increases 
up to 100%. 

Talk to your wholesaler this week. 
Tell him you want to identify your 
store with Green Spot national ad- 
vertising in leading magazines. 





WEATHER-MATIC . Twin-Diel Power Heods 


Here’s the finest sprinkler of them 
all for postage-stamp lawns or fifty- 
foot lots. It’s completely adjustable 
for any distance from 10 to 50 feet. 
With lots of ball-bearings, this is the 
easiest running sprinkler you've ever 
seen. It leads the famous Green Spot 
line. Make it your leader, too. 

There’s a special Green Spot ac- 
cessory for every gardening need in 


oe" C. 





Poy i a 
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America’s most complete, high 
quality line of garden hose fittings. 
And see how splendidly they are 
packaged! Easy to handle! Easy to 
spot on the shelf! Snappy-looking, 
metal-edge, sturdy boxes in yellow 
and green remind your customers of 
their needs. So they do a selling job, 
too, all by themselves! 

And Green Spot gives you bin 
price tickets to promote every item 
—and product display cards that 
sell for you. 

You can keep yourself in a profit- 
able spot all spring and summer. 
Just talk to your wholesaler about 
Green Spot. Do it this week. Mer- 
chandise available in accordance 
with metal limitations. 













A PRODUCT 
OF SCOVILL 


"Reg. U. 8. Pat. Of 
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Laboratory lests Prove Even Low- 
far Better Than Any Other 


Ps FIRST IN ALL FOUR 
FIRST in FIBER GLASS CONTENT 


eet eae Someta tt owed Wendeceds bnive 50% save antuel gion Sieve 
than the average of all other rods! Here's the real “inside story” of glass rod 
—because strength, action, power and ability oom ae 
and foremost, on the percentage of fiber glass a glass con- 
Se ee eens Spares et Pree: of pasate 
ee ee ee ee Se See Sea Sine cane to 
*s superior quality and performance. 


FIRST iN HEAT STABILITY 


Another im highly practical test! All rod sections, bent in an identical 
arc, were in an oven and heated to 150° for 24 hours—like jamming a 
rod in the trunk of a car and leaving it out in the baking sun. Seven rods broke 
dp Su os tae Soe one te 194 Beas; one fe © Beare. Of those that came 





3 © Fest in CASTING POWER 


Bile “cqmenee” ten akan comal encting. (AR ced costions were of asect 
identical the Wonderod, none smaller. 


Some were larger 





| 

| 

| 
AV 





FOR THE FIRST TIME! You Can Offer Genuine Wonderods 
with 1-2-3 Zone Action in ALL PRICE RANGES! Prices Begin at 


Now you can offer a genuine fiber glass Wonderod at the Wonderod 1-2-3 Zone Action! This means: 1—Fast tip 
price of an ordinary glass rod! The new Shakespeare action for bullet-like casts; 2—Power to set the hook; 
“Favorite Series,” full length, first quality rods at $7.95, give 3—Accuracy made easy with Tru-Aim double offset han- 
your customers all the superior features of Wonderods, dies. The Wonderod line is complete—with rods for bait 
as “explained above, PLUS the design advantages of casting, spinning, fly and salt water fishing. 
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_ ts Priced Shakespeare Wonder 
fest bl le 










Fiber Glass Fishing Rods 
BORATORY PrTTseunen, Pa. 







o FIBER Glass 
CONTENT 
™ 












| | 
} ">! tam / j 


tes | ym» salene | mt | | oe] on | ome | 
$88) 48.7 43.8) 593 = ar 62.1 | 56.3/ 
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tom 
| 40.1 53.8/ 45.9) 524 39 
RESISTANCE To m | 
HEAT DisTORTIOn | O85 


+ 
om | tne 








| 1m! 70 | 12m | 19m torn 
























o> | tm 

— tone | nae) 008 |0.33 | tate robe | Broke | Brake Broke | 0.40 | Broke 

| jles | ¢ | less 

(IN INCHES) | [is Ti) tes | hed a ET Se i. . 

— es ee —~——.4, + + _ + + + + + - Hi 
CATAPULT Tesr "Onn tm) 3d | te im | a oy | om | mm > | tem | on 
* CM reer) 126) 124) 14.9/ 123/124! 163 146 | 135 19/133 / 138/147 | 105 | 149 
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Gn wcnes) | 18] 92] 96) 99 91/94/83) 87/93 $9/ 91/94! 08/109) 92 | 






all prices include Federal Tax 


id by U. S. Patents Nos. 2571717 and No. 2571692 
Wonderods ore protecte . 


Dept.sH2, 2, Michigen 
Ww! Kalamazoo 
LOOK TO THE LEADER FOR ALL THAT'S NE 


952 Price List and Cuteway 
Send Your Free } — 
Nome 
ee Zone 
City 


WONDERODS «: REELS + LINES + BA 
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S. DB. Allen, Disston 
Sales Manager, Dies 


( Wyte, liing gully Speaks fer ly Samuel D. Allen, hardware sales 
) : ‘ 
— - =, 


manager of Henry Disston & Sons, 

Inc., Philadelphia, Penn., died sud- 
OT : denly in Philadelphia on December 
' ™ 21. He was 47 years of age. 

A veteran of 25 years with the 
lll-year-old firm, Mr. Allen ad- 
vanced through various manufac- 
turing departments to become a 
hardware salesman, selling to deal- 
ers through Disston wholesalers 
After several years on the road, he 
was made assistant manager of 
hardware sales, and subsequently 
supervised file sales in Disston’s 
general sales department and was in 
charge of sales engineering phases of 
the entire hardware line 

In August, 1951, he was appointed 
hardware sales manager, bringing to 
the position long experience in hard- 
ware and a wide circle of friends. 

He is survived by his wife and two 
children: Samuel, 15, and Phillip, 11. 


. 


eee rye « 


Ocean City-Montague Pick 
Expert for Midwest Sales. . 


Ei Olson, champion of accuracy 
contests, instructor, and tackle con- 
sultant, has been engaged to serve 
as promotion and sales representative 
for Ocean City Manufacturing Co., 
and Montague Rod and Reel Co. 


McKINNEY 





Ed Olson 


DESIGNERS AND MANUFACTURERS Olson, with his wife, Betty, has 

won husband-and-wife competitive 

OF QUALITY HARDWARE SINCE 1865 events; as individual contestant, he 

captained division teams for the Chi- 

cago Park District Indoor Team cast- 

ing marathons. He has been named 

national %-oz. accuracy champion, 

received a perfect score in Skish bait- 

casting contests, and served as chair- 

man of the Chicagoland Council of 

Casting Clubs, as well as being 

elected secretary-treasurer of the 

Illinois Amateur Casting Association 

MCKINNEY In addition to organizing free cast- 

. ing instruction classes in Chicago, he 

: has served as captain and anchor 

: man for champion casting teams at 
1400 Metropolitan St., Pittsburgh 33, Po. i is ey various times and for many years. 


ee ee oe oe ee ee 
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Who gets the, Lame, when the Big One"geli oman ? 


When that four-pound bass or twenty-pound 
muskie snaps a brand new line and heads for 
cover, somebody gets the blame. 
More often than not, Mr. Dealer, it’s you. 
That’s why, with featherweight spinning 
tackle especially, it's good business to stock 


and recommend only the most trustworthy 
lines made! 


AIREX spinning lines, like all Airex spin- 
ning tackle, are guaranteed. Yes, guaranteed 
to deliver the full test strength claimed on the 






“DESIGNED BY EXPERTS 


Braided and Monofilament 


label, from threadlike Monofilament Nylon for 
lightest lures to the heaviest Braided line for 
surf-casting and trolling. 


For Airex—as the first, finest and foremost 
American manufacturer of spinning tackle— 
takes pride in the reputation it has with sports- 
men. Stock Airex—recommend Airex—and you 
sell the finest... spinning tackle that not 
only wins customers, but keeps them! 


AIRE CORPORATION 


Division of the Lionel Corporation 
411 Fourth Ave., NewY ork 16, N.Y. 
CHOSEN BY CHAMPIONS” 


AIREX MASTERERL $23.75 
With silent synchro- 
mesh gears which are 
guaranteed for life. 





™= 


AIREX SPINSTER $14.95 
AIREX SPINNING RODS $11.95 - $35.00 






< 








Nylon—strength fully guaran- 
ety cleimed co label. 3, 4, AIREX SPINNING LURES —_ )—— ~ 
6, 8, 11 and 12-tb. test. Tan or . . ii a ” E 
green. 12-Ib. test recommended Expert-designed; sure killers — 
also for bait-casting use. 100- $.65 to $1.35 om =,-—_ 1 —--- —_—— 

—_ -_ ~ _ 


yd. spool—$1.35-$2.25. 
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i try ee teres 


VLLER 


sauss in "49 






UPPED yOuR 


BEAT THAT RECORD IN 50 





HIT THE JACKPOT For You In *51 


NEW for 1952: 


HARDWARE WEEK SPECIALS 


#50HW FIVE-IN-ONE 
SCREWDRIVER SET 


Fastest moving set in the field! 
Includes handy roll kit; rtvong 


All Patier Tools Have Dealer's ext: 
STOCK UP AT THIS SPECIAL ed 8 

“HARDWARE WEEK" Perce WEEK only on. 
ORDER TODAY See ‘sbost thane "peline 


Jobbers: Write tor 
etdomargin coteing Theol, 


FULLER TOOL CO., INC. 905 FAILE ST., NEW YORK 59 






yest Producers of Unbreakable Amber undle To« 


Export Sales Department: John H. Graham Co seh eel...) ie ee SA 








Diamond Appoints Wright 
Vice President, Sales .... 


John A. Wright has been appointed 
vice-president in charge of sales for 
Diamond Expansion Bolt Co., Inc., 
Garwood, N. J 

Mr. Wright, who has been with 
Diamond Expansion Bolt for more 
than 40 years, started as an office boy 
in 1910. After holding various posi- 
tions with the company, he served 





John A. Wright 


for two years in the Navy in World 
War I, returning to the firm in 1919 
At that time he started on the road 
as a salesman, covering New York 
state, western Pennsylvania, eastern 
Ohio and West Virginia. In 1947 he 
was appointed assistant sales man- 
ager, and in 1949 became sales man- 
ager, which position he held until 
his most recent appointment 


° 


Borg-Warner Announces 
Chicage Works Changes 


Robert S. Ingersoll, president, In- 
gersoll Products Division, Borg-War- 
ner Corp., Chicago 4, Ill, has an- 
nounced changes in responsibilities 
at the company’s Chicago Works 

James H. Ingersoll, vice president, 
is now in charge of all contract and 
defense sales. Reporting to him will 
be A. J. Robertson, new manager 
of defense sales, and L. R. Miller, 
new manager of contract sales 

Robertson was formerly assistant 
to the president. Miller was formerly 
assistant manager of contract sales. 


o 


Trusiow and Carter 
Promoted by Corning 


In two executive changes recently 
announced by Corning Glass Works, 
Corning, N. Y., T. H. Truslow, Jr., 
former sales manager of the Con- 
sumer and Technical Products Divi- 
sions, was appointed general man- 


ager of the New Products Division, 


and John Carter, former New Prod- 





ucts Division manager, was named 
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The molten glass flows from this 
great refining furnace, or tank, 
. 


into this shallow drawing furnace. 


Here an iron bar lowers, the glass 
, sticks to it, and 








up she goes over this bending roll, 
onto the conveyor rolls and 


into this big cooling lehr for long, 


gradual, uniform annealing, which 
5 is: 


Why Dealers Are Saying, 
“L-O-F Glass is Easier to Cut, Saves Waste! “ 


Long, gradual, uniform annealing makes glass 
less brittle. That's why L-O-F Window Glass 
gives vou a clean, easy cut of even depth eee 
a crisp, smooth break. 

Why not test it. 


Glass. Cut it. Then cut a piece of any other 
kind of glass vou have in the store. See which 
will give vou less waste ... more profits. 

And send for our book on how to get more 


Call your Libbey-Owens: money out of window glass. 


Ford Glass Distributor and have him bring 
over a couple of lights of L-O-F Window 


Libbey ‘Owens: 
Ford Glass Company, 7122 Nicholas Building, 
Toledo 3. Ohio. 





LIBBEY: OWENS: FORD_.____. 
a Gpedl Name w GLASS 
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It takes satisfied customers to build repeat business. And nothing 
satisfies customers like Cortland Brand Netting! 


Why? Because Cortland Brand Wire Netting is extra strong, uni- 


formly woven 


made from finest corrosion-resisting steel to give 


years of service. It’s heavily galvanized and easier handling, too - 
meets U. S. Department of Commerce, National Bureau of Standards’ 


specifications. 


SELL THESE QUALITY CozZZZece BRANDS 


@ HEXAGON POULTRY NETTING America’s 
most popular poultry netting. Made in 34" 
1” and 2° mesh from 20 gauge wire. Standard 
widths: 12° to 72". Supplied in 150 linear ft. 
bales. Continuous-twist or lock-twist types. 
Galvanized before or after weaving. 


@ ANIMAL PEN NETTING Heavy grade hexa- 
gon netting, galvanized after weaving. In- 
cludes Mink, Fox and Crab Trap Netting. 
Mesh: 3%", 1", 14", 2°, 3". Wire gauges: 14 
to 18. Standard widths: 18” to 72°. Supplied 
in 150 linear ft. rolls. Continuous-twist type. 


@ HARDWARE CLOTH Available in standard 
and heavy grades. Uniformly woven and 
heavily galvanized. Standard widths: 24 
to 48°. Mesh: 2, 3, 4, 8. Supplied in 100 
linear ft. rolls. All-welded Wire Cloths also 
available in 4", 34° and 1” mesh 





Free Mercnanoisinc Kit! 


ro 





Colorful streamers to identify 
your store as Poultry Netting 
and Wire Screening Head- 
Quarters. Includes fait and 
Brad streamer. also folders 
and newspaper mats featur- 
ing Wire Screening. Send for 
your kit today 


WIRE SCREENING 


BRAND 


WB 





NAILS & BRADS ¢ WIRE 


WICKWIRE BROTHERS, INC. 


CORTLAND, N.Y. 








general manager of the Consumer 
Products Division. 

The move also re-establishes the 
Consumer Products Division as a 
separate division of the company 
Since 1948 it has been combined 
with the Technical Products Div. 

Mr. Truslow, who served as a 
major in the Army Air Force during 
World War II, joined Corning in 
1945 as sales promotion manager of 
the Consumer Products Division. In 
1947 he was named division mer- 
chandising manager, and in April, 
1947 was appointed assistant to C. D 
LaFollette, vice president, treasurer 
and director of sales, and was as- 
signed staff sales responsibilities. In 
1948 he assumed the post of general 
sales manager of the Consumer and 
Technical Products Divisions 

Mr. Carter joined Corning as vice 
president and director of Corning 
Glass Works of Canada, Ltd., in 
charge of sales and production. In 
1950 he was appointed manager of 
the New Products Division, with 
headquarters at the main plant in 
Corning. He retained this post until 
his present appointment. Mr. Carter 
also served as a major in World War 
II in the Army Air Force, and im- 
mediately prior to joining Corning 
was associated with Hartford-Em- 
pire Co., as production manager. 


. 


Neseeo Elects Hill 
Vice President, Sales 


The election of Paul H. Hill as vice 
president in charge of sales has been 
announced by Nesco, Inc., 201 N 
Michigan Ave., Chicago 1, Ill 





Paul H. Hill 


For the past year Mr. Hill has been 
director of sales for the firm. He will 
continue over-all direction of sales 
in the housewares, electrical, and 
stove and heater divisions of the 
company. He has served as principle 
sales executive for several large corp- 
orations and has acted as sales coun- 
sel in New York to a number of 
others 

He is now a member of the board of 
directors of Doro-Shaw Corp. of New 
York 
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» Advantages when 
3 », You Concentrate on 


NEE SN(E) 
SPRINKLING 
EQUIPMENT 


LINE 
CMP eRTiSED 


 ———_. 
THRU JOBBERS ONLY 


Here’s why it pays to feature just 
4 or 5 different Allenco sprinklers, 
with nozzles and accessories — 









@ You choose just the items that sell best for you! 
@ You are more certain of prompt, ample delivery! 
@ Your mats feature just one brand, pull better! 
@ Your display is more compact, more forceful! 
@ With less variety, your personal selling is faster! 


@ You tie-in with the biggest Allenco advertising! 


WIDE SELECTIONS INCLUDE — 





JUSTRITE — new model 
of the most widely 
used nozzle! Foctory 
tested ot 50-Ib. pres 
sure. Rugged, reliable 
right-priced, notionolly 
odvertised 


RING—Al! heovy sheet 
bross crimped all 
cround of two points 
gveronteed to hold 
under ony mvunicipol 
pressure. Fine sproy 
covers more oreo 


PARKSIDE — todoy's 
Qreotest sprinkler valve! 
Adjustable for lorge 
smoll of irregular plots 
Sproy of streom, sto 
tionery of rotating 
chrome fittings. 2-tone 


ORDER FROM YOUR JOBBER NOW 


if he hasn't enough selection of Allenco sprinkling 
equipment, write for names of jobbers in your crea. 


ESTABLISHE 


WAM NEES 


Manufacturing Co. 
CHICAGO 6 + NEW YORK 7 
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GOOD REASONS WHY 


NATIONAL LOCK 
HARDWARE ts prs. 


Y, SELL, SPECIFY AND Usl 


FROM SUPPLIER 


Ze 


ORDER your 





é, 
x 
« 
—“ 
Preven popular, this fine item for use on wood cabinets 
opens doors automatically with gentle touch of finger, 
wrist, elbow or knee. Easily installed. Assures positive 


latching action. Inexpensive to purchase, profitable to sell. 


—=_ 


This assortment of beautifully-styled, chromium finish 
cabinet hardware requires only a small! investment, yet 
answers a big part of all normal requirements. Complete 


with compact counter display board to help you sell. 


— 


BUILDERS HARDWARE 





A broad line of quality builders hardware. Butts, hinges, 


sash lifts, sash locks, barrel bolts, continuous hinges . . . 


everything you need, available from one dependable source. 
BALL BEARING CASTERS 


Look to National Lock 

to fill your caster re- 

quirements. An exten- 

sive selection of all types 

DISTINCTIVE HARDWARE...ALL FROM } SOURCE 


is promptly available. 





NATIONAL LOCK COMPANY 


ROCKFORD e@ ILLINOIS 


MERCHANT SALES DIVISION 
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HERE'S HOW: 


Sell your customers the 
VICTOR line of hand and 
power hacksaw blades and flex- 
ible-back band saws—the line 
that, over the years, has outsold 
them all. 


In addition, they'll appreciate 
copies of the timely, authorita- 
tive VICTOR Metal-cutting 
Booklet, full of helpful guid- 
ance on the selection, use and 
care of metal-cutting equip- 
ment. Be sure you have a sup- 
ply on hand — we're making 
sure, with consistent advertis- 
ing, that your customers know 
about them. 


Sold oaly through recognized distributors 


@ 10808 VICTOR 


SAW WORKS, INC 


* MIDDLETOWN, NY. USA 


Makers of Hand and Power Hack Saw Blades 


Frames and Metal Cutting Band Saw Blades 
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WHOLESALER NEWS 





J. L. White, Belknap 
Representative, Dies 


Joseph L. White, representative for 
Belknap Hardware & Mfg. Co., Louis- 
ville, Ky., died at his home on De- 
cember 16, following a heart attack 

Mr. White joined Belknap in 1898, 
following a short business experience 
in a retail store in Alabama. He rep- 
resented Belknap on territories in 
Kentucky, Alabama, Georgia and 
Florida, before taking the Terre 
Haute, Indiana, territory many years 
ago. He had been with the company 
for 53 years, and within a few days 
would have completed his 5lst year 
on the road. 


° 


Lewis Supply Co. Now 
Southern Hardware Co. 


Lewis Supply Co., Inc., has changed 
its name to Southern Hardware Co., 
Inc., “Wholesale Exclusively,” to bet- 
ter clarify the type of its business. 
The change became effective in Au- 
gust, 1951 

In past Lewis Supply Co 
was principally a mill supply house, 
but in recent years has converted its 
business and now is a wholesale 
hardware concern. No changes have 
been made in ownership, financial 
structure, or personnel, except to in- 
crease its sales force and hardware 
lines, according to T. G. Miller, pres- 
ident. 


years, 


o 


“Young” Bill Stephenson 
Still Active at 86... . 


Since William F. (Bill) Stephenson, 
well-known executive of Stratton- 
Warren Hardware Co., Memphis, is 
now 86 years of age, his associates 
thought it was about time he started 
to take life a little easy — and maybe 
do a bit of fishing, some traveling, or 
indulge in other activities for which 
he has never had much time during 
his busy 63 years in the hardware 
business 

So “Bill” was retired as vice-pres- 
ident of Stratton-Warren on January 
1. But he was altogether too spry and 
alert to consider retirement seriously 
Fishing and travel didn’t appeal to 
him. He preferred to deal with the 
intricate problems of the hardware 


business — such as supervising the 


preparation of a catalog covering 
some 35,000 different items, which 
is usually regarded as one of the big 
headaches of the wholesale hardware 
trade 





W. F. Stephenson 


However, Mr. Stephenson did in- 
dulge in some travel to the ex- 
tent of journeying down to New Or- 
leans where he is now very happily 
engaged in looking after the build- 
ing of a new catalog, the first in 10 
years, for Stratton-Baldwin, Inc., the 
New Orleans affiliate of Stratton- 
Warren. And after that assignment 
is completed, he will probably re- 
turn to his desk in the offices of 
Stratton-Warren in Memphis. 

“Bill Stephenson is one of the best- 
qualified hardware men in the na- 
tion,” said Leslie M. Stratton, Jr., 
president of the company. “His desk 
will be reserved for him if he sees 
fit to come to the office from time 
to time and serve in an advisory 
capacity.” 


* 


Lather R. Stein Honored 
by Louisville C. of C. 


Luther R. Stein, vice president and 
director of sales, Belknap Hardware 
and Manufacturing Co., recently was 
honored by the Louisville Chamber 
of Commerce. 

At its annual New Year’s Day re- 
ception, the organization presented 
Mr. Stein with a_ life-membership 
certificate in recognition of his dis- 
tinguished service to the Chamber of 
Commerce, which succeeded the 
Louisville Board of Trade three years 
ago. 
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woken? 





POWER & HAND 
LAWN MOWERS 





HAND LAWN MOWERS 


ens 





lightened by modern alloys, 
toughened by modern steels, 
improved in mony ways, BUCK- 
EYE Hand Mowers continue to 
dominate the field by fine per 
formance and economical pric 
ing, just as they hove done for 

many yeors. 


You con't offer your cus 
tomers better valves 
Five models, each with 
many features, to fit 
every type of lawn 
core. Be sure to ask 
for particulars 
on the BUCKEYE 
Hond Mowers. 


The power mower marx«et is still expanding; but buyers 
are more selective. Deulers know that demand is rapid- 
ly switching from mere engines, gadgets and glitter to 
an insistence on real performance. 






















KEY wer Mowers satisfy customers 
BUCKEYE Po y LAWN 
and build reputation because they combine 

modern engines, materials and design with 
plenty of practical lawn mower experience 
That is why dealers find them increasingly 
profitable to handle 

Six wolking models; 20°, 24” 
ond 28” single cut, 48" cut 
with troller units. Also rid 
ng models with wider 
a ne thet you con 


cuts 
stock 
ond recommend with com 


plete confidence. 





MANUFACTURING COMPANY 
SPRINGFIELD 
POWER & HAND 


OHIO 
LAWN MOWER 


ASTF00 


MOWERS 


met 1880 


. PLEASE 
Information ADDRESS 
on request Dept. \M.55 








BIG DEMAND 
CONTINUES FOR 


ALL-PURPOSE 
WINDOW 
MATERIALS 


HEAVY SELLING MONTHS 
STILL AHEAD! 
New VIMLITE wpes and wider uses 
continue to bring you EXTRA VOL- 
UME right through the Spring repair 
season now at hand. 


@ DISPLAY YOUR R-V-LITE PROMINENTLY 
@ CHECK YOUR &-V-LITE RESERVES 
@ ORDER AMPLE STOCKS TODAY 


Exclusive Monviocturers of &-V-LITE 


RVEY.C ORPORATION 


3462 % Kumbel Ave. Chcege 16 











SERVES THE SOUTH 


* 
A ROPE FOR EVERY NEED 
Waterproofed 


FITLER 








@ Manila Rope @ Sisal Rope 
@ Lariat Rope @ Fishing Rope 
@ Transmission Rope 


For 148 years the South has been a consistent 
user of FITLER ROPE. Look for the Blue and 
Yellow Registered trade mark on the outside of 
5,"" diameter and larger sizes and on the inside 
of all smaller sizes of Fitler Brand Pure Manila 
Rope. 


THE EDWIN H. FITLER CO. 
Philadelphia 24, Pa. 


—awaseeee 
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oy 
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Certiand Intreduces Three 
New Squash Rackets .. .. 


Three new squash rackets are be- 
ing introduced by the Racket Di- 
vision of Cortland Line Co., Cortland, 
N. ¥ 

The three new racket models, Top 
Trophy, Medalist, and Collegian, en- 
able players to select the style and 
price racket most preferred, it was 
announced. All three models offer 
stronger, livelier, longer-lasting 
frames. Because they are radio-fre- 
quency bonded, there is no built-in 
frame fatigue or internal stress. All 
parts making up the frame are weld- 
ed into a single, finer-playing unit, it 





was appointed out. This is said to 
help prevent frame fracture or o 
pening of glue joints when strung at 
high tension 

Catalog and price list on the new 
models are available from the manu 
facturer 


° 


New Super “20” Wader 
For Hunters, Fishers . . 


Seal-Dri Sportswear Co., Rockford, 
Ill., and Sherbrooke, Quebeck, Cana- 
da, announces the new Super 20 
wader, a fully flexible, lightweight 
wader of 20-gauge Vinylite plastic 
A year-round item, the wader is not 
affected by winter cold or summer 
heat 

Suited for wading after game that 


94 





falls in the water or for stream fish- 
ing, the Super 20 wader is said to 
give complete protection against 
dampness and is chest-high for wider 
useability. It is fully cut to avoid 
binding, as well as to allow greater 
room for heavy clothing. 

The wader is a stocking-foot type, 
complete with nylon suspenders and 
a breast pocket for carrying equip- 
ment. 


° 


New Jigit-Eel Lure 
Announced by Accetta 


Announcement of a new lure in the 
Jigit-Eel line of Accetta baits is made 
by Tony Accetta & Son, 890 East 
140th St., Cleveland 10, Ohio 

Due to its unique design and ma- 
terials, the lure is said to offer ex- 
cellent possibilities in fresh and salt 
water fishing. It is recommended for 
mackerel, bass, panfish, etc. 

Weighing only “% ounce, and with 
an overall length of two inches, the 
Jigit-Eel can be used with or with- 
out weights for spinning, casting and 
jigging. The brilliant nylon fibres 


are hand-tied to the metal head, with 
ample flare to permit them to quiver 
and pulsate with lifelike reality 
have a 


The 


fibres fish-like sheen, will 





not mat down, and will far out- 
last other types of skirts, it was an- 
nounced. 

The new lure is available in all 
popular head and nylon colors. Re- 
tail price is 35 cents 


. 


Seott-Atwater Announces 
1952 Outheard Motors. . 


The Scott-Atwater Mfg. Co., 2901 
E. Hennepin Ave., Minneapolis, 
Minn., has announced its 1952 out- 
boards, including four Shift models, 
ranging from 5 to 16 h.p., with a 
gear shift motor tailor-made for the 
transom of any type boat. Prices be- 
gin at $709.50. 

The Scott-Atwater Shift is said to 
give forward, neutral and reverse 
for easier, safer landings, and con- 
trolled, lurch-free starts. The shift al- 
so permits the fisherman to shift to 
neutral while he reels in a fish, re- 
verse to retrieve snagged bait. 





Shift motors in the line, all alter- 


nate-firing twins, include the 5 h.p 
1-16; 7.5 h.p. 1-20; 10 h.p. 1-25; and 
the 16 h.p. 1-30. A single cylinder 
model, the 3.6 h.p. 1-12, has a con- 
ventional transmission 

The 5 h.p. motor has the extra 


convenience of single knob carburetor 
control, which is a carburetor adjust- 
ment, choke and carburetor drain. 
And it has automatic gas and air 
vent control, which turns on the gas 
and opens the air vent simultaneous- 
ly 

The 1-16 has a roller-bearing pow- 
erhead and counter-balanced crank- 
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Everywhere in the world 
the long arm of the Law 
reaches for. . gm 
















used by police 
° e- 

signed to foil pick- 
. Proven best 






Largest by jentific test. 
scie b 
Mir. of Handcuffs Se ndfor folder. 


PEERLESS HANDCUFF CO., Dept. H Springfield, Mass 














N E VV IM PROVED 


Minute Man GUN BLUE 


ONE APPLICATION 


NOT A PAINT—NOT A LACQUER— 
MAGIC COLD CHEMICAL— 

Ss BLUES INSTANTLY 

poz, MAKES OLD GUNS LIKE NEW (ja 

i 6All «6mecessary equipment to 


h blue enclosed in each Box 
inute Ma )} Packed one dozen to « hand- 

G “UE I 
C4 ~e StU by 


pe New MPROV EDL 


some counter display case of 
Red, White and Blue 


NEW METHOD MFG. CO. 


Bex SHEZ New Methed Bids 
Bradterd. Peansytvania ascceves ov 
YOUR JOBBER HAS IT 
U. & PAT. NO. 2.527.202 

Write for FREE Descriptive Circeler 
We Have Been Making Gun Biving for Over Twenty Years 


J (wom-veorn 
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® This new colorful window and store display will 
exhibit WOODRUFF Lawn Seed and related prod- 
ucts in the windows and stores of WOODRUFF 
dealers throughout the nation this season. 





These four booklets give the customers of WOOD- 
RUFF dealers ample information about lawns and 
help mightily to sell WOODRUFF Lawn Seed and 
related products. 


Millions of Lawn Seed users all over America will 
read about WOODRUFF products and WOOD- 
RUFF dealers in National magazines. 


Write today for the WOODRUFF dealership pro- 
spectus — it will tell you more about increasing your 
lawn seed sales. 
















fF. H. WOODRUFF & SONS, INC. 
Milford, Conn Toledo, Ohie 
Bellerose, 1.1. Atlanta Secramente 


K pomemionragncs ie. ill 


| F. H. WOODRUFF & SONS, INC 
| MILFORD, CONNECTICUT 








$H.2 


Please Send Woodruff Dealership 
Prospectus 










Cash in on the 


BIG MARKET for TM 


oe CHAINS 
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COMPLETE LINE NATIONALLY ADVERTISED 


T™ means big chain sales the country over. That's because 
distributors have a Complete Line—everything from sash chain 
to 1%" TM Alloy Steel Chain, plus a full selection of chain 
attachments. The big TM Line is nationally advertised. Hard- 
hitting ads pave the way to volume sales for you. This effective 
program is backed by a highly trained factory sales force 


ready to help you and your organization with any chain prob- 





lems your customers may present. Investigate your profit 
opportunities with this established line of TM Quality Chain, 


Send coupon today for details. 


S. G. TAYLOR CHAIN COMPANY, Hammond, indiana 


$.G. TAYLOR CHAIN COMPANY 
Department 25, Hammond, Indiana 
Rush details on Complete Line of TM Chain 


Nome 


Address 
City State 


shaft; a Rotoflex water pump for 
positive cooling; and lever-control 
tilt adjustment for quick, easy ver- 
tical adjustment on the transom. 
The 7.5 h.p. 1-20 Shift and the 10 
h.p. 1-25 Shift have all the features 
of the “five” and the same perform- 
ance characteristics. 

The 16 h.p. model, with speeds of 
1 to 30 mph, has anti-friction bear- 
ings from top to bottom, concentric 
bowl carburetor, mu!tiple-reed intake 
valves and full expansion exhaust. 


. 


Swiss Whiz Reel Now 
Has Automatic Pick-Up 


A new positive automatic pick-up 
has been incorporated in the 1952 
model Swiss Whiz reel, distributed 
nationally by Jackson Sales, 1640 East 
Nine Mile Road, Ferndale 20, Mich. 





it 


makes 
possible to automatically pick up the 
line, even when it is slack or hang- 
ing vertically from the reel, it was 


A newly-designed bale 


announced. In addition, the reel is 
designed to permit the fisherman to 
finger the spool and maintain an ab- 
solute control over the cast. 

The world’s lightest spinning reel, 
Swiss Whiz is made of rust and 


the 
corrosion-resisting monel, anodized 
aluminum and stainless steel, with 


solid brass gears. No die castings are 
used. Interchangeable spools offer 
200-yard capacity of four lbs. test ny- 
lon. 

Swiss Whiz with automatic pick-up 
retails for $12.50; without automatic, 


$9.85. 
8 


Frabill Launches National 
Advertising Campaign . .. 


The Frabill Manufacturing Co., of 
Milwaukee, Wis., has announced the 
launching of a major national ad- 
vertising and promotional campaign 
for 1952, designed to “put a complete 
set of Frabill’s ‘Bob-em 2-Way’ fish 
floats in every fisherman's kit.” 

Attractive advertisements are be- 
ing carried in leading sports, hard- 
ware trade and consumer magazines 
throughout the nation 
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A Quality Line — Competitively Priced! 





STENMAN 


BUILDERS’ HARDWARE | 



























You sell top quality 
when you stock the 








Gensco Stenman Light Strap 
line of shelf and oe 
builders’ hardware. com: / 
They're made ’ 
from the finest ma- Re 
terials by one of the 
oldest and most ex- es 
perienced manufac- 
turers in the world. Barre! Botts 
Stock this com- 
yetitively priced 
ne are ox“ _ 
> have the items cus- Cellar Window Bolts 
Y tomers want at the 
Zi right price —and (Sz z> 
Z3 = watch your volume 
3 — soar. Hinge Hasp 


AU 
dil \ 







Complete line of 
ball and plain bear- 
ing, loose pin, ball 
or button tip butts 
in all popular sizes 
and firishes. 


( 


ft 


\ 


{ 


(CU 





a 


| sanz = 


“‘He’s spent most of his life trying to 
wear out his TROJAN JIG SAW BLADE” butt Hinge 


Trosan Blades’ long life is far 
from a myth. They seem to 
weor forever, whether in 
hand or power sawing opera- 
tions. Ackermann-Steffan 





Tr 


(ff 

















Trojan Blades are made in 
130 different types for every aches 
conceivable job. Insist on 
Trojan by name. GENSCO CROWN BRAND 
WOOD SCREWS 
Complete range of 
AIRE Ie omer sizes in flat, round 





and oval head— 
brass, bright steel 
or blued finish. 














Fay th | Parker | fme 


PARKER MANUFAC 

WORCESTER 1, FACTURING CO. GENSCO TOOL DIVISION 
and ACKERMANN-STEFFAN DIVISION | MibubbbliMARGULGl DSs-maL a 
Manufacturer of Famous Trojan Coping, Jig ond Jewelers’ Sow Bledes 1806 North Kostner Avenue « Chicago 379, Illinois 
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Sanetles 


SOUND VALUES 








You can profit by the good-will built 
up by Sanettes over 28 years. They 
are quality step-on cans,—sold 
exclusively to the independent retail 
trade. They 
sell easily, at 
full mark-up, 
and at pop- 
ular prices. 


4 
SIZES 


White 
Red 
Yellow 


also chrome 
cover models, in 
2 sizes and 3 col 
ors Write for 
names of jobbers 
in your vicinity 





Cet. No. $-12-¢ 
10" die., 15° high 


SANETTE WAXED BAGS 
Popular-Priced 


Packed 50 to a colorful dispenser car- 
ton—save wrapping garbage and pro- 
vide a convenient, quick method of 
disposal. 3 sizes . . . ti all cans. 


MASTER METAL PRODUCTS, Inc. 


359 Chicago St. Buffalo 4, N. Y. 
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The “Bob-em 2-Way” fish float 
features a handy “press’n turn” cap, 
which allows the fisherman to use the 
float either for casting or still fish- 
ing. The float never has to be re- 
moved from the line, and its unique 
design eliminates fraying and dam- 
aging of the line and torn leaders, 
it is claimed. 

Made of hard, durable plastic and 
colored in brilliant red and white, 
the “Bob-em 2-Way” fish floats come 
packed one dozen to the carton—two- 
dozen cartons to the shipping con- 
tainer. 

Frabill’s “Bob-em 2-Way” fish 
floats are priced at from 20 to 40 
cents, and are available in five sizes. 


. 


Evinrude Announces New 
1952 Outboard Line .... 


Evinrude Motors, Milwaukee, Wis., 
has announced production of a new 
lightweight outboard in its 1952 line. 
The new Lightweight model, 3 h.p., 
weighing 29 pounds, stresses lightness 
throughout. It is an alternate firing 
twin that offers the same perform- 
ance characteristics as the larger 
Evinrude models. 

The “bantam-weight” offers the 
same advantages as the Fisherman 
Drive, developed by Evinrude in 1935 
and a standard feature of the smaller 
models for several years. The drive 
not only permits full-power operation 
in thick weeds, but is also effective 
over shoals, rocks and snag-filled 
waters. 





The Lightwin replaces two models 
in the Evinrude line—the 30-pound, 
1.5 h.p. Sportsman and the 39-pound, 
3.3 h.p. Sportwin. The greater ef- 
ficiency of the new model is largely 
due to its big propeller, a_ three- 
bladed wheel 6%” diameter by 5- 
34” pitch, with gear ratio consider- 
ably higher than is customary 

The powerhead is twin cylinder al- 
ternate firing, 5.27 cubic inches pis- 








QUALITY PLIERS 
GOOD WORKMEN 
PREFER... 







There are good reasons 
why Kleins are the top 
choice in pliers— 

e Kleins are designed 
right—to fit the hand 
perfectly—to shear 
through tough wire 
with ease—to stay sharp! 
@ Kleinsare made right 
—of finest steel—pre- 
cision fitted—each pair 
individually tested! 

e And Klein has the 
wicest selection for 
standard or specialized 
service. 

Make Klein Pliers your 
choice—tops in quality 
“Since 1857.” 













Write for your 
free copy of the 
Klein Pocket 
Teel Guide 
Today! 


ASK YOUR SUPPLIER 
Foreign Distrit a 


—_ 





nter e 


Electric Corp., New York 


S=SKLEIN=m 
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The Cheapest Glass Rod 


is not your answer to profits. Dealers everywhere are finding 
that the quality and saleability of Waltco glass rods builds up 
their gross dollar volume and net profits. Feature 

and promote the nationally advertised glass 

rod line that sells on 
sight. 









¢y GRIFFIN 





Mode DG 
“ Rod 
GOLDCASTER Casting $12°° 


Mode’ ¥ 
Rod 
Giasscaste® casting $10°° 


casting Roe 





GLASSCASTER 


For more than 50 years Griffin 


hinges have been known for their 





fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware... 
quality produced by 

Griffin 








MA, 


Devers DOOR NEEDS THREE! 


~( RIFFIN- 


anufacturing Company 
ERIE + PENNSYLVANIA 


THE 8. S. ALDER COMPAN 





bg: 











+ | 
45 Werren Street - d 9: 
New York 7, N.Y. Ss inning Ro 13 
HARVEY D. RUSH & SONS WALTER S. JOHNSON 2 SONS EH. FARRAR NC ast ER OP 
4638 Nichols Porkwoy 917 St. Charles Avenue 6637 Goit Drive spl 
Kensos City, Missouri Atlante, Georgia Dotles 5, Texes sD | ] ? 
WiLBuUR H. DAVIS H.C. GLOVER CHARLES L. Lewis 
1639 W. Forge Avenue 2611 Gorrison Bivd 1355 Market Street Pre) °) 4 ead 
Chicage 26, IHinois Boltimore 16, Merylond Sen Francisco 3, Calif. iT WANDLE 
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17134-6 Wyoming Avenue 1620 Gorfield Street 4524 East 60th Street 
Detroit 21, Michigen Denver 6, Colorado Seattie, Washington Other Waltco G ass ods rom $6. 98 
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ad Boston, Massachuset's St. Louis 9, Missour Jockson 6, Mississippi 


| 2300 West 49th Street, Chicago 9, Illinois 
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ton displacement. Cylinder block is operation, it was announced 

aluminum with hard iron sleeves cast Sales leader in it power class is the 
in place. Cylinder heads are detach- 14 hp. Fastwin with gearshift and 
ible, and the powerhead is floated separate 6-gallon Cruis-a-day tank 
in a flexible mounting. Speed control List prices for the 1952 models 


is one-lever synchronized spark and are the same as in 1951, and will re- 
throttle, and steering is 260 degrees main so unless rising costs compel 
with full pivot reverse. Tilting is increases, it was announced. Price of 
automatic, with transom trigger for the new Lightwin is $145, fob factory, 
correct vertical adjustment. Under- Milwaukee 


water silencing is produced with au 
tomatic exhaust relief 
Lightest of Evinrude’s big motors 


° 


is the 7.5 h.p. Fleetwin which, at 49 Junior League Baseball 
pounds, weighs little more than the Shoes for Youngsters ae 
average “Five,” and offers Duo 


Athletic Shoe Co., 72 
1, Mass., has 


The Boston 
Second St., Cambridge 4 


Clutch for neutral starting and idling, 
and Safti-Grip drive for shoal water 









DEAL 
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I Fatty styibuto” 
IT'S 


IMPOSSIBLE TD 
LOSE MONEY 
vucesd FRANITISE 


GUARAN 
NO LOSS TEED PROFITS 


Report unsold fan inventory to 
On Inventory 
Carry Over! 






















Murray after 

















season—for FULL CASH CRED! T. No 
No sea- 


sonal tie-up ot fluid capital, \ hat you § ll, 
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you prof ~ 
Proht on—whar you don’t sell, simply 


report c 
and rec ive check You cant lose 
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write FOR 
PRICES 
INFORMATION 
or 
CATALOG 





H. C. BIGLIN CO., INC. SRERIENS a AGENTS 
177 Harris St, H.W, Atlante 3. 











introduced a new baseball shoe spe- 
cially designed for youngsters be- 
tween the ages of 8 and 12. 

The BASCO Junior League base- 
ball shoe, styles 715 and 720, con- 
forms to the rules set up for “Little 
League” baseball teams and is made 
of genuine leather with a one-piece 
pliable sole and moulded rubber 
cleats that are 100 percent safe, it 
was announced. 

The new Junior style, similar in 
design to shoes worn by big league 
players, is built on the same de- 
sign BASCO lasts that are used for 
regular baseball shoes. The black 
shoe features a leather sock lining 
and counter pocket, reinforced elk 
tanned leather top, lock stitching on 
sole and brass eyelets, in addition 
to its one-piece pliable rubber sole 
with moulded rubber cleats. 

Style 715 is available in whole and 
half sizes from 1 to 5%; style 720 
comes in whole and half sizes from 
6 to 8. 


+ 


Reflecto-Feather Lure 
Combines Spoon and Jig 


Florida Fishing Tackle Mfg. Co., 
Inc., 2100 First Ave. South, St 
Petersburg, Fla., announces the new 
Reflecto-Feather lure. According to 





President C. J. Reynolds, “Our Bar- 
racuda cusomers have been asking 
for a lure that would combine the ef- 
fectiveness of the Reflecto spoon and 
a Barracuda jig. We have not been 
satisfied to produce these until they 
were thoroughly fish treated. Now 
they are ready for action, as they 
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New Profit Manua 


FOR DEALERS! 





[mwa S Second Street © Philadeiphio 6. Pa 


MFRS. OF RED ARROW NON-JIGGLE TANK BALL. 














with illustrations, 


5 ’ application deta, 
for You oie hing 





It's here! Rockwell's complete new line of circular 
saw blades — products sure to win for you more satis- 
fied customers more profits. Here's why 

1. Famous Rockwell quality and dependability 
throughout. 

2. Extremely interesting retail prices . . . with o 
proft margin that will make Rockwell circular 
saw blades a top dollar producer for you. 

3. A complete line in every detail: Six blade types 
to cover all woodworking requirements .. . 
available in standard diameters from 6” to 12”. 

Don't wait act today. Mail the handy coupon 
for complete dealer information 


Rockwell Tools, Inc. 


JUST PRESS "N TURN Subsidiory of ROCK WELL MANUFACTURING COMPANY 
1314 KINNEAR ROAD, COLUMBUS 8, OHIO 


a. ys 
ms | | 100 Years of Fine Quality Saw Making 


FRABILL’S tines... lost teoderst Head Sews « Panel Sews © Compess Sews « Keyhole Sews « Beck Saws 
, © Cress-cot Sews © ‘SpeciclPerpese Wend Sews «© Circular Sew Sledes 
——a 





ROCKWELL TOOLS, INC. 1314 Kinnear Reed, Columbus 8, Obie 
Please rush me copies of the new Rockwell Circvior Sow Biode Cotolog 
Please advne nome of closest stocking distributor 





2. 
| 
| 
FISH FLOAT FOR CASTING OR STILL FISHING | 
YOURS IN FIVE SIZES — From 20¢ te 40¢ | “ome 
| 
s 


— PRABILL MFG. CO. i2shatiris| | | 
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They're worth waiting for! (Though 
today’s shortages have made them 
scarce, the situation is improving.) 
Keep identifying your store (with the 
popular, practical Bassick display) as 
headquarters for Bassick “Diamond- 
Arrow” and “Diamond-Dart” casters 
and rubber cushion 
glides. First in cus- 
tomer preference 
and satisfaction. THE 
BASSICK COMPANY, 
Bridgeport 2, Conn. 


oo In Canada: Belle- 
y: ville, Ont. :, 
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have demonstrated their right to a 
place in our line.” 

Sizes of the lure are 0 through 7, 
and the colors are red, yellow, white 
or any combination of the three. Sizes 
0 to 3 are recommended for fresh 
water game fish, the No. 5 for Musk- 
ies and Great Northerns, and Nos. 5, 
6, and 7 for large salt water fish. 
The Reflecto spoon has the exclusive 
stepped-up design which reflects a 
greater amount of light. 

The new Super Dude display card 
was designed and sketched by Carl 
Reynolds, secretary-treasurer of the 
company. This card depicts the five 
color combinations and the three 
sizes of the Dude lure, so that cus- 
tomers may ask for any size or color 
combination they desire, if it is not 
actually stapled on the card. 


* 


New Royal Chef Line 
Of Barbecue Grills . 


The new line of Royal Chef bar- 
becue grills includes units ranging 
from a small portable brazier for pic- 
nics and camping to a DeLuxe patio 
grill available with electric motor- 
driven spit, vertical charcoal broiler, 
and all the gadgets as extra accessor- 
ies at extra cost. 





Model No. RC-38 


The RC-14 model, with 14 x 16 foot 
fire box and tubular legs which fold, 
is designed for easiest portability, 
small storage and carrying space. 
Next is a 30” high model RC-22, with 
16 x 30 inch top and foldable tub- 
ular legs, adjustable spit and grid 
This roll-away grill can be folded 
for minimum storage space 

A fold-a-way model RC-26 is 31 
inches high with 19” x 34” top, has 
cutting board and sauce pan, adjust- 
able spit and grid. A roll-away model 
RC-27 is 31 inches high with 19” x 
34” top, has sauce pan, cutting board 
with bun warmer, adjustable spit and 
fire box. RC-37 is a roll-away patio 
grill 33 inches high with 19” x 42” 
top, sauce pan, baster with brush, 
cutting board and bun warmer, ad- 
justable fire box and spit. RC-38 is 
the same as RC-37, but with sauce 
pans removed and extra fire box add- 
ed. 
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Display and promote Auto-Lite— 
the line of carbide Sportsman 
Lamps that sells on sight the year 
‘round. The first choice in the 
South since 1914, you will find it 
ne to feature dependable Auto- 
ite products... “standard equip- 
ment” with the Southern Sports- 
man for more than 37 years. 


118s MODEL 
Furnishe 
with 4” ribbed 
reflector. Burn- 
ing capacity 4 
hours. Rust- 
proof con- 
struction 
Rubber Bum- 
pergrip pro- 
tects bottom 
Strong wire 
brace. 





107 MODEL 
7” plated re- 
fiector. 4 hour 
capacity. Pat- 
ented Ball 
Dropper in- 
sures steady, 
even flame at 
all times. An 
all-purpose 
lamp. 





117 COM- 
BINATION 
Consists of 115 
Model Auto-Lite 
Lamp with a 
sturdy brown 
cloth adjustable 
hat with metal 
attachment. A 
real special this 

year. 





875 MODEL 
Will burn 6 
hours on one 
full charge of 
carbide and wa- 
ter. Furnished 
with 7” plated 
reflector and 
convenient fold- 
ing handles 
Ideal for camp- 
ing. 








Contact your jobber today or write 


us for an illustrated catalog and 
the name of your nearest whole- 
saler 











UNIVERSAL 
LAMP CO. 


Springfield, tilinois 












OUR STRENGTH 
CAN GIVE YOUR SALES 
A LIFT! 
PERMANENT- MOLD 


CASTINGS 



























wooondD - . « THE STRONGEST NAME IN 
(Slotted or Phillips Heads) 
are rugged in body and shank Ss nn Oehiee een 
Here’s a strong point to consider when you choose a line > ings are FIVE TIMES STRONGER 4 
of screws to stock and sell. Southern wood screws have oy oa than ordinary castings, and per- x : 
only one thread. This conforms to strict Federal Speci- BY 2 tectly balanced for easy mowing ~ 
fications. And it assures you that you'll have no dis- at Gasoline or electric models, all : 


trimmer type to save work, with 
famous make engines, ball-bear 
ing wheels, and all-cround 
safety design. STOCKED AND 
SOLD BY BETTER HARDWARE 
JOBBERS 


satisfied customers, no complaints or returns because of 
broken or twisted screws. 

Other types of thread may tend to weaken shank and 
body. But Southern screws’ single-thread construction 
puts extra strength where it is needed and assures abso- 
lute minimum breakage, even in the hardest woods. 
Only the finest materials obtainable are used in Southern 
screws . . . high grade extruded brass wire or selected 
high sulphur extra quality steel wire. These popular 
fasteners come in a full variety of sizes and finishes— 


slotted or Phillips heads. 


SRNR EE BO 


Lezy Boy costing, 
Va" thick 


For name of jobber neorest 
you, write todey to Dept. $ 






For contented customers . . . more repeat business . . . 
greater sales and profits, sell Southern screws. Write 3907 BROADWAY r 
today for catalogue. KANSAS CiTy, MO ‘ity JO 
FACTORY WAREHOUSES — . he 
4100 Dell Ave 523 W. Ohio Se =e a 
North Bergen, N. J Chicago 10, Til : 


280 Decater SE 
Atlenta, Georgia 


SOUTHERN 


SCREW COMPANY 
110 Rickert St. 
Statesville, North Carolina 


® ®@ © @©®@ @® ®@ 
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DECORATED 
BUILDING 
PAPER 















> 


Tack Tt on Paste Wt 


There's a bright, 
beautiful 


WALLRITE design 


for 
every room 
in the house 


Manufactured Exclusively by 


FLEMING & SONS, Inc. 
Dalles, Texas 
CNEWSPAPER MATS identical to this 
are available te dealers.) 








A 12-page recipe suggestion booklet 
is packed with each grill. A complete 
line of optional accessories is avail- 
able. The line usually retails from 
$4.95 to $44.95 

Details and specifications are a- 
vailable from Chattanooga Implement 
and Mfg. Co., Chattanooga 6, Tenn 


* 


True Temper Introduces 
Three New Glass Reds. . 


True Temper Corp., Cleveland 15, 
Ohio, announces three new laminated 
glass bait casting rods 

The No. 820 Dynacaster rod fea- 
tures: tubular laminated tip; design 
to develop a light feel with resil- 
ient, fast action; one-piece tip of sat- 
in pearlescent finish that is smooth 
and durable; black silk winding and 
trim; stainless steel guides and carbo- 
loy tip top; Speedgrip aluminum al- 
loy offset handle that assures posi- 
tive assembly of rod tip to the handle 
and holds reel in alignment; black 
alumilite finish on handle with bright 
alumilited foregrip and select cork 
on main grip. Packed in sanforized 
gray duck case with handy zipper 
opening and inside aluminum tube 
to hold tip, the rod’s average tip 
weight is 1-%4 ounces. Lengths are 
5, 5% and 6 feet. 








Dynacaster 820 


The No. 900 American Commando, 
with a solid laminated tip, features: 
one-piece tip of clear natural finish 
with red silk windings and trim; 
mounted with stainless steel guides 
and tip top; die-cast aluminum alloy 
handle with offset reel seat; bright 
red baked enamel finish; lightning 
plunger reel fastener; main grip of 
shaped cork; foregrip of gray tenite. 
Packed in brown cloth carrying case, 
the rod’s average tip weight is two 
ounces. Lengths are 3, 3%, 4, 5 and 
5% feet. 

No. 805 Falcon rod features a tub- 
ular laminated tip; one-piece tip of 
coppertone finish with contrasting 
burnt orange silk windings and light 
green trim; mounted with stainless 
steel guides and tip top; polished die- 
cast aluminum alloy handle with 
offset reel seat; lightning plunger 
reel fastener that holds reel firmly 
in alignment yet permits quick, easy 
removal; main grip of shaped cork, 
foregrip of knurled green tenite 
Packed in a brown cloth carrying 
case, the rod’s average tip weighs 
1-34 ounces. Lengths are 5 and 5% 
feet 








Sout Beno Croguer 


MODELS FIT EVERY 
CUSTOMER NEED! 





— 





16 page, 2-color book— 
“How To Play Croquet” 
—describes complete his- 
tory and rules of game — 
25c list. Quantity dis- 
counts to dealers. 


SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y. 
Seuth — Louis Williams & Co., 3rd National 

Bank Bidg., Nashville, Tena. 
Midwest—South Bend Toy Mfg., So. Bend, Ind. 
Calif. & S. W.— Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 
Denver & Pac. N. W.-—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 
Export — Affiliated Exporters, Inc., 10 East 
34th Sereet, New York City 
SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 


SOUTH BEND | 





AMERICA'S FAMILY GAME 
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the 
SALAD BOWLS 
EXPERTS USE 


FIVE complete distinctive lines to 
enthuse all classes of trade. Bowls 
in the exclusive Parrish finish 
the finest 
woods; also popular priced lines 
of beautiful quality for home and 
professional use. Complete lines of 
woodenware backed by more than 
half a century of 
manship. 


made —in choicest 


wood crafts 


Write for illustrated folder and 
price list that shows the way to 
sales and profits. 


J. SHEPHERD PARRISH CO. 


205 W. Wacker Drive Chicago 6, Ill. 








Salesmen Wanted 


Balesmen all territories calling on bard 
ware, mill supplies, sporting goods, farm 
supplies, to sell a line of goggles and dust 
masks on commission Write Genera 
Scientific Equipment Co., Box 6798, Phila 
delphia 32 - | 

















Atkins Offers Hardware 
Week Assortment Display 


LE. C. Atkins and Co., 402 S. Illin- 
ois St., Indianapolis 9, Ind., announces 
participation in National Hardware 
Week with a special assortmext of 
Silver Steel compass, keyhole, and 
nest of saws. 

The unit will consist of 12 black, 
pistol-grip Tenite-handle tools, with 
a finger hole for control of the blade 


ATKINS 
“Speciacs” 


save! 


gave! 
EST OF 
saws 





at all times. The easel back display 
measuring 18 x 26 inches is printed 
in blue, red and yellow and is easily 
set up to display four different items 
Special consumer prices are offered 
on each item 

The 12 saws and the window or 
counter card are packed in the same 
sturdy shipping carton, featuring 
handle slots in the false bottom to 
assure perfect condition upon ar 
rival, it was announced 


7 


Fletcher-Terry Offers 
New Cirele Glass Cutter 


An inexpensive circle glass cutter 
that will cut flashlight and similar 
lenses has been introduced by Fletch- 
er-Terry Co., Forestville, Conn 

The new No. 32 Circle Cutter will 
cut glass circles from 3.8 inches to 
5 inches in diameter. Dealer price is 
only $5.35 each 

In addition to being useful for the 
hardware retailer, the cutter can be 
sold over the counter, it was an- 
nounced 





Great Neck Intreduces New 
Pistol-Grip Saw Frame... 


Great Neck Saw Mfrs., Inc. of Min 
eola, New York, has introduced its 
new No. 50 hack saw frame with the 
exclusively-designed Great Neck 
“pistol grip” handle that allows for 
better grip and proper balance 

The handle is made of durable, 
non-toxic plastic. The frame is plated 
to an attractive high finish and will 
withstand rugged handling. Blades 
can be faced to cut at four different 
angles and rust-free plated screws 
hold frame and handle secure for the 
entire life of the tool. 

Adjustable frame is for 8”, 10” 
and 12” blades and is furnished with 
the Great Neck standard 10” tung- 
sten blade. 
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* Easier handing 
Supersharp Blades Cut Waste Motion 
Ap 20 > 











te _ Yf 





Finest carbon steel blades 
are instantly replaceable 
Push in new blede— old one 
slides out easily. Stock 
genuine Red Devil Blades 
for replacement 











RANSON 


Household Scale moe! 1208 


NEW — MODERN — BEAUTIFUL 
A Seale thet Appeals te Women 
Every housewife will be delighted with this smart 
new scale. Body made of styron plastic in red 
yellow, and white; colors that fit the modern 
streamlined kitchen. Platform stainless steel 
Capacity 8 tbs. by 2 ounces. Special dial 
graduations measures shortening by cups. Kilo 
graduations for continental cooking recipes 
Order from your jobber 
MANSON SCALE CO. CHICAGO 22, ILL. 
Maker: of bouschold scales since 1888 
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STOCK THE 


...in constantly 
improving quality 
and performance 


HOLD-E-ZE 


The Original 
Automatic Grip 


SCREWDRIVERS 


. the leader, too, in increasing 
sales and customer satisfaction, as 
thousands of experienced hard- 
ware men know. In addition to the 
famous Gripper, Hold-E-Zees fea- 
ture extra values in chrome vana- 
dium blades, hand ground bits, 
transparent, unbreakable handles 
and the fine finish typical of fine 
tools . . . quality unsurpassed— 
performance unequalled. 





Super-tension Grip 
now holds flat and 
oval head screws 
better than ever. 








New Cabinet Hardware 
Display by Nat'l Leck . 


Available immediately is a new, 
compact National Lock display board 
and cabinet hardware assortment, de- 
signed for greater profits and cus- 
tomers appeal. Recently introduced 
by the National Lock Co., Rockford, 
Ill, the assortment is a short line 
of fast-moving cabinet hardware 
items. 


z 


a 


Included are concave knobs, sur- 
face and concealed type hinges, draw- 
er pulls and friction catches. Ma- 
terials are siee] and die-cast. Finish 
is bright chrome. 

The display board is finished in 
rich burgundy and is free with the 
cost of applied hardware. Further in- 
formation is available from the man- 
ufacturer. 


° 


New Medel Sprinkler 
Added te Metco Line 


The Model J METCO wave sprink- 
ler is the newest addition to the MET- 
CO line of oscillating lawn sprinklers, 
according to the manufacturer, Met- 
allizing Engineering Co. Inc., 38-14 
30th St., Long Island City 1, New 
York. It waters every corner of a 
large rectangular plot 38 x 45 feet, it 
is claimed. Although it sells for less 
than $10, it is said to be of the same 
quality as other METCO wave 
sprinklers. 

The water motor contains nylon 
gears and bronze worms that are 
water lubricated—no oil or grease 
is required. The unit has a yellow 
stand with bright red housing. 

Packed individually with four col- 
or folder describing customer bene- 
fits and advantages, the sprinkler 
measures 15 x 6 x 6% inches. Retail 
price is $9.95. 


e 








W.VA VE 


‘es 





Sell the hammers millwrights 
and carpenters ask for. Only 
hammers with the exclusive 
nail holding device that saves 
time and labor. Cheney 
Hammers have been known 
and used all over the world \ 
since 1836. \ 

Order some Cheney Nail 
Holding Hammers from your 
hardware jobber today and 
watch your hammer sales 
increase. 













estas. tease 


wenny CHENEY “cone: 7 


Revved Pacis. we ¥.. ws. A. 
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CONVENTION DATES 





Alabema Retail Hardware As- 
sociation, annual convention 
and trade show, March 30- 


Ala. Secretary, Mrs. Euna G 
Ramsey, Room 203, 1926 - 4th 
Ave., Birmingham, Alabama. 


Arkansas Retail Hardware & 
Implement Association. annual 
convention, Feb. 21-22, 1952 
Headquarters, Hote! LaFayette, 
Little Rock, Ark. Secretary, J 


Bldg., Little Rock, Arkansas 


Hardware Association of the 
Carolinas, annual convention, 
June 9-11, 1952. Headquarters, 
Hotel Charlotte, Charlotte, N 
C. Secretary, Mrs. Sally C. Mas- 
ten, 118% E. 4th St., Charlotte 
. =z <} 


April 1, 1952. Headquarters, 
Hotel Whitley, Montgomery, Wayne Tisdale, 604 Rector 


a 2 nove 
ae ite 


LEVELS 
: ~ V3 


yy LIGHTER 
then ALUMINUM 


© Profitable, fest © Repleceeblc Viel 
Varrs 


Selling, Netienelly 
Advertived 


* Aveileble in 10 © Seautifully Design 
isos from 12 te 72 od, Accurate, Oepend- 
Inches able 


(Continued on page 108) 








UKELELES, GUITARS, VIOLINS 


and other string instruments 













Make extra profits by han- 
dling these additional lines. 


CONTINENTAL MUSIC 


DIVISION OF C. G. CONN, LTD 


146 Marietta St., N. W. Atlanta 3, Ga. 







SCHARF MFG. CO OMAHA, NEBR 














y mm MARSHALLTOWN 


4@{MARSHALLTOWN) 
a 


MARSHALLTOWN TROWEL COMPANY + MARSHALLTOWN, IOWA 











FOOT AND CHECK 
with the 
famous 






Doubly popular because it 
combines the strength of a 
wire centre with the clean- 
ness of a plastic coating. 
Wipes clean at the 
whisk of a damp cloth. 

No breaks, stretch or 

rust. Tested over 300 

pounds strength. 

The best of its 

kind on the 





The Saturday Evening Post 

and Good Housekeeping. 

Ask your jobber for samples. 

Or write us for complete in- 
formation on Tite-Rope and 
also Whale, the finest solid 
braided cotton clothes line 
you can stock. 





THEY CAN'T LEAK 


Strotefic Foot ond Check Volves 
end leckoge troubles, save the: 







cost meny times over in service 
coll. ideo! for jet type pumps 
Ask for Bulletin 203 


order trom your jobber 


STRATAFLO 


PRODUCTS, inc. 
FORT WAYNE 1, INDIANA 


CORDAGE WORKS 


. Boston 10, Massachusetts 
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fora 
neater 
lawn 


with 
less 
effort 


000-Klip 


LAWN and GARDEN TOOLS 





a: 
SHEAR 


Scalloped 
< Blades cut 


clean...don't 
A bunch or 
. tear! 


000-Klip 


LAWN and GARDEN TOOLS 








Q0-kNe . 


Pruning Sheer 
ond Medge Sheer 


enone 


(Celt Gong ettornertt 













Florida Retail Hardware Asso- 
ciation and Georgia Retail 
Hardware Association, annual 
joint convention, May 19-21, 
1952. Headquarters, Geo. Wash- 
ington Hotel, Jacksonville, Fla 
Secretary, W. W. Howell, Box 
183, Waycross, Georgia. 


Louisiana Retail Hardware As- 
m, annual convention, 
April 20-22, 1952. New Orleans, 
La. Secretary, David O. Mans 
field, Box 1696, Jackson, Mis 
sippi. 
Mississippi Retail Hardware 
Association, annua! convention, 
June 15-17, 1952. Headquarters, 
Buena Vista Hotel, Biloxi, Miss 
Secretary, David O. Mansfield, 
Box 1696, Jackson, Mississippi 


Missouri Retail Hardware As- 
sociation, annual convention 
and trade show, Feb. 19-21, 
1952. Headquarters, Jefferson 
Hotel, St. Louis, Mo. Secretary, 
Harry F. Scherer, 1189 Arcade 
Bidg., St. Louis, Missouri. 


Tennessee Retail Harcvware As- 
sociation, annual convention, 
Feb, 17-19, 1952. Headquarters, 
Noel Hotel, Nashville, Tenn 
Secretary, Morris Jones, Box 
784, Nashville 2, Tennessee, 


Tri-State Hardware & Imple- 
ment Association, annual con- 
vention, Feb. 10-12, 1952. Head- 
quarters, Hotel Herring, Ama- 
rillo, Texas. Secretary, M. D. 
Shepherd, Canyon, Texas. 


Virginia Retail Hardware As- 
sociation, annual convention 
and trade show, March 25-27, 
1952. Headquarters, Hotel John 
Marshall, Richmond, Va. Sec- 
retary, G. T. Omohundro, Jr., 
Scottsville, Virginia. 


West Virginia Hardware Asso- 
ciation, annual convention and 
trade show, Feb. 18-20, 1952. 
Headquarters, Waldo Hotel, 
C'arksburg, West Va. Secretary, 


James C. Fielding, 1628 Mc- 
(lung St. Charleston, West 
' leginia 

North & Judd Offers 


New Gate Heok ... 


A new, self-locking, all-purpose 
gate hook for farm, ranch and home 
use is now being offered by the North 
& Judd Mfg. Co., New Britain, Conn. 

Available in convenient 4 in., 5 in., 
and 6 in. sizes, the No. 5345 Anchor 
Brand gate hook features a weather- 
proof, wire bale swivel which acts 
as a gravity-operating locking de- 
vice and permits secure fastening and 
quick release. Designed for easy in- 
stallation, the gate hook has a wide 
variety of uses, including gates, barn 
doors, and feed bins. 








DIETZ COMET 
Red Enaome! 





DIETZ No. 2 D-t 
Blue Gray Ename 


EVERY HOME NEEDS 
A DEPENDABLE 
STAND-BY LIGHT 


for darkness without warning 
or unexpected emergencies 


R.E. DIETZ COMPANY 
. Fh 





EST SYRACUSE 1, N. Y. 
OUTPUT DISTRIBUTED THROUGH THE SOBBING TRADE EXCLUSIVELY 








— 


MIXES IN COLD WATER! 





CONSUMERS 
PATCHING 
PLASTER 


- ++ for crocks, holes 





end general repair 





Famous for 
QUICK SALES 
because it... 
. Needs no sizing. 

. Mixes white in cold water. 
. Knits quickly to old plaster. 
. Will not check or shrink. 


wk Wn 


. Does not peel or crack. 


@ Available in 1, 2% and 5 tb. cartons; 


2, 5, 10, 15 and 50 Ib. paper bogs; 100 
and 300 Ib. drums. 


Sa ae 


ORDER FROM YOUR WHOLESALER 
OR DIRECT FROM US 


CONSUMERS GLUE CO 


uM“ 
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FARM EQUIPMENT 


eachtree Sit., N.E. 
Section of SOUTHERN HARDWARE ad ye 


TRUE ACCURATE 
BOLT HOLE ANOTHER REASON 








BUILT PRODUCTS 
Work Better - Last Longer 


ethed of punching 
1 SINGLE hot ope on means bette 
om the bolt between tool and standard 


Made of Special Analysis 


; 
| Super Tough, High Carbon Stee! 
\ SOLD UNDER & 
\ THESE FAMOUS Se 


TRADE MARKED BRANDS 
“EMPIRE” 





RED ro & CHIEF 


For greater service, longer life, 
more acres of work than ever 
before — specify tillage tools 
made by “EMPIRE” the 
best in the field for 112 years 

ee 


ets, * 
rr 


“SELL THE LINE WITH READY TRADE ACCEPTANCE” ~~ seme a 


THE EMPIRE PLOW COMPANY 


"In Our Seconda ré Pembury Ox Progress 
CLEVELAND 27, CHIO 
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these dealers 


With this system 





Left: Max Christianson, the 
time-saving parts index and W. 
Cook. veteran parts manager. 
Index which saves time in find- 
ing parts, lists every part 
stocked. New parts added to 
inventory may be added to in- 
dex in proper order by means 
of detachable strips shown be- 
low. Below: Bins are located 
easily by means of metal num- 
ber plates at top of each 


FIND PARTS QUICKLY 


N THE CHRISTIANSON Equipment 

Company of Houston, Texas, 
there is in use a system that makes 
a remarkable saving of time in the 
location of a desired part. 

With this system a parts man 
may walk directly to the correct 
bin and obtain the needed part 
without the annoyance often in- 
volved. Max N. Christianson, own- 
er, estimates the system would 
save 60 percent of the time ofa 
brand new parts man, utterly 
ignorant of the business; and W. 
Cook, a part owner, who has been 
in charge of the parts department 
for years, says the system saves 
40 percent of his time in filling an 
order. 

Key factor in this system is a 
standard piece of office equip- 
ment, a vertical index, about seven 
inches wide and twice as tall. In 
this index every part stocked is 
listed, alphabetically, from front 
to rear of the index and numeric- 
ally, from top to bottom of in- 
dividual pages. 

Use of this index eliminates 
many parts for which the firm has 
no sale and eliminates, also, the 
task of thumbing through the 
price book. To find a part, the 
parts man identifies it first in the 
master parts list. Then he selects 
the proper tab on the index, opens 
the index and runs down the list to 


By Baren Creager 


the proper number of the part 

Assuming that he wants a belt, 
store number GK 1910, the parts 
man finds, by reference to the in- 
dex, that this belt will be in the 
“B” bin, section 7, and that the 
price is 40 cents 

One advantage of the index is 
that price changes can be inserted 
in pencil or ink without removing 
a page of listings. And if a new 
part or group of parts is added to 
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be in- 
serted into the index in the proper 
numerical position with relation to 
other parts in that grouping. This 
is possible because each part is 


the inventory, these may 


separately listed on a strip of 
heavy paper especially prepared 
for the purpose. Each strip is 3/16 
of an inch wide by 6% inches long. 
The strips come in sheets, each 
strip deeply scored so that one 


may be separated from the sheet. 








-_ 















This one strip, bearing three 
columns of typed information, 
may then be properly located in 
the index page by sliding it into 
the page from the top. 

The index itself is permanently 
mounted so that it opens toward 
the bin side of the parts counter, 
the back of the index toward the 
customer. This mounting is not 
merely for convenience of the parts 
man. In the rear of the index 
there are pages with information 
on customers of questionable cred- 
it and a listing of COD customers 
If the parts man does not person- 
ally know the customer and wants 
to check his credit rating, this may 
be done without the customer's 
knowledge. 

To make the system work. bins 
and parts must be arranged ina 
certain manner 

In the Christianson Equipment 
Company, bins are arranged from 
front to rear of the store in alpha- 
betical order, as has already been 
indicated in describing the pro- 
cedure of finding the 40-cent belt 


Fast-Moving Parts 


Faster moving parts are located 
toward the front of the store and, 
it follows, toward the front of 
alphabetical designation, such as 
bin “B”, shown in the accompany- 
ing photograph. Each individual 
section on both sides of each bin 
are doubly identified. 

For example, refer to the photo- 
graph of bin “B”. Each individual 
section bears a number plate at the 
top, together with cards bearing 
identifying parts numbers, such 
cards sliding in and out of a chan- 
neled keeper. Numbers, in this 
case, run from top to bottom of 
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the bins, that is, 1, 2, 3 
and so on. Thus it is a 
simple matter to locate 
a part quickly. Parts too 
heavy for bins are, of 
course, stored else- 
where, but the system 
also designates location 
of such parts. 

The function of this 
system is merely to 
facilitate the movement 
of parts orders and does 
not constitute a perma- 
nent inventory of the 
parts stock. 

Such a permanent in- 
ventory is maintained 
in a tub file, also 
shown in a photograph. 
This tub file holds 3,000 
cards such as_ the 
one shown, or enough cards to list 
an equal number of parts. Notches 
at the bottom of these cards make 
them fit snugly into a retaining 
mechanism, but they are easily re- 
moved and easily changed as to 
position to the left or right. 

Christianson, a Massey-Harris 
dealer, once operated three stores 
near Houston. To keep records on 
his tremendous parts stock he used 
three such tubs containing a total 
of 6,600 cards. A period of ill 
health, from which he has now 
recovered, made it necessary to 
dispose of two stores, so one tub 
file now serves the purpose. 

Christianson says that one mino. 
drain on his business is the peren- 
nial accumulation of odd parts 
especially ordered at the request 
of some customer. For some un- 
explainable reason, he adds, many 
customers never seem to have any 
use for such parts after they are 
ordered 


s i, etbEs 
obs tbeEees 


“It isn't a question of having a 
record of who ordered what part, 
Christianson explains. “It is no 
problem to set up such a system 
by which we know who ordered 
what and when. 

“It is just that so many special 
orders are made and after the part 
is received it lays here in the store 
If the customer is a good customer, 
we hesitate to bill him for fear 
of offending him. If we are not 
well acquainted with the cus- 
tomer, we hesitate to ship at our 
expense, without pay in advance 
And, of course, some customers 
move away or for some other 
reason never come to claim the 
special order. 

“Whatever their reasons, we are 
left with the parts, to such ex- 
tent that each year we sell for junk 
a substantial accumulation that 
we have carried for some years 
and to the point of obsolescence,” 
Christianson concluded. 
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A report to you about men and machines 
that help maintain International Harvester Leadership 


ow McCormick Planters 
Earn an “A® for Accuracy 





Corn Kernels Star in IH Engineering Movies 


A high-speed movie camera records every kernel move- 
ment as corn passes through this glass-sided planter boot. 
When view in slow motion, the film reveals “drop” 
characteristics that can vary the number of kernels in a 
hill. These scientific studies help make possible the bull’s- 
eye accuracy of McCormick planters. 





Boot Valves are Timed for Accurate Cross Check 


Split-second timing is required to accurately check-plant 
120 hills of corn a minute. IH inspectors use the gauging 
device, above, to time the opening of boot valves with the 
movement of the check fork. They also use this gauge for 
setting boot valves to open simultaneously for an easy- 
to-cultivate cross check. 
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internotional Horvester products pay for themselves in use — McCormick Farm Equipment ond Farmall Tractors . . 
Trucks ... Crawler Troctors and Power Units... Refrigerators and Freezers—General Office, Chicogo |, Minols. 


Every Seed Piate Must Pass a Tough Exam 


A planter can be no more accurate than its seed plates. 
That's why IH inspectors carefully gauge the center hole 
diameier of every plate. They also make sure plate thick- 
ness doesn’t vary from IH standards. Ten additional visual 
inspections also —_ to safeguard the seed metering ac- 
curacy of McCormick corn planter plates. 





Seed Test Gives Positive Proof of Accuracy 


Corn planters, like this McCormick No. 240 two-row, are 
selected at random from the assembly line and given a 
planting test. They are set to drop three kernels in a hill 
at a speed of 120 Ronen a minute. In a run of 400 hills, 
they must “plant” exactly three kernels in 97 percent of 
the hills, to pass this accuracy test. 


INTERNATIONAL HARVESTER 


. Motor 
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He uses part-time salesmen for 






Thomes. right. 


. c visited 


A “PART-TIME” outside man, 
scouring his 75-mile trade 
area from September to March, 
has proven a successful solution 
to a knotty sales problem for C 
C. Thomas, owner ef the Clarks- 
dale Tractor Co., Clarksdale, Miss 

“I have found,” Thomas ex- 
plained, “that the results do not 
justify my employing a salaried 
field salesman the year-round, 
and my staff of five employees is 
not sufficiently large to permit 
my ‘borrowing’ someone from the 
shop or office for this work. On 
the other hand, I require someone 
for outside contact work during 
the fall and winter months if I am 
to derive the greatest possible 
volume from prospects in my sales 
territory.” 

Thomas hit upon his present 
plan several autumns ago while 
wrestling with the problem of 
fitting a productive sales schedule 
to his specialized requirements. He 
has continued the idea (with minor 
refinements) since that time, al- 
though he has not retained the 
same man for the job. He usually 
selects a farmer or some type of 
worker who will have little to do 
during the fall and winter 

“I have been trying different 
men on the job in order to try to 
find the man I feel is best quali- 
fied for the job, I may offer him a 
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talks wit 
by outside 






h customer 
salesman 





year-round job, or possibly make 
him a proposition which will as- 
sure his being available for the 
following year.” 

When a salesman is employed 
in the fall, Thomas explains that 
he is being hired on a one-term 
basis, with a possibility of recall 
the following autumn. Thomas 
does not advertise for a salesman, 
but makes his contact with these 
men through friends, fellow mer- 
chants and customers. On one oc- 
casion he employed a customer for 
this work. Each prospective sales- 
man’s background and training 
are thoroughly checked before he 
is employed. 


Outside Salesmen 


These outside men spend most 
of their time “bird dogging,” 
Thomas stated. “That is, they lay 
the groundwork for sales by put- 
ting literature in the hands of the 
prospect, explaining the equip- 
ments’ various features and check- 
ing to determine what type of 
equipment the farmer needs most. 
The salesman tells me upon his re- 
turn which prospects seem ready 
to buy, and I follow up his call 
personally as soon as possible un- 
less the prospect requests that we 
wait a while.” 

Thomas said that frequently he 


OUTSIDE 
SELLING 


Part-time outside men help 
this equipment dealer effec- 
tively canvass his territery 


By Stuart Covington 


is able to close a sale on the fol- 
low-up, and on occasion when his 
visit does not result in a purchase, 
the farmer often drops by his store 
later to buy the equipment he dis- 
played an interest in. When the 
follow-up fails to produce a sale, 
Thomas or his “outside man” 
sometimes pays the prospect a 
second call, depending upon the 
enthusiasm he evidenced on the 
first visit. 

Thomas said that sales achieve- 
ments of the outside men vary 
considerably from month to month 
and year to year, although the 
performance of these part-time 
employees has been generally sat- 
isfactory. 

“Some months these men pro- 
duce no business at all. At other 
times they will bring in customers 
who will buy two or three pieces 
of equipment on the spot, spend- 
ing several hunndred dollars in 
the store.” 

Although each new field sales- 
man receives a brief period of 
training under Thomas before ap- 
proaching any prospects, Thomas 
does not send these men to train- 
ing school or give them extensive 
on-the-job instruction, feeling that 
their probable short tenure of 
service does not justify the re- 
quired time and expense. 

(Continued on page 140) 
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“Being of good service, it seems, just comes natural to 
some men. You know the type. They're an inseparable 
part of every typically American community, the kind 
of men the rest of us depend on in a hundred different 
ways. And I guess our town has its share of them. 


“There's Frank Brown, M.D., the local doctor. Whether 
the immediate emergency turns out to be an impatient 
stork or a local bond drive, Doc Brown is Johnny-on-the- 
spot. Then there’s John Jones, LL.D. We call on him for 
everything from making out wills to giving the Fourth- 
of-July oration every year. And there are dozens more— 
men who seem to take community problems for their own, 
and then do something about them. 


“Which all brings to mind the name of Bill Baker, J.D.D. 
Bill is cut of the same pattern. His ever-ready helpfulness 
has meant a lot to folks around here, and especially to 
the farmers in the neighborhood. Bill's work with the 
farmers has contributed a lot to the progress we've made 
in such worthwhile things as soil conservation, 4-H, 
F.F.A., and the like. It shows up in other ways, too. Farm 
profits have grown in our neighborhood as a result of 
better farming methods and better farm equipment, thanks 
in no small way to Bill Baker, J.D.D. 


“That J.D.D., incidentally, is a sort of honorary degree 
we've tacked onto Bill's name. There’s no mystery about 
it. Actually, it stands for John Deere Dealer.” 


JOHN DEERE 


MOLINECESILLINOIS 
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Added Profits from 
WATER SYSTEMS 


By B. Miller 





Charles Simmers, 
left, points out features of a 
pump to a customer. Company 
has personne] specially trained 
in installation and service work 


Salesman 


ae OF WATER systems can be 
\7 a major source of profits for 
the aggressive farm equipment 
dealer, according to D. C. Stickley, 
president of J. O. Stickley and 
Son, Inc., farm equipment dealers 
in Harrisonburg, Va. 

Stickley can speak with authori- 
ty on this subject for his company 
sells more than 100 units a year, 
a volume more than double the 
pre-war figure. This impressive 
gain in sales is no mere coinci- 
dence. Instead, it is the result of 
consistent promotion, backed by 
a specialized service set-up. 

To be successful in building 
sales of water systems, dealers 
first must have the right pump for 
the right job and trained person- 
nel who can install the system 
properly, then service it satisfac- 
torily. This has been the experi- 
ence of Stickley who further 
emphasizes the importance of pro- 
motion. In his store, water systems 
are given advantageous display 
space, supplemented by news- 
paper and radio advertising de- 
signed to sell farmers on the con- 
venience of an ample water sup- 
ply. 

In order to have the right pump 
for the right job, the company 
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carries in its inventory a wide 
variety of sizes and types of pumps 
sufficient to meet the needs of 
farmers in this mountainous re- 
gion. 

From the first, it was realized 
that dependable installation and 
servicing were essential in build- 
ing sales, and to this end the com- 
pany had two men trained on the 
job in installation and service. It 
was learned quickly that plumbers 
the not pump men. Water systems 
and their operation come under 
hydraulic engineering, for which 
special training and on-the-job 
experience are required. 

Stickley’s pump men were 
trained on the job by the factory 
representative. First they were 
thoroughly familiarized with the 
line of pumps and the job that 
each pump will do 

They were taught and shown 
how to drill a well, discover how 
much water it would furnish, 
whether there was a_ sufficient 


Company's service men, like 
the employee at right shown re- 
pairing a pump, were trained 
on the job by factory repre- 
sentatives. Below: O. C. Stick- 
ley, right, president of the firm, 
has boosted sales to the present 
100 units a year 


supply for the particular job the 
farmer had in mind and to de- 
termine from what depth the 
water would have to be pumped 
If there were enough of a water 
supply, the servicemen’ were 
taught to determine whether an 
electric or air pump would be the 
better investment. The size of the 
pump needed and horsepower re- 
quired to put the water where the 
farmer wanted it were closely 


studied also under the supervision 
of the factory instructor. 
Factory manuals were placed in 
(Continued on page 140) 
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When It Hits Stumps or Stones 


\t Lets 


CASE BREAK-AWAY PLOW--- ONE OF DOZENS OF 
IMPLEMENTS FOR LOW-COST CASE TRACTOR 








BIG BARGAIN 
in Farm Power 
and o- 
















HUSTLES THE 
FIELD WORK 


HELPS WITH 
THE CHORES 





Here’s one demonstration that only a Case dealer can make! Hook up in one 
minute to mounted plow, without leaving tractor seat. Show how it tends to 
maintain uniform depth, without frequent adjustment of hydraulic control lever. 
Strike stone and release plow, without damage to shares or beams. Recouple by 
backing, without moving from tractor seat. Besides the Break-Away plow for 
stony, stumpy land, Case dealers can demonstrate standard and 2-way mold- 
board plows, disk plows and disk harrows, spring-tooth and spike-tooth harrows, 
planters and roller-packer—actually dozens of implements, minute-mounted on 
Eagle Hitch of the Case “VAC” Tractor. New traction ability and new under- 
clearance from bigger wheels and tires . . . new pivot-point turning with new 
steering gear . . . new braking ease with new self-energizing brakes—they 
all make demonstrations more brilliant, performance more persuasive for Case 
dealers. J. I. Case Co., Racine, Wis. 
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Builds Quantity Sales for You 


In your area Butler Farm Equip- 
ment has earned a reputation for 
top quality and long life. One 
farmer tells another . . . and the 
demand grows. This valuable 
word-of-mouth advertising builds 
quantity sales and profits for you 





as a Butler Dealer. And Butler 
backs you up with consistent 
farm magazine advertising to 
your farmer customers. Get more 
sales and more profits . . . sell 
Butler Blue Ribbon Line Farm 
Equipment. 








Grain Bins 











Here’s a sure-fire best-seller for you... . 
(Nearly 50,000 Butler Grain Bins were sold 
in one year alone.) You'll sell Butler Grain 
Bins as fast as you stock them, because 
your farmer customers know ‘‘Butler’’ means 
the best grain bin on the market. 


Check These Best-Seller Features 


Fire-safe, weathertight, rodent-proof 
Fast, easy to erect 

Low-cost maintenance 

Long-life construction 

Man-sized roof manhole for easy filling 
Proved in use for more than 40 yeors 
1,000; 2,200; 3,276 bushel capacities 




















Stock Tanks 











You'll sell your supply of Butler Watering 
Tanks as fast as you stock them. Why? Be- 
cause Butler Stock tanks are preferred by 
more farmers than any other brand. Farm- 
ers have been buying Butler tanks for more 
than 50 years .. . they are proved in use. 


Here's a Feature that Really Sells Them — 
“Big Ham” Automatic Fountain 





Butler Round and Round End 
Stock Tanks feature great struc- 
tural strength plus added 
strength built in with spiral cor- 
rugations, deep drawn swedges, 
inset side-bottom seam and re- 
inforced tube top. 


You can seil more Butler watering tanks because 
the Big Ham Fountain means the farmer can 
water more animals with one tank 


And for an extra profits builder, sell the fountains 
for tanks already in use. 
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“Big Ham" Hog Feeders 








More than 2 years of on-the-farm use have proved 
that pigs make hogs of themselves at the Butler 
“Big Ham" Hog Feeder. Display one today so 
that your farmer customers can see why the 
Butler Round type feeder is the best 


More Soles Mokers 
@ Self-locking cover 
@ “Continuous Flow Cone” prevents bridging—even of 
ground oats 
@ Feeder lids keep feed dry 
@ Cypress skids are rot-proof 
@ Feed control slides vary size of opening 














Corn Cribs Auger Grain Loaders 




















Here's the answer to Complete your line with rugged, dependable 

your farmer custo- Butler Auger Grain Loaders. Balanced for 
mers’ demands for 
a permanent, eco- 
nomical corn crib 
Made of rugged 
galvanized steel 
designed to better 
condition and keep 


one-man opera 
tion. Available 
in a variety of 
sizes to meet the 
farmer's every 
need — 16’, 21’, 
27, 41’ and 41’ 
Heavy Duty. 


ear corn until 
marketing time 
665 and 1100 bushel 
capacities 























Well Casing 


Built to last . . . and provide complete 
customer satisfaction. Perforated 
or plain; galvanized screwjoint 

type. 2%" and 10° one-piece 
lengths, double lock side 

seam. Add Butler Well 

Casing to your line, 

for extra profits. 


Feed Pans 




















Every farmer who walks 
into your place is a cus- 
tomer for these sturdy 
feed pans. Display one 
and see! Galvanized; 
16%" diameter, 3%” 
deep. Many uses 









Mail Coupon for More Information on Any Butler Product 





, eee, For prompt reply, address Dept. SX!2, r 
o - BUTLER MANUFACTURING COMPANY | 
a BUTLER - 7394 E. 13th St., Kansas City 3E, Mo ' 
iy es 

Please send me further information on the following Butler products ' 
BUTLER MANUFACTURING ' 
0 Grain Bins i 
COMPANY 0) Stock Tanks a , 
C Hog Feeders ' 

C) Corn Cribs 
C) Auger Looders Address : 

C) Feed Pans 
° C) Well Cosing City Zene... Stete - 
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Stockbauer, left, talks with a 
customer on company’s 
used equipment lot. Stockbauer 
says that the buyer who wants 
and expects new performance 
from used equipment is a logic- 
al new equipment prospect 





How They Are Solving the 
TRADE-IN PROBLEM 


By C. Themas 


brs EQUIPMENT must be priced 
in proper proportion to the 
cost of new equipment or it will 
not move, according to John Stock- 
bauer, owner of the Victoria Farm 
Equipment Co., Victoria, Texas, 
who has been unusually successful 
in turning trade-ins 

Here, as well as in many other 
firms, fairly late models bring a 
trade-in allowance within 10 or 15 
percent of what the user paid for 
it 


“If the dealer hopes to make new 
sales,” 
under-bid on 


Stockbauer said, “he must 


not trade-ins. He 


literally is forced to meet compe- 
tition.” 

In the face of this problem, 
Stockbauer has found one effec- 
tive way to meet the current situa- 
tion 

“First,” he said, “we must take 
it for granted that the buyer of 
used equipment can’t, or thinks he 
can’t, afford to buy new equip- 


ment. In order to hold the price 
down for the used buyer, the 
dealer cannot force the new 


equipment buyer to accept less for 
his used equipment than its cur- 
rent market value 





Firm uses this type truck for delivering heavy farm equipment 
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Stockbauer does not re-condi- 
tion used equipment as this 
pushes sales price up, makes 
sales difficult. Used equipment 
buyers will later buy parts. 
above, and will have firm do 
major repair work 


“There is a tendency, when 
trading, to hold the price of the 
trade-in down to a figure that will 
allow the dealer to rebuild the 
trade-in and still make a net profit 
on the used sale, plus a profit on 
service from the reconditioning of 
the unit.” 

This plan worked satisfactorily 
when there was a scarcity of new 
equipment, Stockbauer pointed 
out. Then, the dealer with any- 
thing to sell was on top in the 
deal. 

“But we are operating now in 

(Continued on page 144) 
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It’s Revolutionary! 
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IT’S A WORKING FOOL! 


THIS IS IT! Your trade has wanted 
it for years. Very shortly your 
trade will have it! 
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SOUTHERN FARM EQUIPMENT Section for FEBRUARY, 1952 





Virginia Farm Equipment 
Dealers Convention .... . 


EALERS attending the eighth an- 

nual convention of the Virginia 
Farm Equipment Dealers Associa- 
tion, held January 8-11 in Rich- 
mond, Va., were told they will 
need new lines of credit and ag- 
gressive selling in 1952 to obtain a 
fair share of the farmer's dollar 


ing. Bank deposits,” he said, “are 
up 300 percent, but only a third of 
them are available for lending.” 

Another speaker on the first 
day’s program, Ralph Carney, vice 
president of the Coleman Co., 
Wichita, Kan., considered the deal- 
er’s selling problem: 

“If the consumer says to himself 
I'll not buy now — but later — it’s 
up to us to see that the productive 
capacity of our plants reaches the 











consumer and quickly.” He warned 
against the deflationary effect of 
postponed buying on the American 
and world economies 


Arthur N. Ekstrand, vice-presi- 
dent of the Farm Equipment Ac- 
ceptance Corp., Peoria, warned 
that a “new need for credit is com- 
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SPRAY 
NOZZLES 


it’s always best to supply 





TeeJet Spray Nozzles are PREFERRED BY 





8 OUT OF 10 original equipment manufac- 

turers, chemical producers and government 

experiment stations. To be certain of satis 

fed customers, why not sell the recognized SPRAY “7 NOZZLES 
best... TeeJet...the spray nozzles proved 

best by test in every field of farm spraying on ty TEEJET cives au 
Ask your distributor about TeeJet promo OF THESE FEATURES 


tional material Bulletins, Counter Dis 


Window Streamer 


Super-precision orifice tips 
. DRILLED ond MILLED 


play, and Newspaper 2 
* « for long life and for exactly 
Mats. Write for Bulletin 58. catanll teat enmtements oak 
fice openings 
— orifice tips 
mort complete se- 


eva evoilable anywhere. 
in every type ond capacity 
from ene golien per hour 
and vp. 
Eleven different spray on- 
ag from 0° (solid stream) 
ro ° 
gs of = nozzles ond tips be- 
shipment 


FOR COTTON SPRAYING 


The popular new Cone- 
Jet Tip for Teelet Nor- 


tory inspection and test 





LT 


SPRATING SYSTEMS co. 


thes. Ends mojer clog- 
ging troubles. Let us 
send you Bulletin 6! 


Tecjet= COMPLETE FARM SPRAY NOZZLE LINE 
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for the best in performance from equipment and chemicals! 
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Other speakers on the conven- 
tion program included: Russell W. 
Bierman, agricultural economist, 
Federal Reserve Bank of Rich- 
mond; Ted Hale, vice president of 
the International Harvester Co.; 
George A. Bowie, public relations 
official of the Firestone Tire and 
Rubber Co., and Richard Harkness, 
noted news commentator. 

In his talk Mr. Hale predicted a 
15 percent increase in the demand 
for farm equipment during 1952, 
but warned dealers that produc- 
tion is determined by allocations 
of steel and other materials ap- 
proved by the government. 

John Reid, Lynchburg, was e- 
lected president of the organiza- 
tion for 1952. J. Kent Martin, Nor- 
folk, was named vice president and 
J. E. Pottman, Wakefield was e- 
lected secretary-treasurer. John E. 
Raine, Richmond, is executive sec- 
retary of the association. 


+ 


Dearborn Names Zich 
Manager of Tractor Sales 


Farce of John Zich as 
manager of tractor and imple- 
ment sales department at Dear- 
born Motors Corp., Birmingham, 
Mich., national marketing organi- 
zation for the Ford tractor and 
Dearborn farm equipment, is an- 
nounced by G. D. Andrews, vice 
president in charge of sales. 





John Zich 


Mr. Zich has been manager of 
new product investigation, which 
function has been combined with 
his new position. He succeeds 
Harry V. Snow as manager of the 
tractor and implement sales de- 
partment. Mr. Snow now is gen- 
eral manager of the Dearborn 
distributorship, Iowa Ford Tractor 
Co., Des Moines, Iowa. 

Mr. Zich was assistant service 
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Here’s THE LINE for a more profitable NEW YEAR 
for you and your customers 








Year-in and year-out, the MM line is a profit line for you and 
your customers. You profit through your regular margins, 
through MM’s sales-getting promotional helps, through the 
knowledge that you are in business for yourself 
when you handle the powerful line 
of MM Modern Machinery. 
Your customers profit too .. . 
by investing in depend- 
able, money-making ma- 
chinery that’s famous 
for top performance 
in every field. 


















U 
Here's your line-up of profit- 
producing power: From top to 
bottom, the mighty MM Model 
G Trector, 4-5 plow power, Z 
the big tractor thet hondiles 

the big jobs at lower cost . . . the popular 3-4 plow 
power MM Model U with the famous U engine that 
produces greater torque to do more work... the 
MM Z Tractor, 2-3 plow power, withthe simplified 
engine that has 140 fewer parts than conventional 

valve-in-head models . . . the famous 2 plow MM Model B that provides 
heavy-duty performance with maximum economy .. . the MM Avery 
BF, another 2 plow model, that handles the toughest 2-plow jobs of 
lower engine speed ... and the MM Avery Mode! V, for big production 4 iz 
on the smaller farms, real versatility as the second tractor on larger farms. 


Preparing seed beds is an easier, faster job with the MM 
11A Disc Harrow and Model U Tractor. Note con- 
venient weight boxes 








MM U Tractor. 


MINNEAPOLIS-MOLINE 


Plowing costs go down when the farmer-businessman MINNEAPOLIS 1 MINN 
teams the MM Model U Tractor and the AF Series 
Hi-Klearance Plow. 












SOUTHERN FARM EQUIPMENT Section for FEBRUARY, 1952 



























Seeds are planted uniformly, at even depth with this 
MM 4-row Checkrow Planter drawn by the 3-4 plow 


Zuality Control 1 MM FACTORIES 


ASSURES DEPENDABLE PERFORMANCE IN THE FIELD 





i> 





manager for Harry Ferguson, Inc., 
a project engineer for Allis- 
Chalmers, and a director of agri- 
cultural testing in Army Ordnance 
before joining Dearborn Motors in 
1947. He is a member of the 
American Society of Agricultural 
Engineers. 
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Langham Succeeds Gillette 
As M-M Sales Manager . . 


corGeE L. GILLETTE, vice presi- 
Vdent and general sales man- 
ager of Minneapolis-Moline Co., 
Minneapolis, Minn., has retired 
from the company after 46 years 
of continuous service. His suc- 
cessor as general sales manager is 
Frank N. Langham, manager of 
the M-M division office in Kansas 
City, Kansas. 





George L. Gillette 


W. B. Taylor, assistant general 
sales manager, requested retire- 
ment from his position several 
months ago, but will continue as 
consultant until April 1, according 
to W. C. Mac Farlane, president 
and general manager. Succeeding 
him is Harry R. Colvin, district 
sales manager, who has been with 
the company since 1927 

Mr. Colvin was first employed 
as a clerk with the Minneapolis 
Steel & Machinery Co. and later 
as an order clerk in the sales de- 
partment. In 1931 he became a 
salesman for the company with 
headquarters at Lewiston, Mon- 
tana, and then at Thief River Falls, 
Minn. During World War II he 
served two years in the Navy, and 
upon his return from service in 
1946 became sales supervisor at 
the Kansas City office. He was 
transferred to the home office in 
1947 to serve as assistant to the 
vice president and general sales 
manager. A year ago he was named 








“I farm 210 acres of black loam, and for the kind of 
soil conditions I have, I like these Firestone Champions 
best. When the ground is hard, they bite in and take a 
good hold—and when it’s soft, they take me through 
where other tires hang up.”’ 

W. E. Wepemeyver, Donahue, Iowa 





Mo AND MORE farmers are switching 

to Firestone Champion Open Center 
Tires! They find that the bars take a sharper 
bite because they're tapered, take a stronger 
hold because they're curved. And, because the 
tread of this tire is wider and flatter, it has 
more bar rubber to grip the soil for extra 
traction, more bar rubber to stand up on the 


road for extra traction life. 


Enjoy the Voice of Firestone on radio or television every Monday evening over NBC 


Always Sell Tires Built By 








Show farmers the advantages of Firestone 


Champion Open Center Tires on their trac- 


tors. Or, if your customers prefer Firestone 
Champion Traction Center Tires for their 
soil conditions, you can sell them, too. Only 
Firestone offers your customers a choice 
between the most advanced Open Center and 
the one and only Traction Center Tire on the 


market today. 


Copyright, 1951, The Firestone Tire & Rubber Co. 


Firestone, Originator 
Pneumatic Tractor Tire 
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Q. WHAT BRAND SPRAYER DO YOU PREFER? 


A. Seven leading farm papers and a trade journal asked 


this question of over 8500 dealers. Of those answering, peers 
the choice of more dealers was The ©0”?0#+. Sprayer - 
by more than 2 to I OP 


GOwFOR! the sprayer 


For 1952, lead with the leader - 
you can sell with confidence. Delivery is guaranteed 
on present orders 


EOMF OR, 

Multi Purpose 
FARM SPRAYER 
The popular weed, insect 
and general farm sprayer 
which offers truly simple 
operation and mainte- 
nance. All controls are 
centered at tractor seat 
Mounts on any tractor* by 
tightening just 2 bolts. It's 
acomplete sprayer with full 
accessory and parts selec- 
tion. 5 gallon per acre tips 
are standard equipment. 

*Special Mount for Ford Tractors 


















GOMFORD. Cultivator Mount 


In features — efficiency — in low cost 

here is the outstanding sprayer 
of its type for row crops where spray- 
ing is desired while cultivating. Can 
be easily mounted with or without 
cultivator on any popular make trac- 
tor.* Extension booms are available 
for spraying four or more rows (as 
shown). Uses any standard 55 gal- 
lon drum (not furnished). Acomplete 
spraying unit — nothing else to buy 
*Special Mount for Ford Tractors 


COMPLETE PARTS & ACCESSORY SELECTION 


Reasonably Priced 


Tee Jet 
aBLe 

RCHANGE 

INTERIOZZLES 


TeeJets mean COMFORT (OMFORR built to permit For all spot spraying jobs For between row spray 
Sprapere are adaptable to any desired boom length Complete with angle spray - Complete with tip adjustable 
ell types of chemicals and up te maximum practical ing head, nosele and tip head and shock absorbers to 


wallonages width Prevent damage 


—, 
=—, 


SPRAYERS 


Ask Your Jobber For Details Or Write 
GOMFOR,. EQUIPMENT COMPANY + 2609 00 Walnut, Kansas City 8, Mo. 
SS 











Frank N. Langham 


district sales manager. 

Mr. Taylor became associated 
with the company in 1913, as a 
tractor salesman at Denver, Colo. 
He later served as branch manager 
at Denver and Kansas City, and 
in 1929 was named assistant gener- 
al sales manager, a post he has 
held since that time. 

Mr. Gillette joined M-M in 1905, 
as a time-keeper on bridge con- 
struction with Minneapolis Steel & 
Machinery Co., one of the prede- 
cessor companies of the present 
M-M organization. In 1919 he was 
named general manager of sales, 
and in 1923 vice president in 
charge of sales. He was elected vice 
president and general sales man- 
ager of the Minneapolis-Moline 
Power Implement Co., when it was 
formed in 1929. Under his direc- 
tion, sales activities have risen 
from $8 to over $91 million, and 
it was under his direction that the 
present organization distribution 
was established. 

Though he will retain his po- 
sition as a member of the board 
of directors, Mr. Gillette plans to 
spend most of his time hunting 
and fishing now. 

Mr. Langham, who has been 
with the company since 1920, 
started selling farm equipment in 
1911, first as a salesman for a farm 
equipment dealer and then for var- 
ious prominent manufacturers. In 
1923 he became assistant general 
sales manager of the Moline Plow 
Co. at Moline, Il., and in 1926 he 
was named division manager of the 
Moline Implement Co. at Dallas, 
Texas. In 1927 he was sent to Kan- 
sas City as southwestern division 
manager. In 1929 he came to Min- 
neapolis to assist Mr. Gillette in 
setting up new sales territories and 
division offices. In 1931 he was ap- 
pointed manager of the Kansas 
City division office and chairman 
of the product research committee. 
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Tomorrow's 
Water Service 
TODAY! 


No other pump offers your cus 
tomers se much for so little — 
or provides @ sounder base for 
a profitable business in water 
systems and related equipment. 


shallow well 


water system 


rv) 











TANKLESS 


Requires no tank. no “extras.” It's a complete, self-con 
tained water system that supplies really FRESH running 
water at all times 

SELF-ADJUSTING CAPACITY. Automatically and in 
stantly adjusts its capacity as the varying demands for 
water require. Steady. non fluctuating flow regardless of 


number of outlets in use at one time 
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A Display Promotion 
that: Guarantees 
Extra Profits 


guarantees 





guaranteed profi! 





: 


Goulds Pumps iInc., Seneca Falls, N.Y. 





The Greatest, Advertising Campaign 
that ever hacked Water System | 
ts New | 





Now 


; | F00k on page 17 





Count 
'Y Gentleman Needs NO Tank 





er 











CHAIN 


Campbell provides a single source for all kinds of chain—dog 





ee ne ee ae 


leads and log chains, tie-outs and sling chains, halter chains and 
binding chains . . . chain for every need. And Campbell Chain 
is packaged for profit—easier to stock, display, and sell. 


Ask your wholesaler —or write direct — for complete information. 


CAMPBELL CHAIN Gomsany 


Main Office —York, Pa 


Factories — York, Pa., and West Burlington, lowe 
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Considering the modest price plus traditional Chapin 
quality. here is today’s best sprayer value! Despite zinc 
shortages, it's still made of rust-resistant Armco Zincgrip 
galvanized steel. This low-priced. open head mode! has 
12” x 134" dia. pump, oil-proof rubber valve. quick-closure 
lock. Model No. 187 has larger pump (14” x 134”), brass 
valve. oil-proof hose and other sales-building features. 


Other BIG SELLERS 


include single-action and continuous hand 
sprayers, dusters, knapsack sprayers. 
flame throwers and auxiliary equipment. 
Compact. efficient units that build volume 
sales. Write for FREE new Catalog! 





Popular Continuous Sprayer 
Model No. 585 







R. © CHAPIN Manufacturing Works, 'nc. 
10u Chapin St. Batavia, Nn. Y. 





Willard Deere Hesferd, 
Deere Director, Passes 


7ILLARD Deere HOSFoRD, mem- 
ber of the board of directors 

of Deere & Co. and a great grand- 
son of John Deere, died Christmas 
morning, following a brief illness 

Mr. Hosford had been a mem- 
ber of the John Deere organiza- 
tion since Oct. 1, 1906, when he 
joined the John Deere Plow Co. in 
Omaha. He was appointed as- 
sistant manager there in 1911, was 
elected a vice president of the 
John Deere Plow Co. of Moline in 
1914, and was appointed general 
manager of the Omaha John 
Deere branch in 1932. He was 
elected to the Deere & Co. board 
of directors in 1922. 

Late in 1950, Mr. Hosford asked 
to be relieved of his duties as gen- 
eral manager of the Omaha 
branch, and he was succeeded in 
that position by his son, Willard 
Deere Hosford, Jr. 

Mr. Hosford served on the exec- 
utive council of the Boy Scouts of 
America, and was on the executive 
committee of Associated Charities 
He was crowned “King of Ak-Sar- 
Ben” in 1916, and was on the Ak- 
Sar-Ben board of governors many 
years. A regent of Creighton Uni- 
versity several years, Mr. Hos- 
ford was a founder and former 
vice president of Creighton Hell. 

He is survived by his widow; 
one son, Willard Deere Hosford, 
Jr.; a daughter, Mrs. Frank Ham- 
ilton; and five grandchildren 


+ 


M-M Avery Plant Awarded 
Navy Contract ........ 


HE Avery plant of Minneapolis- 

Moline Co. at Louisville, Ky., 
has been awarded a contract to 
manufacture large projectiles for 
the Navy department, it was an- 
nounced by W. C. Mac Farlane, 
president of the company 

The contract is said to be in ex- 
cess of a quarter of a million dol- 
lars. W. C. Mac Farlane, Jr., vice 
president, who is in charge of all 
government projects for the com- 
pany, added that a new building 
for this special defense project is 
now under construction adjacent 
to the existing plant. 

He also stated that the initial 
production schedule indicates it 
may be necessary te add approxi- 
mately 150 new employees, op- 
erating on a one-shift basis when 
production is underway. All hir- 
ing, which will start in the near 
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All over America, 

the LAUSON name and 
fame is bringing new 
efficiency to thousands of 
jobs . . . more profit to dealers. 
Features such as simultaneous 
cooling of both valves and extra 
fins . . . for cooler operation .. . 
special cylinders, and automotive 
type pistons for more power and 
longer life, have made 

LAUSON a favorite with engineer, 
designer, and, most important of all, 
THE CONSUMER! 
LAUSON ... 


information about YOUR 


Investigate 


write for full 


power requirements... 


and the LAUSON engine 


‘ 
aod 
< 


for power mowers 
LAUSON powered mowers are among the 
= feeders in their field for quality and 
performance. Owners praise the longer life and easier 
operation of their LAUSON engines. 


oY = 


‘ 
for garden tractors *')) | 
LAUSON job-design engines ore 

perfect for the demands of hord working 


Pry 
Gf 
gorden tractors . . . delivering =—*' 


mony extra hours of trouble-free performance, 


for construction work 


LAUSON engines ore engineered for 
economy ond easy maintenance . . 


a | 
i 
f i rs 
fake 
perfect for the rugged jobs needed in 
building or road laying. 


’ 4 


for all power equipment als 7 / 
Whether it's sproyers, pumps, ¥ 
power lownmowers, or generators .. . aay 


LAUSON has the right engine = 
to do the job BETTER . . . more efficiently. 





TCR | > 


SAuson 
PORTABLE “=> ENGINES Sime 
A. rs — 
New Holstein, Wis. Division of Hart-Carter Company. In Canada: Hart-Emerson, Winmpeg. 


YOU need . . . today! 


for details, write: 


THE LAUSON COMPANY, 
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future, will be done at the Avery 
plant in Louisville, he said. 

The company also was awarded 
recently a contract to reactivate 
and operate a government-cwned 
shell plant at the Twin Cities 
Arsenal in New Brighton, Minn. 
Approximately 700 workers will 
be employed on a one-shilt basis 
on this $2,000,000 project when 
production starts, Mr. Mac Farlane 
said. 

During World War II the com- 
pany was one of the large pro- 
ducers of shells and other ma- 
terial for the Army, Navy, and the 
U. S. Maritime Commission, and 
won numerous production awards, 
including the Army-Navy E, the 
Army Ordnance Banner, U. S 
Maritime M Award, and Victory 
Fleet Flag. 
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New Chisel Tiller 
Introduced by Krause 


NEW chisel-tiller, designed to 
A operate efficiently at lighter 
draft in all types of tillable soils, 
has been introduced by the Krause 
Plow Corp., Hutchinson, Kansas. 
The unit is said to work especially 
well in hard, dry or trashy fields, 





uni- 


holding the desired depth 
formly without jumping out and 
without excessive trash clogging. 

Its design features include stur- 
dy, flexible shanks with built-in 
leaf-type overload springs; 4- 
square twistproof box girder frame 
and shank mounting; anti-friction 
bearings on pneumatic - tired 
wheels, hydraulic lift and depth 
control from tractor or hand 
pump; and quick, easy change of 
shank spacings and swath width 
The shank is shaped with a deep 
throat, for maximum trash clear- 
ance and flexibility, so that it 


shakes off trash and yields to sub- 
soil obstructions without breaking. 
Spikes, points or sweeps may be 
quickly mounted or interchanged. 
The implement is well balanced 
and no jacks or blocks are re- 
quired to hitch it to any tractor or 
adjust the tongue height. 

The new chisel-tiller is pro 
duced in four models, affording a 
choice of 11 sizes with wings and 
extensions. There is a 5 to 7-shank 
lift-up model, and three larger 
pull-type, flexible size models: 7, 
9 or 11-shank; 10, 12, or 14-shank; 
and 13, 15 or 17-shank. 
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MAKE MORE SALES--MORE PROFIT 


With Complete Line Nationally 
Advertised - Nationally Known 


SPIRAL GRAIN 
LOADERS 





TYPE A With Famous 
FLEXODRIVE 


BEST Grain Handler of All 


Complete with carrier, highly ef- 
ficient FLEXO (flexible shaft) 

DRIVE and motor mounted low 
Moves up to 1500 bushels per 


j/ 



















hour without cracking 
grain. Operates at almost 
any angle. Quickly ad- 
justed, easily trans- 
ported, readily re- 
moved from car- 
rier if desired 
16-foot basic 
length plus 
any exten- 
sions de- 
sired. 







Tyee 8 
Un 






length with 
tensions 
available 





, as 


THE WYATT MANUFACTURING CO., Inc. oo 


132 









+ « Convent 
. with carrier, 
windlass, adjustable 
motor mount and 
idier pulley drive. 
16-foot basic 






Four Types « Five Different Models to 
Meet All Grain Handling Requirements 


Heavy tubing, Link Belt helicoid flighting, high speed sealed bearings 
throughout. Better built in every way to give long service and real value. 


\ IMPLEMENT SALES CO. 


DISTRIBUTED BY J 3455 E. Ponce De Leon Ave. 


yoe @ Truck Unit 






sal swivel Bracket for 
easy mounting om truck or 
ier. 







Models for gasoline and electric power, indoor use or permanent installation. 
All are of sectional tube construction with 5, 10, 15 and 20 foot extensions 
available to make almost any length unit required. Custom built Bazookas 
available for special purposes. 
For complete details and prompt shipment, contact distributor listed below. 


McNEES SALES CO. 
340 West Olive Ave. 
Memphis, Tena. 


Com, 


















* 
sectional 
extensions. 
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27” 
Roller Type Mower 


Rubber covered steel roller and caster wheels.! New positive 
reel adjustment and new all-steel welded deck. Powered with 
3.1 HP Briggs & Stratton motor. 


(optional equipment). 


30 MILLION readers 
will see Cooper Nation. 
al advertising during 
March, April and May. 
Be sure to get your 
share of the profitable | 
sales this national pub- 
licity will create. 


ORDER FROM YOUR 

NEAREST DISTRIB- 

UTOR - BUT ORDER 
EARLY 


\ 
GET THE EXTRA: 


Fully enclosed oversize Diamond 


chain drive 


Oversize enclosed Timken Reel 
bearings with automatic takeup 


Unbreakable tubular steel handle 


built fet these who want 





ws La [ 


“ ” 





Rubber tired Riding Sulky 


{= 





(Pre 





mae ee 


—— 


KUPPER Power set” 


and 20° Cutting Widths 


OF COOPER EXCLUSIVE FEATURES 


Patented “Quickset” height adjustment 
with a range of Ys" to 27." 


Patented, positive action, non-wearing 
clutch. Simple, powerful, self-locking 


Extra strong, Zinc die cast alloy frame 


Zinc die cast alloy drive pinions with 
hardened steel inserts 


COOPER MANUFACTURING CO. 


_ — — 
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———— 
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No one knows how many 
Cooper Mowers will be 
available in ‘52 - so it is 
important that you get 
your order in te your 
nearest distributor @s ear- 
ly as possible. If you de 
not have his name « write 
for complete information. 


{ 
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Power driven weed cutter (optional) 


Plus the always dependable Briggs & 
Stratton motors 


603-605 South First Avenue 
Marshalltown, Iowa, U.S.A. 
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EXACT POWER 
CUSTOMERS AVA SUCCESSFUL 
WANT! “DU- ETA! YEARS! 


SNOWPLOW 


eed Meme yy a ee 1 ti ey BULLDOZE * MOW 


SAW @ RAKE 


PLOW ¢ HARROW 
SEED © CULTIVATE 


_— TRACTORS* 


Opportunity Knocks! 
Dealers make EXTRA MONEY on 
tools and power take off Attach 
ments for all models! 


NEW SAW ATTACHMENT 


Fells Trees, Cuts Wood and Weeds. 
It sells itself ! 















ig e 20305 eH.P. oh ae ae 


WALKING TRACTORS Arcus |) RIDING TRACTORS 
si: targe and small Gardening Am WEEDS { / That Will Handle Good Sized Farm. 
Sturdy, extra strength construction DP | Lowest cost power. Handles 10, 12, even 
for power and traction Variable ¢ i 14-inch plows. Cultivates, mows, rakes, 
speed transmission, individual gang = OD j bb does dozens of other jobs with ease. 
tox ntrols. Model shown tls 3 HP se 4 e Works astride or between 42" rows. 
with 10° plow * - ——_ * Uses P.T.O. pulley 
NATIONALLY ADVERTISED A PIONEER IN THE GARDEN TRACTOR INDUSTRY 


Widely used in every state and in for- MAW OPENINGS for DEALERS 
eign countries. SHAW is Best, Most SHA W VUFACTURING CO. Write for Free Literature, Full Details, 


Profitable Complete Line to Sell! 302 BARU ees ie ee Prices and Information on Dealershins 


TYGART 


TRACTOR-MOUNTED DUSTER 

<¢ THIS LIGHTWEIGHT DUSTER has many 
new features including an improved hopper, new 
fan case outlets, and a newly developed idler. 
Sturdy, easy to handle mountings are available 
for all standard makes of tractors. 




















Tygart 
HORSE-DRAWN DUSTER 


DESIGNED for use on any type crop, this duster a 
will handle any of the present day poisons, allow- 

ing the operator to put out the correct amount 

of dust per acre. 





For illustrated literature 
@ and full details, write, 
e . 


phone or wire ~ 
"— 


NASHVILLE, 


Newlpeat Sprayer Company ouanen 
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Self-Contained, 
PERMANENT 
Air Pressure 

Control 





Ce comeppteiely NEW shallow well walle system 


Note These Features! 








© No bothersome air control required. © High Efficiency, Multi-Stage Centrifugal Pump. 

* High capacity: 320 to 685 gallons per hour, ® No Jet in the “CUSHIONETTE”. 

® Self-priming ... completely automatic. ® No Stuffing Box difficulties. 

® Compact...can be located in restricted areas (such ® Complete Packaged Unit... ready to hook up to 
as under kitchen sink.) well and house connections. 





The “Cushionette” is the latest development in the big line of Deming Water Systems 


JTFRFEL 
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>> HPCLEARANGE SPRAYER 


13.1 H.P. Air Cooled Engine with an Automatic Clutch, and 
Heavy Duty Truck Transmission features 4 speeds forward and 
reverse. Automotive type steering insures maximum maneu- 
verability and control. 





The transom or spray boom carrier is adjustable from driver's 
seat for high or low spraying. Boom raises to 90" or lowers to 
24". No nozzle and drops are available for any type of plant 
and ground coverage. 


All controls within easy reach of operator. 8-way valve con- 
trols flow of material through spray booms and permits a 
combination for various requirements. 


The convenient operation and durability of the HAGIE 
HI-CLEARANCE SPRAYER has been approved by hundreds 
of users. Engineered for efficient long lasting service and 
manufactured by quality craftsmen, HAGIE will meet your 
requirements. WRITE TODAY FOR DETAILS! 
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EASIER TO REMEMBER! EASIER TO SELL? 
New Enlarged National Advertising Prog 
Spotlights “ “inT Big Markets! 
potiights “Faw” in Iwo Big Markets! 
This vear you'll find America’s leading water sys- F & W is giving you plenty of advertising 
tem line in even greater demand and easier to power in 1952 in the farm market which continues 
sell than ever before. Not only does F & W con- to be big and profitable. In addition, you will 
tinue to give you the pumps with the exclusive receive more advertising support than ever be 
sales advantages, but has already begun the big- fore in the big, rapidly growing suburban home 
gest advertising campaign in its history to tell market in every town and city 
your customers and prospects about F & W With F & W in °52 you have the right pump 
Water Systems! for every need... an 86-year proven record of 
This new advertising campaign features hard dependability . . . and the biggest advertising and 
hitting ads that turn the spotlight on the “F & W" sales help program in F & W history. 
brand, making it easy to remember by associating for full information on how you can profit with 
it with Flowing Water and top quality! F & W Water Pumps this year 
F & W Means Flowing Water by 
FLINT & WALLING MANUFACTURING CO., INC 
19 Oak Street, Kendallville, indiana Consistent advertising in these 
leading magazines will help you 
sell F & Win 1952! 
eeeee@ eeeeeeeee 
F & W VARIJET Buttet ab Years 
Pumps 40-70% more water uses less {or 
electricity than any other shallow well 
jet pump, thanks to exclusive design 
package patent. Avarlable with or without vertical 
with or without vertical tank or asa tank, or as «7 so wnt itus- 
‘ compact package unit ‘2 HP motor trated. 4, ‘a, | 
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New Whirlwind Terracer 
Introduced by Servis . . 


fb New Medel F Whirlwind 
terracer, a lift-type terracing 
machine for both maintenance and 
construction purposes, has been 
announced by Servis Equipment 
Co., 1000 Singleton Blvd., Dallas 
1, Texa 

With a 16-inch modified mould 
board plow bottom and a single 
speed 12-inch diameter revclving 
rotor, the unit pulverizes and 
throws plowed dirt a distance of 
from three to 12 feet, depending 
upon the speed of the tractor and 
its power take-off. Both the chan- 
nel and ridge-type Government 
specification size terraces can be 
constructed at the rate of a mile in 
less than 15 hours working time 
according to the manufacturer. It 
is also adapted for constructing 
open-type drainage ditches and 





Current list price has been 
established at $375 f.o.b. Dallas, 
and production plans provided for 
deliveries to begin during the 
month of January, 1952 


° 


New 300 Ib. Feed Mixer 


and stock feeders, dairy farmers, 
and others who feed concentrates 
or supplements mixed with their 
own home-grown grain. 

This mixer incorporates a num- 
ber of new principles in feed- 
mixer design. Being compact, it is 
easily filled and unloaded. Also, 





water outlets the simplified construction makes 
Designed especially for the Ford possible’ satisfactory operation 
and Ferguson 3-point lift-type fp HANDI-MIXER, a new auger with a '% H.P. motor. It is light 
tractors, the machine will not con type batch feed mixer of 300 enough in weight so that it can be 
flict with the current demand for lbs. capacity, has been announced moved about by one person. The 
the larger universal Model I-H by the Farmworthy Mfg. Co.. W. Handi-Mixer is said to produce a 
Whirlwind three-speed terracer C. U. Bldg., Quincy, Illinois. The perfect mix in only three minutes 
used with the larger type tractor new mixer is made especially for It is constructed entirely of steel 
poultry-men, turkey raisers, hog and sells for $115.00, less motor. 


Announced by Farmworthy 


it was announced 


jMake Hay the WbeyorU ay’ x 


MEYER METHOD hay dries 35°% to 5000 faster...stems 


dry as fast as leaves... hay retains color, protein and as J 





al omc 










much as 30007 more carotene (Vitamin A). Hay made by 
MEYER METHOD, using Mever Hay Conditioner, is 
worth more to sell or feed. Show farmers MEYER 
METHOD HAY and ordinary hay -then watch Mever 


Hay Conditioners sell like hoteakes! Get them on your 





floor now-we're selling them as fast as we can produce. 






New MEYER ED Conditioner 


PORTABLE ELEVATOR 


is heavy-duty, all-steel, galvanized. Elevates 
all-from baled hay to barley. Extra -wide 
18 to 22” sections, 4 roller dernck 
liftang assembly Power elevated 
derrick - quick change head 

Also 16" model; 


ie mal FAST SELLING |< 


lower price. \ Wlenpouenr Sacer! 
iz = “t. 


alt eee emanates BUCKET ELEVATOR POWER LOADER 

—available in 8 models. No short —mechanical or hydraulic.. - ' 
L }.. EY - o m FG. Cc ~ turns-nobinding; handles more grain. digs, moves, lifts. Scoop or dozer. j 
. - WEST ADAMS ST. MORTON, | ; 


BALE LOADER a 


— loads 75 bales in 15 minutes. | <= 
Light draft-ground-driven , 4 





















WRITE! ASK FOR COMPLETE INFORMATION 
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KEYStome 
POULTRY NETTING 


"EVEN THE 
KNOW THe 





CHICKENS 
DIFFEREN Cg 









sales 


and INFLUENCE POULTRYMEN 
with this KEYSTONE DISPLAY 


" 
~‘ 


Wee i 


+ 
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~ 
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Here’s the winner in more ways than one. The new 
Keystone Poultry Netting display is a real, potent, 
point-of-sale reminder. Just set it “out in front” and 
let it do the sales job for you. 

And, poultrymen recognize it as a winner, because 
they know that Keystone Improved Poultry Netting is 
precision built, it has a neat uniform weave . . . it's made 
with a reverse-twist weave producing a mesh that is 
unusually strong, that stretches up evenly... and it 
unrolls flat, like a rug, there's no buckling. 

Dealers know it’s a winner because “made by Key- 
stone” means customer preference. In addition to the 
new point-of-sale reminder, the bright trim rolls help 
sales. The inventory tag is another Keystone merchan- 
dising help . . . just a number jotted at the time of the 
previous sale tells you how many feet are left. You'll 
find it on every roll. Ask for free envelope stuffers. 
Local newspaper mats and radio scripts are ready to 
help you make a bigger NET profit. Order from your 
jobber, or write him for catalog sheets and prices. 
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keystone poultry netting 


KEYSTONE STEEL & WIRE COMPANY, Peoria 7, Illinois 
Red Brand fence, Red Top steel posts, gates, Keymesh plaster and concrete reinforcement 
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NOW ENJOY THE REALLY VERSATILE 


YW GARDENPTRACTOR 


FOR FARM, GARDEN, HOME AND ESTATE 












The Kut-Kwick rotary 
mowing attachment 
cuts ond shreds light 
» undergrowth-brush 
Grass, weeds etc 
forming o valuable 
nulch on the land 
which promotes the 
growth of green 


postures 


The garden tractor 
has ao circular sow 
attachment which 
fells trees at 
ground level 

It also cuts them 
into firewood 
fence posts etc 
Kut-Kwick uses 
standard garden 
plows, harrows, 
cultivotors etc 
ond is produced 
with power range 
of from 2 toé6h.p 





NX DEALERS — 
ODS Write today for illustrated catalog and prices 


Kut-KWICcK TOOL CORPORATION 





P.O. BOX 476 BRUNSWICK, GEORGIA 








Outside Selling 
(Continued from page 114) 


Thomas attempts, whenever 
possible, to employ a capable and 
well-known farmer for his part- 
time sales work, explaining that 
such a man is more likely to win 
the friendship and confidence of 
prospects, because he is “one of 
them,” and “talks their language,” 
he explained. 

Another ace in the hole with 
which farmers provide Thomas is 
their thorough understanding of 
farm equipment, what it is ex- 
pected to do and what features ap- 
peal most to other farmers. This is 
partially the reason why Thomas 
provides his outside men with 
limited sales training. The fact 
that Thomas usually “changes 
horses” each fall has proven some- 
what of an asset because the newly 
employed salesman usuaily is ac- 
quainted with farmers not known 
by the former salesman. This 
usually opens a new source of 
sales 

All employees at the Clarksdale 
Tractor Co. receive an annual 
bonus, based upon the employee’s 
current salary, his tenure of serv- 
ice with the company, and the 
volume of business done the 
previous year. This plan, according 
to Thomas, has reduced labor turn- 
over and stimulated healthy em- 
ployee relations. 

“The last years were ‘disaster’ 
years for farmers in this area,” 
Thomas said. “Many of them made 
practically no crop at all, and of 
course their bad luck was re- 
flected in my sales. This year, I 
believe, is going to be good 
especially for cotton, and I am ex- 
pecting a pretty good volume this 
year and next.” 


* 


Water Systems 


(Continued from page 116) 


their hands as they gained prac- 
tical experience. They called up- 
on the factory representative 
when special problems arose not 
in line with routine installations 
and service. 

The men became trained to in- 
stall and service pumps compe- 
tently and the more water systems 
installed the greater the sales 
volume grew. Neighbors, observ- 
ing the benefits of a water system, 
would inquire what could be done 
in their type of situation. 

“Water systems are a very 
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OF THE CENSUS 
Rey V. Pest, Director 


PACTS FOR INDUSTRY 


7 pier er SERIES: M}iL- 
FOR RELEAS Se b: 4 1951 siL-oS —s 
: £ 24, 


INTERNAL COMBUSTION ENGINES 
(EXCEPT AUTOMOTIVE AND AIRCRAFT) 




































# The latest U.S. Bureau of sntongaa Census statistics again beer vem proof 
of top preference for Wisconsin Heavy-Duty Air-Cooled Engines. 


According to Census Bureau figures covering ALL carburetor type 
internal combustion engines (except automotive and aircraft) 
made by 41 different manufacturers, a total of 566,777 engines 
of 11 to 175 cu. inches displacement were produced and shipped 
by these concerns to other companies during 1950. (This does not 
include so-called “captive” engines built and incorporated into 
equipment of the same company). 


Of the total of 566,777, Wisconsin Motor Corporation figures 
show that 206,737 were produced by this company, or 36.4% of 
the total in the specified H.P. range. The balance of 63.6% was 
divided among 40 other engine builders. 


These figures are significant because they again offer outstanding 
proof of preference for Wisconsin Air-Cooled Engines by power 
equipment builders, distributors, dealers and users of power- 
operated machines and engines. And this preference is based on 
PERFORMANCE — best expressed by “Most H.P. Hours” of on- 
the-job service. 

It pays to build, sell and use GOOD ENGINES. You can't do 
better than to get behind Wisconsin Heavy-Duty 
Air-Cooled Engines . . . the line of least sales 
resistance and top preference. 












WISCONSIN MOTOR CORPORATION 


Bu of Heavy-Duty Air-¢ led Engines 
‘ 
MILWAUKEE 46, WISCONSIN 
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“We feel our success is due in no small mee- 
sure to the Jameswoay line, especially Milker 
stalls. We are Jamesway all the way on 
barn equipment and would be at a serious 
disadvantage without this soles leader. 
“Bocked by consistent advertising over the 
yeors, Jomesway needs no introduction. It 
leads in quality, consumer acceptance and 
repeot sales. We have hundreds of sotisfied 
customers as proof!"’ 


¢ Take a tip from Ben Fiddyment 
put a Jamesway Department in your 
business! 

You'll find that Jamesway fits in 
naturally with hardware or imple- 
ments, brings in extra customers, in- 
creases your sales, steps up your pro- 





fits. It’s the brand farmers know best. 


Jamesway is the big line of barn, 
poultry and hog equipment which has 
been’ a favorite of farmers for 45 
years. The dairy line included panel 
and tandem-type milking stalls, stan- 
chion-type stalls, pens, water cups, 
ventilation, barn cleaners, feed 
trucks and windows complete 
equipment for any type of dairy barn 

Take advantage of Jamesway's 
famous “sell-on-sight" quality, pow- 
erful advertising and valuable fran- 
chise. You can’t go wrong on the 
leading line, the profit-proved line 
Send coupon for details 


Sell the brand that formers know best 








Jamesway ) 
I ae.ccmnen ! 
1 Ft. Atkinson, Wis . Mount Joy, Pa. 7 Los Angeles 63, Calif I 
j JAMES MFG. CO., Dept. SH-252, Ft. Atkinson, Wis. I 

I'd like to get complete information on Jomeswoy deoler franchise for myself. I'm especially 1 
l interested in equipment for dairy borns poultry hogs | 
ame 
Firm Nome i 
§_ _ County RFO Stote j 
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profitable sideline to any farm 
equipment dealer’s operations,” 
Stickley pointed out. “Men can 


be trained on the job in all phases 
of a pump and its prover opera- 
tion. Because a farm equipment 
dealer has representatives calling 
on farmers he has special oppor- 
tunities to talk up pumps, and 
spot situations where water sys- 
tems could be used.” 

Stickley’s shop mechanics going 
out on a call are alert to any new 
building going up in the neighbor- 
hood or a new well being dug 
They report this to Stickley or the 
pump men, and someone drops by 
to find out what kind of provision 
is being made for water. 

Stickley places water systems 
displays near the store entrance 
on the aisle leading to the farm 
equipment parts department, be- 
cause that is where heaviest traf- 
fic passes. 

Radio announcements of early 
morning news present the ad- 
vantages of a water system and 


invite the listener to call on 
Stickley’s for more information. 
Newspaper ads throughout the 


year tie in promotion on water 
systems with water heaters. 

“Quick service in the event of 
a breakdown is vital to a good 
sales volume in water systems,” 
Stickley said. “You must be pre- 
pared to give prompt service at 
any time of day or night if some- 
thing should go wrong so that your 
customers do not suffer incon- 
venience or loss.” 





A new display board, available 
to implement dealers, shows 
and explains how the Hanson 
Brodjet sprays up to a 44-foot 
swath in fields, row crops or 
fence rows. The 1952 model is 


the power take-off, tractor- 

mounted sprayer from Hanson 

Che Equi Co.. 
Beloit, Wis. 
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OF ALL BRANDS 


THE MOST POPULAR 
Phoenix leads the field in sales. 
Phoenix leads the field 


Year in and year out, 
That's because year in-year out, 
in service. 

There's a size, weight and style for every horse and mule 
working under any conditon. It's easy to see that Phoenix 
means business. So cut yourself in on the profits! Stock 


and recommend Phoenix Horse and Mule Shoes NOW! — 





World's Largest Manufacturer 
of Horse ond Mule Shoes and Colks. 


PHOENIX MANUFACTURING COMPANY 


A 


NEW COLUMBIANA “ALL-IRON" 
PITCHER SPOUT PUMP 


@ Here are some of the outstandi features 
that make Columbiana the ee name in 
hand pumps for the entire world 

ld 


Ae eens REVOLVING BEARER 
ACTION 


NT!-PREEZE 
plocing 


TCUTAWAY BASE 
becket directly 
Designed for wells and cisterns up to 25 feet 
deep. This low-price h-quality 20-pound 
pump is 18," high, has [1 polished cylinder 
diameter and atm suction connection for 
standard pipe tap. Finished in handsome green 
ename! Write today for complete information 


Estoblished 1688 


Columbiana PUMP COMPANY 


COLUMBIANA, OHIO, U. S. A. 


OAKES aisetay'stano 
71 Inches High 


Requires Only 18 in. x 4 ft. 
Floor Space 


This carefully designed display stand is the re- 
sult of more than 50 years experience in the 
sale of poultry equipment. A wide variety of 
items can be displayed. The 2 shelves are 42” 
long, 12” wide. Many dealers use one for side- 
walk display and one for inside. See your 
OAKES jobber. 

OAKES MFG. COMPANY 

BOX 057-H« TIPTON, IND. 










Cotasovqua, Pa. 





Joliet, Mlinois 








Fig. 19, No. 2 





























» 
Ne. S-511 Assortment 
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You make more 
money selling 
DEMPSTER because 
it’s America’s 

quality water system! 


No wonder the farmer won't have anything else! Dempster 
offers him a ‘ried-and-tested water- supply system —backed 
by the 73-year-old Dempster repwtation for unquestioned 
oie. It's just plain sense that you can sell more Dempster 

ater Systems. In a day of increasing shortages, with 
replacement materials harder to get, your customer is more 
quality-conscious than ever before. You sell quality when 
you sell the Dempster Water System—it's America’s finest! 


These Dempster Pumps are star 
members of America’s finest line. . . 


a 


af Le 


ewe 





DEEP-WELL JETMASTER 

ideal for offset instattation of 
to be set directly over the well 
Unusually simple in operation — 
only one moving part 


SHALLOW-WELL JET- 
MASTE ty one mown, 
No special pressure tan’ 


pert 
needed. Easily instalied and 
exceptionally efficient 





CENTRIFUGAL PUMPS - 
impeliers are semi - enclosed 
for greater efficiency Balanced 
Grive shafts nde on double Tim- 
ken Bearings. |here are no bet 
ter wngation pumps made than 
Dempster Centrifugal Pumps 


DEEP -WELL WATER SYS- 
TEM — Positive tubrication 

nm design. Availabd’e for 
electric motor of gasoline engine 
operation Can be supplied with 
windmill attachment 


America’s Quality Line of Farm 
Water Systems 


Pumps ¢ Tonks © Windmills © 
Irrigation Equipment 


DEMPSTER 
MILL MFG. CO. 
Beatrice, Nebroska 


DEMPSTE 


WATER SUPPLY —a SUDDLY EQUIPMENT 
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Preferred power for self-contained refrigerating units on motor-cargo trailers 
the world's most widely used single-cylinder gasoline engines 


}@...: & STRATTON single-cylinder, 4-cycle, 
air-cooled gasoline engines are the “Preferred Power” 
leader —on equipment, machines, tools, 

appliances used by the transportation, 
construction, oil-fields and other industries — and 
on farms. Briggs & Stratton Corporation, 
Milwaukee 1, Wisconsin, U.S. A. 


[ In the automotive field Briggs & Stratton is the recognized leader 
and world’s largest producer of locks, keys and related equipment. 





Trade-In Problem 
(Continued from page 120) 


a buyers’ market. We must recog- 
nize this and conform to present 
conditions—not hold too tightly 
to an idea that is no longer work- 
able.” 

Stockbauer will not recondition 
any but his own late model equip- 
ment. 

“Everything else,” he said, “is 
sold just as it left the field. We 
can, thus, turn our trade-ins, for 
the asking price is then in line 
with what we ask for new equip- 
ment.” 

Stockbauer maintains this policy 
despite the fact that the company 
has eight full time employees in 
the service department. 

“But they are busy doing cus- 
tomer labor,” he said. “If we at- 
tempted to rebuild all our trade- 
ins, we would have to enlarge our 
service department, and put on 
more employees. And to do this 
wouldn't be profitable from any 
angle.” 

But isn’t there a lot of re- 
sistance to selling used equipment 
“as is”? 

“We don’t sell it exactly ‘as is,’”’ 
Stockbauer said. “We are not a 
rubber-stamp operation. We re- 
main flexible to the point where 
we can treat each deal as an in- 
dividual one and still show no 
favoritism to certain customers.” 

Stockbauer pointed out that cus- 
tomers vary, as does the equip- 
ment they buy. 


Guarantees 


“If we can forestall it,’ said 
Stockbauer, “we do not give any 
guarantee on used equipment. 
When customers insist, we will let 
them pin us down to a 30-day 
guarantee. We will stick our neck 
out to that extent.” 

Even so, the customer is buying 
equipment just as it left the field. 
Stockbauer has gone to no ex- 
pense in reconditioning and con- 
sequently has added nothing to 
the amount of the original trade- 
in allowance. 

“The average buyer of used 
equipment is more impressed with 
the low price we ask than he 
would be in the same unit, cleaned 
up, re-painted, overhauled—and 
priced accordingly. That would 
bring the asking price too close to 
the price of new equipment,” 
Stockbauer said. 

“Many used buyers can get 
along nicely without a new paint 
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FARM EQUIPMENT WHOLESALERS ASSOCIATION 







































Barker 7 Company Minneapolis i} Wecdmon Ceo., D i 
C. E. WOODWARD -tett Supely Company, 1,5, Woodhouse Co, Downing 
Executive Sec'y lindeoy Bros. Co., Minneapolis Homitton Equipment, inc. Ephrata 
1011 Lumber Exchange missOuR! The S. P. Lummus Supply Co., Inc., Phila. 
Minneapolis 1, Minnesota A AK Machinery Co., Kanses SOUTH DAKOTA 
'. The Port Co., Kanses oe Undesy Bros. Co., Sioux Falls 
implement Specialty Co., Inc., St. Lovis ( of Minneapolis) 
ee compar, tp. tap Angee MONTANA ante: chose Soles 
Hoymon |, inc., P 

Tractor Sales Corp., Angeles Midland Company, Inc., Billings Orgil! a 

The H. C. Show Co., Stockton M Di ri Co. Stratton Worren Hordwore Co, Memphis 
COLORADO py — —s- inc., Great TEXAS 

The Parker Company, Denver aa Oliver Bi ibuting Co., Great Falls Sennaty Bearing —. ee ; 
GEORGIA (Branch of Billings) Southern Plow Compeny, Dalles : 

The Lenkerd Company, Cochran NEBRASKA utam 

Lover & Tharpe Hordwore Co... Dublin nar Sate So. Gare Tractor-Implement, inc., Salt Lake City : 

R. C. Cropper Company, inc., Macon | of Minneapolis) VIRGINIA Pa a 
IDAHO Mead Farm Equipment Co., Inc., Omahe ad tooo Ine., 

Mitchell, Lewis & Stover, Caldwel! NEW MEXICO 

(Branch of Portland) Dorris Distributing Compony, Inc. Clovis 

NEW 
Sales Co, Bloomington 3 W 

C. J, Turley loegler & 

pou Siac 

, (Branch of Brooklyn) 

Maumee Valley Seed Service, inc., Ft. Wayne ferent od Long tolend 6 ) 

Inc. Ft. ity 
Company, Indienapolis “4 
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job, and they'll gamble that 
they'll get enough service out of 
the equipment before they have 
to have any major work done. 
Also, many buyers of used equip- 
ment can tinker with and patch up 
a job to get them by.” 

Re-selling equipment which is 
a “first-time” trade-in is seldom 
much of a job for Stockbauer. 

“We know when we take it in on 
a new piece of equipment,” he 
said, “that often we are going to 
trade it for something older, and 
that we are going to keep trading 
down until we reach a unit fit for 
the junk pile. But, often, we can 
sell these ‘junkers.’ We have sold 
many an old time steel-wheeler 
the past few years for brush- 
pullers.” 

As this was written, Stockbauer, 
despite all the new deals closed 
during the season, had only one 
used tractor on his lot. And that 
was a late model unit only recently 
accepted in trade. 

“Used equipment,” he said, 
“moves right when it is priced 
right. And that means pricing it 
slightly above the trade-in allow- 
ance. The price should not be 
boosted as the result of recondi- 
tioning.” 


According to Stockbauer, a dea)- 
er can overlook easily a new 
equipment prospect. 

“The buyer who wants and ex- 
pects new performance from used 
equipment and must have a new 
equipment guarantee is a logical 
new equipment prospect.” 

This dealer doesn't confuse 
typical used equipment buyers 
with new equipment prospects, 
but he did emphasize the im- 
portance of the used equipment 
lot in any dealer’s operations. 

“Often a buyer looking at used 
equipment is a new equipment 
prospect, and doesn’t know it him- 
self. Our used lot,” he said, “has 
bird-dogged more new equipment 
prospects than any one salesman 
ever did.” 


° 


Gibson te Head Atlanta 
Farm Equipment Club . 
C. Grsson, Southern Iron and 
e Equipment Co., Atlanta, has 
been named president of the At- 
lanta Farm Equipment Club for 


1952. 
To serve with the new presi- 


dent, the club named H. C. Heer- 


mann, Southeast Ford Tractor Co., 
Atlanta, Ga., vice president, and J. 
H. Patterson, Allis-Chalmers, At- 
lanta, secretary-treasurer. 


* 


New Infrared Breeder, 

Thermostatic Centro! . 

A NEW four-lamp Steber infra- 
red heat lamp brooder, de- 

signed to foster a brood of 250 

chicks, has been announced by 


Steber Manufacturing Co., Broad- 
Ii. 


view, The brooder is sub- 





stantially constructed, with 17- 
inch hood to protect the lamps, it 
was explained. Four heat-resisting 
sockets are securely mounted and 
factory wired. Wafer thermostat 
controls two of the lamps for 




















Grinder has mounting holes drilled to hang 
on wall or set on bench. Available with or 
without 110-volt electric motor, or can be 
used with }, horsepower gasoline engine for 
field work. 


SELL these Lants leaders. We also manufacture the Lantz Original Flexible-Grapple 
Hay Fork. Write for literature and dealer information. 


LANTZ MANUFACTURING COMPANY, Inc. 
Dept. T-903, Valparaiso, Indiana 


2-WAY PROFIT 
LANT | SICKLE 


GRINDER 


1. Sell it to farmers, ranchers, highway 


and park maintenance men. 


2. Do custom sickle grinding in your 
own shop. 


It’s simple . . . sturdy . . . speedy . . . and 
accurate. Grinds sickles from one to seven 
feet long. Grinds a uniform edge . . . main- 
tains proper bevel . . . extends life of sickle. 
Saves time and expense. Keeps sickles 
sharper ... means faster grass and weed 
cutting. Four years’ use has proved its 
value. 


ONE MAN OPERATES [T. Grinds coming 
and going. Spring-loaded table keeps 
sickle section against stone and accom- 
modates variation in angle between differ- 
ent types of sections. Two grinding stones 
available ...22 and 17-degree angles. 
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Wore Farmers want 


LANTZ 2-BLADED 


Reg. U.S. Pat. Of COULTERS 


Only Lantz makes 
two-bladed 
cut and cover more trash ¢ py They 
ade + @Ven get the t 
roots that @ stalk cutter p wer h hybrid 
trash where reach 


Best All-Pur 
pose Coulters M, 
—— assembly may be easily oma 
ter blade only in sod or . 
trash problem. 
coulter second to 


using 
G where there's no 
nome 2% ® single-blade 







The LANTZ 
KUTTER-KOLTER 
the original two-bladed 


coulter .. . 14 years on the 
market. Comes equipped 







= @ 16", 17” of 18° 

coulter blade 

lh Permits higher a. ae 

of users. mS contests and by thousands 

The NEW LANTZ Model B Coulter 
has several eng . 
refinements. It's lighter, 
but stronger; more casi. 







ly installed and has 





Greater adaptabilit 
Plows with limited | Ang 
ance. Uses 16” and 17” 
- Exclusive... . 
ross-over scissor action. 

























TAKE A GOOD LOOK AT THESE Bf wear 


ha re 
OUTSTANDING FEATURES ae 


%e Seeds, fertilizes, renovates 
without sacrificing the es- 
tablished sod 

~ sane equipment for all 
types of tractors 

%e Seven sturdy incisor boots, 
spaced at 10” intervals 

% Works well on contours 

% Famous "Ezee-Flow" hopper, 
with dual distributor mech- 
anism 

% Adjustable metering shutters 

% Weighs 800 pounds empty, 
with hopper capacity of 
about 400 pounds 


{ Get the Facts About Taylor's 
Dealer Proposition TODAY! 


Sold exclusively through key farm implement dealers, 
PASTURE DREAM offers outstanding money- 
making opportunities. Write us today on your busi- 
ness letterhead for full particulars. 


4 


DESIGNED TO FIT ALL 
POPULAR MAKES OF TRACTORS 


Alert farm equipment dealers who appreciate a good 
live product are taking to Taylor’s PASTURE DREAM 

. the new revolutionary tool which builds and main- 
tains productive pastures for farmers, ranchers and 
cattlemen. PASTURE DREAM is the only pasture- 
building tool on the market that does all essential plant- 
ing operations at one time. 


You can profit now and in the years ahead by sell- 
ing this much-needed tool in your community. We 
invite you to write for complete information today. 


Another GOOD Ferm implement 
Menufectured by 


TAYLOR MACHINE WORKS 


LOUISVILLE, MISSISSIPPI 
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let’s be frank about 
) farm coverage in the south 


¢ 
*» > As f We n\n 7 
ts t 7 , 





Av Abama 











MAGAZINE COVERS 
THE SOUTHERN 


FARM MARKET 


ADEQUATELY 





The Southern farm market is BIG ... its resources are tremendous... . its 
potential for the advertiser is phenomenal 

More than $50,000,000,000 has been spent by Southern farmers in the past ten 
years, resulting in—more than a million additional electrified farm homes 

in the South—over a million more automotive units and more electrical 
appliances bought for use by Southern farm homes than in any other farm 


section in America 


..» AND IT’S ONLY THE BEGINNING! 
IT TAKES MORE THAN ONE... 70 GET THE JOB DONE! 


We would be doing you a disservice if we claimed that Farm and Ranch-Southern 


Agriculturist gave you complete coverage of the Southern Farm Market 
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Prove it for yourself—take a look at the following RFD circulation of the 4 major farm 
magazines having circulation in the 15 Southern states comprising this record-breaking 


Southern farm market: 


There are 2,638,528 farms in the South (including ranches and plantations—1950 Census) 


RFD Circulotion Rote te all 
im the South Seuthern Forms 










Farm and Ranch - Southern Agriculturist 











Country Gentleman 343,540 13.0 
Ferm Journal 299,522 11.4 
TOTAL | 2,201,448 83.4 











More Southern Farm Families Read 
Farm and Ranch-Southern Agriculturist 
Than Any Other Publication. 
Circulation Guarantee 

1,290,000 







IT TAKES MORE THAN 
ONE...70 GET THE 
JOB DONE! 


For more information, write, wire or phone 


any of our offices listed here 





Atlante | New York 17 

1036 Peachtree St. WE 122 £. 42nd St. 
a Los Angeles 17 Son Francisco 3 figin 1800 Murrey Will $-6815 
Publishing Co. Simpson-Reilly, Lid. - Simpson-Reilly, Ld. 
318 Murfreesboro Rood 318 Halliburton Bldg. 814 Central Tower Dalles 2 Chicago | 
Nashville 10, Tenn. 1709 W. Sth St. 703 Market St. 2027 Young St. 333 N. Michigan Ave. 
Telephone: 42-5511 DUnkirk 8-1179 Dougies 7.4994 Riverside 1181 Dearborn 2.5182 
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maximum utilization of electrical 
power, and a sturdy loop hanger 
permits easy hanging by chain or 
other secure means. Approved 
cord and plug is attached for plug- 
ging into electrical outlet. 

Through the use of the infrared 
brooder, pullets usually begin lay- 
ing two to three weeks earlier than 
usual, it was announced. The unit 
is said to save labor, assure maxi- 
mum marketing of the starting 
brood and to speed maturity of the 
chicks. 

Illustrated bulletin is available 
upon request to the manufacturer. Milne Krause 
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A . hoorts FIT MOST TRACTORS—The New Idea- 
Horn Hydraulic Loader is the largest seller on the 

market. Farmers like the way it works—the ease 

with which it can be installed or removed—and 

best of all, it saves valuable time, labor, and money on 
every kind of load handling job the year ‘round. 
The New Idea-Horn Franchise may still be open in 
your locality—why not write us. 














Petersen Spicer 


Massey-Harris Announces 
Personnel Changes... . 


H. Btoom, Massey - Harris 
e president, has announced 
personnel changes affecting five 
Racine members and three mem- 
bers from the firm’s branches. The 
appointments are the result of the 
firm’s rapid and continued ex- 
pansion, coupled with the large 
defense program in which the 
company is presently engaged, Mr. 
Bloom said. 

Appointments which became ef- 
fective December 1, 1951, are: 

C. P. Milne, formerly first vice 
president, appointed executive 
vice president; K. H. Krause, 
formerly manager of the tank 
division, appointed vice president 
in charge of manufacturing; L. J. 
Wolf, formerly office personnel 
director and legal advisor, ap- 
pointed assistant treasurer; L. W. 
Petersen, formerly traffic man- 
ager and assistant treasurer, re- 
tains the position of traffic man- 
ager and now is appointed as- 
sistant secretary; K. S. Spicer, 
formerly western sales manager, 
appointed special assistant to the 
president. 

Appointments which became 
effective January 1, 1952, are: 

W. M. Dreier, formerly branch 
manager, Minneapolis, appointed 
western sales manager; C. H. Jahr, 
formerly assistant branch man- 
ager, Minneapolis, appointed Min- 
neapolis branch manager; F. R. 
Bloom, formerly district manager, 
Atlanta branch, appointed super- 
visor, Omaha branch. 


2 


I-H Announces Price 
Increases on Equipment 


NTERNATIONAL Harvester Co. has 
announced increases in the list 
price of most of its farm imple- 
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No tool needs right design more than a manure spreader 
because it’s usea constantly in the field—and under the most 
severe conditions. New Idea engineers know from experience 
That's why they pay so much attention to design—why they 
get the best possible results from every working part. 


‘ie 


a he 


3 Great Spreaders 


Ne. 10-A—Four-wheel spreader for either tractor or 
horse. 70 bushel capacity. 

No. 14-A—A smoll size spreader built especially for 
tractor use. 60 bushel capacity 

Ne. 12-A—The lorgest ground wheel driven tractor 
spreoder on the market. 90 bushel capacity. 


RUGGED CONSTRUCTION 





In addition to good design, New idea engineers poy portic- 
vlar attention to construction—construction thot makes New 
idea Spreaders more rugged. Thot's why you find reinforced 
distributor poddies, heavier geors, metol-edged, flared side- 
boords, high steel arch, and longer upper cylinder as a port 
of each New idea Spreader thot enters the field. That's why 
New idea Spreaders hove the reputation of doing a better 
job of spreading, in less time, and at o lower cost 

Why not write us. The New idea Franchise in your locolity 
may still be available 















The sign of @ progressive 
form equipment deoler 





E 
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SUBSIDiapy AVCC COMPany 


NUFACTUp 
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ment, farm tractor, and industrial 
power products, effective January 
2. The revisions were made in 
compliance with the applicable 
OPS price regulations. 

Prices of the great majority of 
Harvester’s farm implements were 
increased 2.61 percent; upward ad- 
justments of 2.5 percent were made 
on the company’s farm tractor and 
industrial power products. Price 
increases of those products intro- 
duced into these lines subsequent 
to June 1950, as well as those prod- 
ucts upon which new improve- 
ments have been made since June 
1950, ranged slightly higher. 

The company stated that in- 
creases in its production costs had 
made the upward price adjust- 
ments necessary. 


° 


Newldeal Introduces New 
Tygart Cart Duster ..... 


ee Sprayer Co., Nash- 
LN ville, Ga., announces produc- 


tion of a new model Tygart cart 





standard 43-R Model. On the 51-R 
Model, which is the heavy-duty 
model, a 2% h.p. Continental 
gasoline engine is used. The en- 
tire engine drives the fan and also 
the agitator. The fan turns from. 
2200 to 3400 rpm’s 

The new model duster is the 
high clearance type, which clears 
72 inches. A standard model is 
available with 44-inch clearance. 


a duster unit to clear 


requires 
over the top, the new Tygart cart 
duster is of all-steel construction 
and gives complete coverage to 25 
feet. 

Further information is available 
from the manufacturer. 


o 


New OTC Caterpillar 
Tracter Service Tools 


duster for all row crops. 

The cart duster uses the Tygart 
duster unit, which is powered with 
a 2 h.p. Continental engine on the 


a“ -HOW”’ — on 
aad ied the Difference! | = | 


Designed especially for tobacco, 
cotton, sweet corn, staked to- 


J bh OWATONNA Tool Co. an- 
matoes, and any type crop which 


nounces a new set of Cater- 




















It takes plenty of “know-how” to build efficient farm 
machinery. More than half a century of designing, building 
and operating forage handling machinery is back of every 
Papec. Papec’s labor-saving Finger Feed Roll, patented 
Silage Shelf, adjustable Axles and adjustable Hay Pick-up 
Fingers all resulted from actually operating Papec Forage 
Harvesters and Hay Chopper-Silo Fillers in the field. And 
because of “know-how”, a Papec does a better job and is 
easy to operate, simple to adjust 

We welcome inquiries from aggressive dealers. Some 
good territories are available. For information write Sales 
Manager, Papec Machine Company, Shortsville, N. Y.; 22 
S. Senate Avenue, Indianapolis, Ind.; 2925 Chrysler Road, 
Kansas City, Kansas 

A GOOD LINE TO HANDLE 


ONLY $265. 
NEW WOODLOT 16" SAW 


Sw 4 HP and 7 HP Models ranging 


PAPE CO: | OMBARD, Ashland Macs. Me 


CROP BLOWERS © HAMMER MILLS © FEED Mi 








SOUTHERN FARM EQUIPMENT Section for FEBRUARY, 1952 





152 











Itseasier to plan Your firture with 
a company that LOOKS AHEAD 


‘Think back only fifteen years or so and review the 
changes that have occurred in farm implements since 
that time. Then, most combines were no more than 
“crop-gathering threshers” and the full-width straight- 
through combine was pe to come. Self-propelled com- 
bines were unheard of — so were self-propelled corn 
pickers. Tractors with hydraulic controls were only 
a dream to most of us . . . high-efficiency tractor en- 

ines were just beginning to arrive . . . diesel engines 
for farm tractors were yet to come. You can probably 
recall a dozen or more changes, important changes, 
that have occurred in the past few short years. 

Yes, we're in a fast-moving business. This year's 
big selling product may be obsolete next year. 

So in probably no business is it more important to 
look abead than in the implement business . . . and 
you, as a dealer, will find it important to represent a 
company with a proven record for looking ahead. 


Massey-Harris has demonstrated its ability to antic- 
ipate the farmers’ needs and prepare for them. Many 
products and improvements introduced by Massey- 


Harris met with a certain amount of skepticism at 
first because they were ahead of the crowd. Today, 
these advance-designed — and improvements 
are first in farmers’ preference. Meanwhile, Massey- 
Harris has earned a reputation for forward-thinking 
and aggressive planning. Farmers now “look to 
aie, ee for the latest”... and as a result, 
Massey-Harris is today the fastest growing full line 
implement company in North America. 

It is our belief that the company that plans for 
better products and better service tomorrow will be 
ahead tomorrow .. . and its dealers will profit 
accordingly. 

The MASSEY-HARRIS COMPANY 
Quality Avenue © Racine, Wisconsin 
Branches in Ationte, Go.; Botevie, N. Y.; Columbus, Obie; Delles, Texan; 
Denver, Cole.; Des Moines, lewe, —— * D., Kenses City, Ken, 
Tenn. Mina.; . Nebr 


Recine, Wis.; Stockton, Collf. Sub-branches: Enid, Okle.; Grand Forks, 
N. 0.; Morrisburg, Po.; Los Angeles, Colif.; St. Lowis, Mo.; Wichita, Ken. 


Woke si2 Massey lorris 
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pillar tractor service tools de- 
veloped with the cooperation of 
Caterpillar service engineers. The 
set contains tools designed for use 
on the larger Caterpillar tractors 
such as the D8, but especially on 
the DW-20 and DW-21. 

The tools provide a wide range 
of utility and handle most of the 
pulling and installing operations 
involving gears, bearings, pulleys, 
shafts, sprockets, bearing outer 
races, bushings, etc. 

Complete information about 
OTC Caterpillar set No. CT-6 may 
be obtained from wholesalers or 





by writing to the Owatonna Tool 
Company, 368 Cedar Street, Owa- 
tonna, Minnesota. 


* 


Starline Introduces New 
Autematic Barn Cleaner 


NEW No. 2095 pitless auto- 
matic dairy barn cleaner has 
has been developed by Starline, 
Inc., barn equipment manufactur- 
er of Harvard, Illinois, for instal- 
lation in any of 16 typical barn 
layouts. 
A push-button controlled clean- 


The new Starline 
automatic dairy 
barn cleaner is de- 
signed to 
litter, 
solids up to 75 per- 
cent faster than 
manual labor. A- 
daptable to old and 
new barns, it op- 
erates entirely on 
one motcr 


er, designed to carry manure auto- 
matically from gutter to spreader, 
No. 2095 includes a completely as- 
sembled, motor driven power and 
elevator unit; conveyor chain 
complete with flights; corner idler 
sprockets and reverse corner as- 
sembly. A complete concrete kit 
includes templets, anchors, anchor 
bolts, brackets and necessary steel 
corner forms. 

The “backbone” or main sup- 
port for the power unit and ele- 
vator, is made of 4” pipe, twice-as 
heavy as the steel columns ordi- 
narily used for barn supports. Out- 
going and return troughs are 14- 
gauge steel. Elevator unit is sup- 
ported on sturdy steel pipe legs. 
No pits are required, and only one 
motor is needed. 

A continuous heavy-duty drop 
forged rivetless conveyor chain is 
mounted on top of the flights so 
that it does not become worn by 
rubbing on side or bottom of the 
gutter. A shear pin, built into the 
main drive shaft, protects chain 
and mechanism from damage, 
should obstruction occur. A dip in 
the return chute allows the chain 
to sag, maintaining correct chain 
tension automatically. 





Area contact design of gear 
teeth provides greater bearing and 
transmission surface than normal 
line or point gear teeth design. 
Five teeth are engaged all at one 
time between worm and worm 
gear. Gears run in a continuous 
bath of oil. 

These and many other features, 
working together, enable No. 2095 
to remove litter, liquids and 
solids, up to 75 percent faster than 
with manual labor, it is claimed. 
Discharging directly into the 
spreader, it eliminates shoveling 
and pitching. 

One motor operates the entire 
cleaner, which is easily installed 
and equally adaptable to old or 
new barns. 


. 


Deming Intreduces New 
Centrifagal Water System 
A NEW type of water system, 
identified as Fig. 6612 Cush- 
ionette and designed for wells 
with a suction lift of 20 feet or 
less, has been introduced by Dem- 


ing Co., Salem, Ohio. 
A feature of the system is the 





FEATURE PACKED FOR 





LASUTY ¢ 


MODEL FSR . CARTRIDGE GUN 


«ij) LD < 
Meta! Spout 





< Spout 


. Sites w t. Easiest to 
hand even « child can use it 
@ Universal Cartridge Helder. 
New design gives greater support 
Takes meta! or fibre cartridges 


@ Pesitive 


@ Patented Cartridge Bail. Locks 
cartridge into safe, rigid unit 


Double-dog action and quick release 
rod for long, trouble-tree service 


SELL THE LINE THAT MOVES! 






Ratchet Drive. 


PUMP & MANUFAC 
617 N. Prince St. © Lancas 


Built to be BETTER 





of @ century expe 


Peoovucrs 
’ 2 


oe 8 ee ee 


“Over @ querter 
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MILKERS 








WATER HEATERS 
© The De lovel Woter 
Heoter, designed espe- 

the dairymon's 
milk house, provides 185° 
woter...for real sterilizing 


®@ Four compiete lines of 
De Love! Milkers for 


YOU CAN LOOK 

TO DE LAVAL 
for a profitable dealership 
thot will serve the farm fam- 
ilies in your oreo who hove 
the desire to buy, the cash to 
to De lLovol's Better Prod- 
t ™ ucts for Better Form Incomes 
i  * and Better Farm Living. 














Write Your Nearest De Laval Office 
For Full Dealership Information 


fz la y Z| 


42) Randolph Si. Ghcage 6 + 6! Beste St Sen Frencice § 
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MILK COOLERS 


@ Two lines of De Lovo! 


SEPARATORS J 


© Creom Seporctors in 
@ wide ronge of sizes 
ond models for best, 






FOOD FREEZERS 


® And in the form hovee — 
De Level Food Freezers 
enoble better, more eco- 
nomice! meols...end 
convenience. 


Today... De Laval Dealers hove a fuil line 
to sell...to every farmer...every season of 
the year. It is actually an “all around the 
farm” line ...with products for the dairy 
barn... the milk house ...and the farm 
house. The full De Laval line is composed 
of income-producing and money-saving 
equipment...all designed to produce “Bet- 
ter Farm incomes— Better Farm Living.” And 
that ... of course ... means better volume 
and higher profits for De Laval Deolers. 











air-cushion tube made of heavy 
rubber, located inside the tank. 
Similar to the inner tube used in 
an automobile tire, the specially 
moulded rubber tube completely 
fills the water compartment of the 
tank, when inflated to 25 pounds 
pressure. When the pump starts to 
operate, water enters the water 
chamber and compresses the air in 
the tube until shut-off pressure is 
reached. The pump then cuts off. 

When a faucet is opened, pres- 
sure of the air tube on the water 
forces the water through the house 
lines. When pressure drops to 20 
pounds, the pump starts to operate. 
This cycle is continuous and com- 
pletely automatic. 

As the air in the sealed rubber 
tube never comes in contact with 
the water being pumped, there can 
be no loss of air due to absorption 
by the water. Thus, the need for 
an air pump and air control is 
eliminated. 

The two-state, vertical, centri- 
fugal pump is self-priming, com- 
pletely automatic, and quiet in op- 
eration. The motor is mounted on 
top of a tank 16 inches in diameter. 
The pump is inside the tank. The 
complete system is only 21 inches 
high, and due to its compactness 


the unit can be located under a 
kitchen sink, or in a similar re- 
stricted area. 

The Cushionette has a capacitor- 





type, ball bearing motor of % h.p., 
single phase, 115-130 volt, 3450 
r.p.m., with built-in termatron for 
overload protection. Pump shaft is 
stainless steel to resist rust and 
corrosion, and all impellers and 








KROMER POWER SPRAYERS 





The Only Completely Corrosion Resistant Sprayer—KROMER booms and 
tanks are guaranteed against rust and corrosion. 

Give Better Killi—State Agricultural College tests prove that the larger 
droplets from KROMER Wyde Angle Nozzles give better kill. KROMER 
Cotton Sprayers and Kits were designed on specifications of cotton pro- 
ducing areas and developed for effective weed and insect control in 


cotton. 


Dealers—Write for bulletins describing KROMER features. 
DISTRIBUTED BY 
SOUTHERN SUPPLY CO., DALLAS 2, TEXAS 


©. W. KROMER CO., Dept. 220, Minneapolis 11, Minn. 
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diffusers are easily removable 
from the shaft by unscrewing a 
single impeller lock nut. The unit 
is shipped as a complete unit 
ready to connect to the well and 
house connections. 


. 


Research Division Now 
Directing A-C Projects 


Py RESEARCH projects for the 
general machinery and tractor 
divisions of Allis-Chalmers Man- 
ufacturing Co. are now under the 
direction of the research division, 
which also is co-ordinating all re- 
search work in the company’s 
branch plants, according to Dr 
Harry K. Ihrig, vice president in 
charge of research. 

Assistant to Dr. Ihrig in charge 
of administrative duties, person- 
nel and liaison for the entire divi- 
sion is J. T. Jarman, who is also 
supervising the physical testing 
and heat treating sections. 

A. K. Higgins and Will Mitchell, 
Jr. are assistant directors of re- 
search. The former is in charge of 
the metallurgical, chemical, melt- 
ing, precision casting sections, and 
the physics laboratories. Mr. 
Mitchell is in charge of the 
process, air-flow, pump, blower 
and condenser laboratories. 

Mr. Jarman has been with 
Allis-Chalmers since 1924. He 
was successively chief metailurgist 
and chemist, and general superin- 
tendent of the chemical and 
metallurgical department before 
assuming his present post. 

Mr. Higgins joined Allis-Chal- 
mers in 1937, from Globe-Union, 
Inc., where he was a research 
metallurgist. Previously he had 
been employed as a chemist by the 
American Smelting & Refining 
Co. He has written a number of 
society papers on gating practices 
and inspection of castings. 

Mr. Mitchell joined Allis-Chal- 
mers in 1947, as director of the 
basic industries research and test- 
ing laboratory, now part of the 
research division. He taught chem- 
istry at Montana School of Mines, 
was assistant ventilation engineer 
at the Puget Sound Navy Yard, an 
assistant mining engineer for Ana- 
conda Copper Mining Co., and an 
instructor in mineral dressing at 
Lafayette College. Before coming 
with Allis-Chalmers, he was ad- 
ministrative assistant for the divi- 
sion of industrial cooperation, 
mineral engineering laboratopy, at 
the Massachusetts Institute of 
Technology. 
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Do it with Simplicity — and do it right away. 
Sales of Simplicity Tractors and imple- 
ments can keep your sales curve moving 
upward. Simplicity advertising tells 

your prospects what to buy. Your tie- 

in advertising and merchandising 

can tell them where to buy. 





BIGGER 
SALES 













Do it with Simplicity — Simplicity gives your 
customers the engineering features and 
sturdy construction they demand in Gar- 
den Tractors. Simplicity customers 

are satisfied customers—and they keep 


SATISFIED Foe 
CUSTOMERS | 


Do it with Simplicity — From January to 
December, 52 weeks a year, there's 

an opportunity to sell America’s easy-to- 
sell Garden Tractor, Simplicity. 

Year ’round utility means year 'round 
sales and steady profits. So build 

bigger sales with satisfied customers for 
steady profiits. Do it with Simplicity. 






STEADY 
PROFITS 





Gim 





AMERICA'S 


NO. 1 


GARDEN TRACTOR 
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“BOYETT" 


THE LEADER IN ROW 

CROP SPRAYERS FOR 

A QUARTER OF A 
CENTURY. 





HORSE-DRAWN 
SELF-PROPELLED 
TRACTOR-MOUNTED 


For descriptive literature 
write direct to 


BOYETT SPRAYER MFG. 


NASHVILLE, GEORGIA 























the BUY of a 
LIFE-TIME 


Ee eee 
WRENCHES 














MM Inmtreduces New 
LP Gas Tracter ... 


ee Co., Min- 
neapolis, Minn., recently in- 
troduced the 4-5 plow improved G 
tractor with a new heavy-duty 
LP gas engine designed to give 
balanced power and excellent fuel 
economy. 

This new engine has a 340-cubic 
inch piston displacement, 4%-inch 
bore, 6-inch stroke, and an 8 to 1 
compression ratio. 

Special LP gas manifolds and 
carburetion equipment have been 
combined with MM _ high-com- 
pression, high turbulence com- 
bustion chamber features in the 
new 340-cubic inch engine. These 
features have been engineered for 
reserve power balanced with fuel 
economy and MM typical high- 
torque at moderate speeds for 
added efficiency and long life. 

Other recent improvements of- 
fered in the new model G tractor 
are front wheels inset to place the 
centers of the tires over the steer- 
ing knuckles to reduce steering 
effort and wear, new double-disc 
brakes that are enclosed and op- 
erate on transmission counter- 
shaft, forged steel bull gears, ad- 
justable Flote-Ride seat, and MM 
exclusive Uni-Matic power. 

Model G tractors, built for op- 
eration on gasoline or distillate, 
will be equipped with the regular 
403-cubic inch 4-cylinder engine 
having a 4%-inch bore and 6-inch 
stroke. 


Hoffeo Intreduces New 
Pertable Power Scythe 


NEW power-driven, portable 
scythe for cutting and trim- 
ming of weeds, reeds, and grass in 
normally inaccessible places has 
been developed by Hoffco, Inc., 
441 N. 8th St., Richmond, Ind. 
The Scythette weighs only 24 
Ibs., has a 1% h.p. engine, is 54” 
long, and is colored a metallic 
green. A_ convenient, over-the- 
shoulder strap makes it easy to 
carry and handle. The unit cuts 
and trims efficiently any place a 
man can walk or row a _ boat 
(underwater cutting), and _ re- 
quires approximately one gallon 
of gasoline for six operating hours 
and cuts a 20” swath 





A 
Pee , 





- 
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What makes a farmer go out of his way 
to buy farm equipment? 


ERE do farm families usually buy their 

farm machinery? To answer this question, 

the U. S. Bureau of the Census and the Depart- 

ment of Commerce with the Magazine Marketing 

Service of New York ran a survey in Morrow 
County, Ohio. 

The results of the survey showed this: almost 
half the farm families traveled miles past their 
nearest farm equipment center to buy machinery. 

The reason? Of course, preference for a certain 
make plays a part, but service is now becoming 
the key factor. Farmers will travel miles out of 
their way to do business with the dealer whom 
they can count on for good service. 

New Holland's 8-point service standard brings 
customers back. Here’s what it says: 

1. Carry enough parts to service all equipment sold. 
2. Keep a well lighted service shop set up to handle 
heavy equipment. 


3. Assemble, start and deliver all equipment sold. 
Give owner necessary operating instructions. 

4. Send servicemen to schools provided by New 
Holland to learn the latest servicing methods. 

5. Have enough servicemen to service equipment 
already in use, plus additional equipment sold. 
6. Sell only within an area which will allow proper 

service to customers. 

7. Make follow-up calls within an appropriate length 
of time to be sure the machine is in adjustment 
and that the customer is using it properly. 

8. Run schools for owners covering the fundamentals 
of service and operation of their equipment. 


If you are willing and able to meet the New Holland 
standard, write us about a dealership. When you 
carry the line that’s “First in Grassland Farming” 
you can count on profitable sales for many sea- 
sons to come. The New Holland Machine Co., 
a subsidiary of The Sperry Corporation. 


Xe) New HotLtanpD 


"First in Grassland Farming’’ 
NEW HOLLAND, PA. © MINNEAPOLIS + DES MOINES + KANSAS CITY + BRANTFORD, ONTARIO 
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THE WAGON 





W 1n1 952 we offer advanced designing 
for longer wagon life, more convenience, 
heavier pay loads — plus famous 
SLECTRIC dependability and valve.. 
the finest line of wagons in all 
ELECTRIC'S 62 years. 

Note their selling features. 



























MODEL 650 


Greater capacity and 
greater strength moke 
ELECTRIC wagons the 
leoders in their field. De- 
signed for use with either 
standard bolsters or spring 
bolsters as illustrated be- 
low. The bolsters ore stur- ‘ 
dily built of heavy formed 
steel with stokes odjustable 
for o 38° of 42” box. 


ah 


A COMPLETE LINE 


ELECTRIC offers @ com- 
plete line of wagons to 
meet every farm need. 
Both auto steer and fifth 
wheel models cre avoil- 
oble, with carrying capoci- 
ties from 6,000 to 10,000 
pounds, and reaches od- 
justable from 7 to 12 feet. 








The new ELECTRIC Mode! 727 flore type wagon box 
has all of these selling ond service features: heavy gauge 
golvonized steel body resists rust, acid, and wear; one- 
piece formed sides with o substantial lap underneath the 
floor give added support; sliding type endgate, which 
con be locked in either open or closed position, is easily 
operoted by one-piece lift bor; extra heavy tongue and 
grooved floor (of specially treated lumber to prevent 
decay) is sturdy ond GRAIN TIGHT; lower and wider 
body can be used with mechanical corn pickers, com- 
bines, etc.; lorger copocity and high quality at low cost 
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HARDWARE CLOTH.. 


Introduces the — e every wire round and 


true to gauge .. uniform 


iT Me | ks aaah solge 
ROW CROP DUSTER — tay the Witght coy. 
mam =A Wright product all 

the way from rod to 

you. 








¢.- WRIGHT wire co. 


““PROFIT-MAKER”’ 
FOR SOUTHERN FARM IMPLEMENT DEALERS 


Now, you can cash in on DOBBINS New row crop dusters, 
ruggedly built for dependable, fast, effective COTTON and 
other row crop dusting . . . 4, 5 or 6 row models. . . large 
60 Ib. hopper . . . positive, accurate feed control . . . nozzles 
adjust vertically, horizontally . . . uniform discharge pattern 
from all nozzles . . . mounts on all popular tractors. 


New DOBBINS 
COTTON ROW CROP SPRAYER 


No. 3032—two row rig 
No. 3034—four row rig 
No. 3036—six row rig 
No. 3038—eight row rig 


FAST SELLING 
row crop sprayer of 
proven effectiveness for seasonal COTTON 
spraying ... adaptable to all row crop spraying . . . Sturdy, 
Dependable, Rugged . . . low gallonage . . . low pressure . . . 
complete spray coverage . . . fully adjustable . . . one, two Patterns are available for practicall 
or three nozzles TEIN SF heh all plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 


Dept. ~ ay ny oe ga quality obtainable. Send today for catalog and 
trade prices. 


Send information on Row Cr ayer and Dust- 
er and name of nearest DOBBINS distributor 


OO STAR MANUFACTURING COMPANY 
Add DIVISION OF FLLINOIS IRON & BOLT CO 


ARP T ' , 
City CARPENTERSVILLE MLINOTS U.S.A gs? 1873 
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COBE Y—THE PROFIT LINE! 
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FLEX! ROTARY HOE 


SINGLE-GANG 
ROLLER PULVERIZER 


ALL-STEEL 
FLEX! SPRING = 
TOOTH HARROW 
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‘3 SPROCKET 
PULVERIZER 


TILLAGE TOOLS 


Designed ond built to promote meximum soles thru meximum 
performance ond service setisfection. The line is complete— 
A TOOL FOR EVERY DEMAND. 


LEVEL-CUT DELUXE TANDEM TRACTOR DISC HARROW 
Sizes: 5, 6, 7, 8 and 10 foot widths with 16, 18 or 20 inch 
discs. One-rope angling control. 

LEVEL-CUT HORSE DRAWN DISC HARROW 

Sizes: 4, 5, ond 6 ft. widths with 16, 18 of 20 inch discs; 
double-wheel fore truck or pole. 

LEVEL-CUT STD. TANDEM TRACTOR DISC HARROW 

Sizes: 4, 5, 6, 7 and 8 ft. widths with 16, 18 or 20 inch discs. 
One-rope angling control 

ALL-STEEL FLEX! ROTARY HOE 

Available in 1 to 6 section sixes—giving « cultiveting width 
from 44° to 264”. 

SINGLE and THREE-GANG SPROCKET PULVERIZERS 

Single gongs built in 4. 7, 8, 9, 10 and 11 ft. sizes. Aveileble 
in 3-gang combinctions to give 16, 18 ond 20 ff. units. 
Heavy 15” olternating sprocket ond plein wheels 

SINGLE end DOUBLE-GANG ROLLER PULVERIZERS 

Both single and double gong units built in 7, 8. 9, 10 and 11 
ft. widths. Single gong hes 15° wheels; double gong hes 15” 
front and 12” rear wheels. 

ALL-STEEL FLEX! SPRING-TOOTH HARROW 

Meade in 2, 3 and 4 section sizes with 17, 25 ond 33 heeot- 
treated spring teeth. 


LEVEL-CUT STANDARD TANDEM TRACTOR DISC HARROW 








Patents 

granted 

G pendng 
Trade mark Reg 
U. S. Pot. Off 


FOR THE BEST IN FARM 
IMPLEMENTS--THINK OF COBEY 
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LEVEL-CUT DELUXE 
TANDEM TRACTOR DISC HARROW 





THE COBEY CORP. 
GALION, OHIO 





a trend worth tying to: 


GRASSROOTS SOIL CONSERVATION 


é & 








owing your customers exactly how it’s done, from the first 
»und to the last, saves their time and helps make their ter- Soil conservation has moved out of the talking stage 


ace building easier. It also demonstrates the extra clear- : : hi 
nce and convenience of new A-C mounted plows. and into the everyday habits of almost a million 


; machinery-buying farmers. Even a quick through- 
@ change to contour farming is much simpler for your cus- the-windshield survey will show you the new atten- 


»mers when they know the advantage of A-C free-swinging , : . . i 
nplements which follow naturally around turns. Demon- tion being paid to contour farming, gras water- 


rate this drill planter as well as A-C mounted plows. ways, terraces and efficient drainage for wet land. 










a : Cin oe Through their own farmer-managed soil conser- 
vation districts, your customers are organized to 
OO rhe, . 

% : et : learn and apply many types of land-saving prac- 

Sn : , tices. But the rate at which they shift to this new 

F be - , : ' ; ~* farming pattern is often limited by the extra time 

and labor required to make the needed changes in 
land use. 

, > a Here is an unusual opportunity for Allis-Chal- 

P wr Ox mers dealers. Many A-C tillage tools are ideally 

: f Fae suited to soil conservation farming, and field dem- 

iS : = 7? Lee ot me onstration is the ideal way to show both the im- 

plements and the power that pulls them. At the 

same time, skillful demonstration will go far toward 

it helps both you and the farmers to demonstrate that clear- helping A-C owners make the most of their equip- 

ance, vision, and hillside stability can all be combined in one ment in applying soil conservation practices. Such 


cultivating outfit for easy handling of contoured hillsides. . 
You can prove that soil conservation needn't delay field work. demonstrations, to large groups or small, are a 
good business investment. 


TRACTOR DIVISION + MILWAUKEE ¢, U.S. A. 
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— Every Seturdey — NBC network. 
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@ The keys in your customer's pocket are his constant reminder 
of the quality of the locks they open. This is one reason why 
Master spares nothing to produce the very finest keys — exact 
to size and gauge and of proper hardness to assure long, de- 
pendable service. Special key-cutting techniques are employed to produce micromati- 
cally controlled key notching. The result is precision seating for the pins that coincides 
exactly with their distinctive contour ... and provides smooth operation and utmost 
security. @ Accurate, attractively coined keys are still another reason why it is easy to 
sell padlocks built by Master. Keep in touch with your jobber for more Master padlocks! 


VEO SEU 


EVERY ONE AN OUTSTANDING VALUE 


Master [ock Company, Milwaukee. Wis.* Worlds <eading Padlock Manufacturers 
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ooking wor Anluah olen’ 


(with apologies to the song writer) 


Yes—farmers all over America are finding this Clover Leaf center 
holet by Ingersoll the greatest tillage disc improvement in years 
Seems like a small thing to find, but actually it's a big engineering 
improvement—a new Ingersoll three-way feature 


The result is better all-around service more acres of work 
than ever before. 

That's why it’s so worth while to look for the Ingersoll Heat- 
Treated Disc with the Clover Leaf center hole when you order 
replacement discs from your implement maker. That way you 
make sure of giving your customers the best 


t Pat. Pend. 


INGERSOLL PRODUCTS DIVISION 
BORG-WARNER CORPORATION 
310 S. Michigan Ave., Chicago 4, ilinols 
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